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COVER: Improve your safety program 
by reading "Your Lumber Yard —Is It 
Hazard Free?" Starts on Page 44. Read 
the story behind these pictures in this 
same article. 
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s of a crowded store or school? (pages 19, 32) 
















Why does “rain” often form inside roof space 


? 
Why does moisture gather on a water-and-vapor-proofed concrete floor? (page 32) 


Why is it wrong to vent cold roof spaces to a warm inside space? (page 33) 





Does a concrete floor slab lose heat only at the edges? (page 40) 


in what direction does heat flow by Conduction? Convection? Radiation? (pages 11, 15) 


Do “dead air spaces” exist with respect to heat flow? (page 16) 


46) 
Why do metals radiate and absorb less heat than wood, plaster, rockwool? (pages 13, 


Why replace low-conductive air with denser materials of greater 
inion i.e. ordinary insulation. (pages 11, 13, 14, 29) 





The answers to these and numerous other problems 


of heat and vapor flow are found in the pages of 
the Revised Fifth Edition of 


SIMPLIFIED PHYSICS of Vapor and THERMAL INSULATION 
By Alexander Schwartz 
Written in simple language easy to understand, yet accurate and complete enough to gratify the 


scientist. Crammed with information the engineer, architect, public official, builder, contractor, insulator, 
heating installer, need. Hundreds of universities and technical schools use previous editions as a text. 


56 pages of Facts, Figures, Charts, Illustrations, and Explanations of Heat and Vapor Flow; Vapor Per: | 


meability; Condensation; Dry Rot; Conduction and Density; Convection; 
Radiation and Emissivity; Reflection and Absorption. Sug- 
gests solutions and illustrated techniques for practical prob- 
lems of insulation installation, condensation, protection 
against heat loss or intrusion, radiant heating; cold storage. 


For The First Time 
TABLE OF ABSORPTIVITY AND EMISSIVITY OF MATERIALS 
Plus, Revised and Amplified, the Famous 
CHART OF THERMAL INSULATION VALUES 
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; National Election Brings Lull in Flood of Government Orders 


ederal agencies, these recent 
veeks, have been letting our in- 


_ dustry pretty much alone... . Rea- 
son. the national election cam- 
Remember? 


paign. 
' Agency offices have been cau- 
tiously putting out routine lists 
of defense housing, reports about 
' modular engineered residence 
units that are getting built as re- 
' search projects, and some other 
©" such things. A few top officials 
- who are exempt from the pains 
and penalties of the Hatch Act 
have been doing a spot of poli- 
ticking. Or so this page is told. 

A good many of the boss men, 
however, have been putting to- 
gether their agency bids to the 
Bureau of the Budget for money; 
a tough bullet to chew at this 
time, since they can’t know if the 
new Administration is going to 
think of their outfits as teacher’s 
> pets or as something from the 

wrong side of the tracks. 


Plan further controls 


(he boys in the back room keep 


| _ plugging along. A little while ago, 


> youll recall, they came up with 
‘the news that construction con- 
trols dealing with recreational, 
commercial and industrial build- 
ing are now to hold on until next 
May 1. These things had been 
marked now for relaxation on 
April 1. But the agency eager 
peavers seem to have been work- 
chiefly on plans to keep con- 
, s in effect; either actively or 
) 'sosively. Those plans of course 
src aimed at Congress; which 
»s explain why we’re not getting 
many agency atentions at the 
ment. But when the 83d Con- 
ess assembles next January! 
vother, brace yourself! 


Be Wants stand-by controls 


Bill used to say and as Friend 
Fowler still says, you’re gonna 
need it bad. 

Economic Stabilizer Putnam also 
has scary dreams of inflation; sees 
the Redskins scalping the settlers 
and otherwise acting rough. The 
unaided eye can detect few signs 
of inflation, but the Stabilizer 


NRLDA sees larger homes in 


This industry is taking advan- 
tage of the lull, or whatever you 
call it, to do some looking around. 
Cotton Northup, of the NRLDA, 
has been saying that new homes 
built next year will be larger than 
those put on the market recently. 
He thinks there’ll be more three- 
bedroom houses; also that the 
rooms themselves will be larger. 

Those larger rooms are becom- 
ing a must; and the pressure is 
coming from two sources, the 
house owner and the money lender. 
The effort to hold costs down—an 
admirable object if all else is 
equal—is beginning to fall over 
its own feet. Too many people 
have the idea that the way to save 
on costs is to cut down on space. 
But the law of diminishing returns 
gets in its dirty work; and there 
is a point, so Cotton intimates, be- 
yond which it’s necessary to leave 
out twelve and a half percent of 


holds that one Battle of Lost Shirt 
Run is more than enough. He re- 
minds us it was long after the 
Korean invasion when Congress 
finally got around to mobilizing 
the controls militia. “There were 
eight months of horsing around,” 
he remarked. “We can’t afford that 
again.” 


1953 


the floor area in order to save five 
percent of the dollar cost. Too 
often, what’s left can’t really be 
called a house. 


Better designs required 


Many of these dwarfed houses 
have been built from the hastily 
shaved-down plans drawn for 
larger houses; usually done with- 
out imagination or know-how. The 
bedrooms are small almost to the 
point of uselessness; and the 
change forces the moving of inte- 
rior doors around until the living 
room is no longer a place to live. 
It’s a sort of intersection of roads 
leading to kitchen, bath and bed- 
rooms. Then there’s that picture 
window; framing the view of the 
neighbors’ backyard car ports, the 
bouquet of garbage cans. A small 
house needs an exactness of de- 
sign it seldom gets. 


Prices and starts for the coming year 


Probable trend of building mate- 
rials prices, except for articles 
into which steel enters, is slightly 
downward. The increase in build- 
ing costs is due mostly to higher 
labor costs, which have advanced 


this year. A smaller number of 
new families to be formed; pos- 
sibly 700,000 as compared with an 
average of twice that many in the 
late forties. This they say is due 
to fewer babies born in the early 


Jefense Mobilizer Henry Fowler 


oh some four and a half percent this 
ne : ‘ninks all price and wage controls 


years of the great depression. 
past year. Not likely to decline. 


Those babies have grown up and 


a — i be renewed, but on a are now the matrimonial class of 
oc Oe Me STANd- ; ® ? ’ e e ° 
To nd-by basis. The present con Starts about 900,000 58. We’re told this will make little 


trol law is due to depart this life 
text April 30; and Mr. Fowler 
py thinks the new gun behind the 
| door ought to be at least poten- 
tially a stouter shootin’ iron than 
‘ old one. If you need it, as Wild 
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difference in the number of houses 
built next year. Next year’s house 
demand is still carrying over from 
early post-war years. We haven’t 
yet caught up with that accumu- 
lated wartime lag. 
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Guesses about the number of 
housing units next year jiggle up 
and down from 900,000. Commer- 
cial, recreational and institutional 
building should be larger than 
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NEW STYLE AND BEAUTY 


All types of STRAND Doors now have the new, 
smart, horizontal-line styling. In keeping with 
the latest architectural trends, it adds beauty to 


the garage. 


EXTRA DURABILITY 


Galvanized with a heavy zinc coat for lasting rust 
protection and oven-baked to provide a clinging 
base for paint. No prime coat needed. Steel 
stands up under shipping and handling—won’t 


warp, shrink, rot, or splinter. 

















GREATER STRENGTH 

Heavy, diagonal steel braces, welded to the 
deeper, sturdier frame, form the kind of struc- 
ture used for strength in bridges and prevent 
sagging and weaving. 


CHOICE OF 5 TYPES AND SIZES: 


8’ x 7 Receding (track) and Canopy, 9 x 7’ 
Receding (track) and Canopy, 16’ x 7’ Receding 
(track) only. Order from your jobber, or mai! 
coupon for information and jobber’s name. 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Compan 
Dept. AL-11, 2244 E. Grand Blvd., 
Detroit 11, Michigan 


Doors. 
tama ( Builder 0 Dealer Oj Other 


Name 





Address 
City Zone. State. 
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(C Please send me full information about Strand All-Steel Galvannealed Garage | 
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| however, for the administration. 





NEWS BRIEFS 





Million homes in 1953. FHA Commissioner Walter Greene predicts 
4 1 million or 1.1 million house year for both 1952 and 1953. He fore- 
casts FHA would account for 275,000 starts this year, 25% of the nation’s 
total. Next year he expects 337,000 FHA starts because of more military 
and defense housing. 


End wage controls. Business publications long have been hinting 
that wage and salary controls are due for a bow-out by Jan. 1, 1953. 
Now the magazine, Nation’s Business, published by the U. S. Chamber 
of Commerce, says: there’s strong possibility that wage, salary controls 
will be dropped by year’s end.” 


Pension benefits. The closed shop principle with respect to pay- 
ment of pensions and other welfare benefits has been axed by the Na- 
tional Labor Relations Board in a ruling which promises to have im- 
portant bearings on hundreds of pension funds covering an estimated 
11 million workers. The ruling bars discrimination against non-union 
members in establishing benefit payments. 


New products soon. To increase their sales volume and to take 
advantage of the expected easing in material shortages, manufacturers 
are adding many new products and new models to their lines. Changes 
go far beyond normal face-lifting of models. Also apparent is a move 
to streamline over-diversified lines, eliminating slow movers. 


Discounting VA loans. Because the 4% rate doesn’t attract bank- 
ers there’s widespread “back door” deals on GI loans. Builders resell 
the mortgages at a discount after setting a inflated price on their homes 
that allows a normal profit. NAHB has demanded that the practice 
should either be made legal or the interest rate should be raised. In 
theory, at least, they could be jailed for the discount practice and it’s 
beginning to make them a bit nervous. 


Legion supports higher rate. State Legion departments in Colo- 
rado, Michigan, Oklahoma and Georgia have gone on record requesting: 
“an immediate rise in the interest rate on GI loans to stimulate the flow 
of home credit.” Other departments are expected to follow with similar 
resolutions. 


Bungalow schools. Here’s a tip if you have crowded schools in 
your community. El Paso is now building 8 conventional bungalows that 
wiil be converted at a later date and sold as regular homes. Certain 
room partitions are not installed creating classroom space. The homes 
have bathrooms, sinks, stoves and refrigerators. The complete kitchens 
will be used in the school lunch program. 


a Dividends increase. September usually a banner month for stock- 
holders, ran about 1% ahead of 1951 levels, making payments for nine 

iths 4% ahead of the previous year. But 7 of the 12 manufacturing 
ndustries reporting decreased payments. 


Rent Control Score. Of the 2400 communities who could have 
cropped rent controls this week, an incomplete tally shows that 1,450 
have elected to continue controls until April 30. About 70% of the 
major cities have asked for extension. This means that 3.5 to 4.5 
milions of the 6 million rental units affected will continue under 
Federal ceilings. 


Architects endorse public housing. At the 48th annual convention 
of the American Institute of Architects, this group again reaffirmed 
‘heir support of public housing. It wasn’t all peaches and cream, 
The architects bitterly complained 
about the barracks-type of structures being built by the Public Housing 


| Administration and called for a re-examination of Federal subsidies 
| to reduce the growing load being transferred to the tax payers. 
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PAUL S. VAN AUKEN, convention ex- 
position director for the National As- 
sociation of Home Builders. 


NAHB Plans 1953 


Chicago Convention 


The 1953 Convention and Expo- 
sition of the National Association 
of Home Builders will be held in 
Chicago January 18-22 at the Con- 
rad Hilton Hotel. Both the con- 
vention and exposition are ex- 
pected to set new records in size 
and attendance. 

Paul S. Van Auken, convention- 
exposition director, has announced 
that the number of exhibit spaces 
has been increased about 50% 
over last year’s record show. All 
exhibits are to be housed in the 
Conrad Hilton Hotel, which has 
expanded its lower level exhibit 
area. 

More than 250 leading manufac- 
turers of building materials and 
home equipment will display their 
products in the exposition hall, 


September Starts 
98,000 Homes 


A total of 98,000 new perma- 
nent nonfarm dwelling units were 
started in September, just 1,000 
short of the August figure, accord- 
ing to preliminary estimates of 
the U. S. Labor Department’s Bu- 
reau of Labor Statistics. Septem- 
ber was the seventh consecutive 
month this year that housing 
starts were at or near the 100,000 
unit mark. 

Thus far in 1952, a total of 866,- 
800 new dwelling units have been 
placed under construction, 800 
units above last year’s estimate 
for the first 9 months. A 19,300 


9 


unit increase in private housing 
this year over last was almost off- 
set by an 18,500 unit decrease in 
public housing. 

Public housing begun during 
September (900 units) was at the 
lowest level in over a year, and 
dropped from 24,500 units in the 
second quarter to but 3,900 units 
in the third quarter. Private hous- 
ing starts have been above last 
year’s monthly rate for the past 
7 months, and increased this year 
from 294,800 units in the second 
quarter to 297,100 in the third 
quarter. 


OPS to Exempt 


Small Retailers 


The Office of Price Stabilization 
is about to exempt small retailers 
from price controls. 

Its proposed regulation is nearly 
completed, and is expected to be 
approved and issued within a 
month. 


The tentative form of the de- 
control order, which will be issued 
as a general over-riding regula- 
tion, exempts groups of retail and 
service establishments on the basis 











Let our Sales-Engineering 
Department give you con- 
vincing evidence on the 
profitable results obtained 
from Systemized Layout of 
Yard and Stacking Aisles, 
designed for LIFTRUK 
operation . . . faster inload- 
ing... higher stacking... 
swift outloading of pallet- 
ized loads. 

Learn how yard after yard, 
by creating this extra stock- 
ing area, by a more efficient 
use of man power, and by 
fast movement of customers 
trucks, have attracted MORE 
BUSINESS to their gates— 
and at profitable savings— 
as high as 75% in materials 
handling costs—through the 
use of rugged, dependable, 
heavy duty Silent Hoist 
LIFTRUKS, 


YW, 


Heavy Duty 
LIFTRUK 
5-72-10-15 Ton 
Capacities 
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Many yards now feature super-outloading 
services... generally within 15 minutes 
of time truck's arrival... through use of 
LIFTRUK handling of pre-packaged loads. 


WE WELCOME YOUR INQUIRY — ask for Bulletin 77 
SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 





860 63rd STREET, 


BROOKLYN 20, N. Y. 


November 





ot dollar volume of business. The | ~ 
top figure for decontrol will vary |” 
between different types of stores, | 
but will be between $20,000 and 
$50,000 in gross annual income 

The adjustment of the maximum 
decontrol points is now delaying 
the regulation, but top OPS offi- 
cials expect that this can be 
worked out shortly. 


The decontrol will apply to only 
the smallest of retail stores. Those 
where record keeping has been a 
heavy burden on the one or two 
workers, agency officials said. Rec- 
ord keeping has already been con- 
siderably reduced for stores in 
this category. 


BRA PIAL HE + 


Change Date 
For Paint Order 


The mandatory effective date of 
the Office of Price Stabilization’s 
revised Paint, Varnish and Lac- 
quer Manufacturers’ Regulation 
has been postponed to Nov. 13. 

The ‘extension was announced | 
through the issuance of Amend- [| 
ment 1 to Supplementary Regu- 
lation 6, Revision 1, under Ceiling | 
Price Regulation 22. ee 

OPS said that since it revised | 
the regulation there has been some | 
confusion as to whether manufac- 
turers must submit new applica- 
tions to the agency even if they 
do not plan to change their pricing 
formula under the revision. Be ~~ 
cause of a delay in issuing a clari- 
fying statement, OPS has had to : 
postpone the effective date, it was 7 
explained. The interpretation ~ 
should be forthcoming shortly, 
OPS officials said. 
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First Wisconsin — 
National Bank oF MILWAUE.- 


estasiionee 1011 / Bemmonin pe 


ILLUSTRATING that VA funds are 
readily available in some sections of | 
the country is this advertisement of § 
the First National Bank of Milwal & 
kee, Wis. The ad urges veterans t0 
take advantage of GI loats al 
stresses the interest saving over # 
conventional loan., 
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Kinzua Ponderosa Pine comes from se- 
lect timber grown on Kinzua’s own 
siant tree farm. It is 100% kiln dried 
direct-from-the-saw, 100% stored and 
carefully loaded under cover. It is re- 


liably graded and re-graded. 


Skilled and experienced machine opera- 
tors, careful supervision and continual 
inspection—plus the immediate instal- 
lation of new equipment as soon as it is 
proved efficient — are further proof of 
\ingzua’s desire to produce only the 
finest products. 


Because of the care taken in each step 
of production, Kinzua has always sold 
every foot of its lumber “Quality Guar- 
inteed”. This means that for depend- 
able products you can sell with confi- 
dence, it will pay you to standardize on 
inzua Pine today! 








MANUFACTURED 


WITH CARE 
y 


You can be sure of fine lumber with Kinzua Ponderosa 
Pine! It is manufactured by a concern that is 
planning for permanent operation — and therefore 


interested in your long-run satisfaction. 


Kinzua has always been quick to adopt new methods 
and refinements in precision manufacture which 

will improve its products. Check the points at left 
and see how Kinzua’s careful manufacture results in 
better lumber for you to sell! 





Straight or Mixed Cars to suit your needs. 


KINZUA PINE MILLS CO. 
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Lat PA Warped d-icte} 


MEMBER NATIONAL WOODWORK MERS. ASSN. INC. MEMBER WESTERN PINE ASSOCIATION 





Public Housing 
Court Victory 


The Supreme Court in effect up- 
held the public housers in its deci- 
sion Monday not to review the 
California state supreme court’s 
ruling that the City of Los Angeles 
must proceed with its public hous- 
ing program. 

The state court ruling, involv- 
ing a 10,000-unit public housing 
program, had been appealed by 
the city which held that Congress 
intended to permit cancellation of 


housing programs which, because 
of changed circumstances, might 
no longer be necessary. 

All this has come about despite 
a public referendum vote which 
turned down the proposition. 

No precedent. Although the Los 
Angeles public housing contro- 
versy has received national pub- 
licity, it is extremely doubtful if 
it will set any precedent, a hous- 
ing official commented. 

Actually, he explained, it’s not 
a case of shall we have public 
housing in L. A., but rather are 
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1 Widest Selection in the Middle West 
2 Uniform Quality in All Grades 
3 24-hour Shipping Service 


PLYWOOD PANELS — over 50 species 

Fir, Pine, Gum, Birch, Oak, Walnut, Maple, Mahogany, Limba, African 
Cherry, Prima Vera, Redwood, Philippine. All sizes up to 48”x192” — 
all thicknesses, 1/16” up. 

PLYWOOD SPECIALTIES... 

Plytex — wire-brushed decorative plywood 

Plypreg and Welchboard — Plastic surfaced plywood 

Die Blox — Superstrong, even-ply die stock 

P. V. Hardboard — Low cost wallboard, 4’ x 8’ 

Mouldings — Pine and Philippine Mahogany — 80 patterns 
Tileboards — Wal-lite, Satin-lite, Grani-lite 

Plyron — Hardboard faced Fir plywood 

Plyweave — embossed decorative plywood — Fir & Redwood 
GLUES, REZ wood sealers, INLAY PICTURES 

DOORS — House and Cabinet... 

Birch, Oak, Fir, Philippine Mahogany — over 80 sizes 

Cabinet doors, 3/4” Birch and Vertical Grain Fir 

PLASTIC DECORATIVE SHEETS... 

Consoweld and Parkwood Plastic—over 75 colors and designs, plus 
real wood veneers, wood pattern designs. 1/16” and 13/16” — for tables, 
sink tops, furniture etc. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue e Chicago 22, Illinois 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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we bound to have it. “There’s no 
court in the country that would 
allow the federal government to 
re-write the state laws, so it’s | 
doubtful if this will set any pre- | 
cedent.” 


Sees Hardware 
Surplus Threat 


Surpluses of hardware items are 
replacing shortages as the indus- 
try’s foremost problem, declared 
the president of the National 
Wholesale Hardware Association. 


“In spite of the steel strike there 
are few items in short supply, © 
rather are we faced with a surplus © 
in many lines,” said William P. ~ 
Tracey of Columbus, O. He re © 
viewed U. 8S. production records of ~ 
the past ten years and continued: 


“For the decade as a_ whole, 
though, business has perhaps been 
more extensively occupied with 
rationing its wares than with sell- 
ing them. But there is going to 
be an end to this state of affairs 
and, if not already here, it is com- 
ing sooner than many realize. ...” 

Tracey addressed the opening 


session of the hardware whole- 
salers 58th annual convention. 





Gaines Heads 
Hardwood Group 


Harry D. Gaines, St. Louis, Mo, 7 
was elected president of the Na- 
tional Hardwood Lumber Associa- 
tion at the 55th annual Conven- 
tion of the group held in Boston, 
Mass., September 22-25. Mr. Gaines 











succeeds Lee Robinson, Mt. Ver- |~ “i 
non, Alabama, who has served as : 
president for the past two years. & 
As past president, Robinson will FAS / 


be a member of the Executive 
Committee. 


Re-elected to serve as vice pres- 
idents are James C. Walsh, Chi- 
cago, and T. M. Millett, Louisville, 4 
Ky. Franklin Griffin, Chicago, also | 
elected to a vice president, has | 
been serving as a director for 4 | 
number of years. New directors 
chosen to fill vacancies included 
Alvin Huss, Huss Lumber Com- 
pany, Chicago, II]. 

Joseph L. Muller, who has served 
the Association as Acting Secré 
tary-Manager since the retirement 
of John W. McClure last January; 
was appointed secretary-manage! 
by the Board of Managers in thelt 
annual meeting following the com 
vention. 














































You'll stand up and cheer when you see 
how a Bruce Ranch Plank Floor scores 
with home-buyers. 

It’s the All-American choice for 
durability, character and handsome 
random-width design. 


And it scores on economy, too — it’s 
pegged and finished at the factory and 
installed just like prefinished strip floor- 
ing. That means time and money saved 
because there’s no sanding or finishing 
to do after the floor is laid. 

Home-owners know Bruce Ranch 
Plank throws decorating costs for a loss, 
because with this beautiful floor they 
need only scatter rugs. No one wants to 
keep such a star under wraps. 

With Bruce Ranch Plank Floor in 
your lineup, you're sure of a coast-to- 
coast favorite. Give us the signal and 
well send you a color booklet with 
full information. 


E. L. BRUCE CO., MEMPHIS, TENN. 


Also makers of 
Bruce Floor Cleaner and Waxes 














New Reserve Supply 
Warehouse at Chicago 


Representatives of over 1,500 
lumber organizations were on 
hand recently when the Reserve 
Supply Cooperative Corporation 
formally opened its new, modern 
warehouse at Chicago. The new 
structure provides approximately 
78,000 square feet of storage space 
for the 150 members of Reserve 
Supply and is about two-and-one- 
half times as large as the organi- 
zation’s old warehouse. 

“Opening of the new warehouse 
marks another high spot in the 
progress of Reserve Supply,” Ed- 
win L. Burt, General Manager, 
said. “Our central location will 
improve service and will permit 
an extension of the free delivery 
service which has met with such 
favor.” 

On hand to welcome visitors at 
the opening were Ray W. Jacob, 
president of the Reserve Supply, 
E. W. Hammerschmidt, vice pres- 
ident, R. H. Adams, Jr., secretary, 
J. J. Chalmers, treasurer, and di- 
rectors I. Callner, J. W. Embree, 
S. Hettler, J. H. McIntyre and 
A. A. Siegel. 

During an open house period 
at the warehouse, at least fifty 
well-known national manufactur- 
ers exhibited their wares. Sales 
representatives and officials of the 
individual’ firms displayed their 
lines, discussed new products, and 
explained applications hitherto un- 
familiar to the rank and file of 
lumbermen. 


Home Ownership 
Essay Contest 


There is unprecedented interest 
in housing among school students, 
the National Association of Home 
Builders said today in announcing 
details of its first annual Essay 
Contest. 

R. G. “Dick” Hughes, NAHB 
Educational Committee Chairman, 
said schools already had requested 
over 80,000 copies of NAHB’s 
eight-page school lesson on hous- 
ing, “Better Homes for Family 
Living.” 

“With this type of response to 
our educational projects, we are 
looking for wide participation by 
students and teachers in our 
essay contest,” he added. 

The nation-wide essay type com- 
petition involves submission by 
students of a 600-word theme on 
the subject, “Why Home Owner- 
ship Builds Good Citizenship.” 
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Awards range from $500 to $25. 
Teachers of winning students will 
receive cash awards equal to the 
amount paid the winner. The con- 
test closes April 1, 1953. 

In cities where the NAHB has 
an affiliated home building asso- 
ciation, contest entries will be 
handled through the local group. 
Where no local NAHB building 
group exists, contestants may for- 
ward entries direct to the Essay 
Contest Director, National Asso- 
ciation of Home Builders, 1028 
Connecticut Avenue, N. W., Wash- 
ington 6, D. C. 


Waldman Named 
Siding President 


The Insulating Siding Associa- 
tion has named William Waldman, 
of Brixite Manufacturing Co., as 
its president for 1953. 

Other new officers named by the 
Insulating Siding Association were 
William W. Wilson, western di- 
vision manager for Bird & Son, 
vice president; Ray W. Sweeney, 
western manager of Ruberoid Co., 
treasurer; M. W. Searls, the Flint- 
kote Co., chairman of' the publicity 
committee; G. W. Glarvoe, Johns- 
Manville Sales Corp., chairman of 
the technical committee; and Don- 
ald Frazier, Bird & Son, chairman 
of the production efficiency com- 
mittee. 
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1. Bob Ebenreiter, young, aggres- 
sive Sheboygan, Wis., dealer, got 
“20% More Volume at No Extra 
Cost” when he converted his yard 
for mechanical handling equipment. 
Read how he met and solved the 
problems of yard conversion in the 
next issue. 


2. There’s still a lot of dealers who 
scoff at the “pots and pans trade.” 
On the other hand, a lot of progres- 
sive dealers have turned to “House- 
wares for Plus Sales.” Coming up 
next time is an exclusive article de- 
voted to this specialized department. 


3. So many dealers demanded re- 
prints of the article listing films of 
special interest, that we have pre- 
pared another article giving the latest 
“Films for Dealers’ Use” and how to 
get them. These should help you ar- 
range your contractor-employe meet- 
ings this fall and winter. 


Convention Dates 


JANUARY 
7-9, Ohio, 
Plaza Hotel. 
12-14, Kentucky, 
Hotel. 


Cincinnati, 


Louisville, 


18-15, Northwestern, Minneapolis, Auv- : 


ditorium. 

18-21, National Association of Home 
Builders, Chicago, Conrad Hilton 
Hotel. 

20-22, Western Retail, Portland, Mult- 
nomah Hotel. 

25-27, W. Virginia, Charleston, Daniel 
Boone Hotel. 

26-29, Northeastern, New York City, 
Statler Hotel. 

26-28, National Roofing, Philadelphia, 
Bellevue Stratford. 

28-30, Southwestern, Kansas City, Mu- 
nicipal Auditorium. 


FEBRUARY 


Brown 3 








Netherlands 2 
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3-5, Michigan, Grand Rapids, Pantlind © 


Hotel. 


4-5, W. Pennsylvania, Pittsburgh, Wm. | 


Penn Hotel. 
4-6, Mountain States, Denver, Shirley- 
Savoy Hotel. 


6-8, Middle Atlantic, Atlantic City, | 


Chalfonte Haddon Hall. 

10-12, Illinois, Chicago, Sherman Ho- 
tel. 

17-19, Wisconsin, Milwaukee, Audi- 
torium. 

18-20, Virginia, 
Hotel. 

25-27, Nebraska, Omaha, City Audi- 
torium. 


MARCH 

3-4, N. Dakota, Fargo, City Audi- 
torium. 

3-5, Indiana, Indianapolis, Murat Tem- 
ple. 

5-7, Intermountain, Salt Lake City, 
Hotel Utah. 

11-12, Mississippi, Jackson. 

11-18, Iowa, Des Moines, Iowa Ex- 
hibitor’s Building. 

17-19, Carolina, Asheville, N. C., Bat- 
tery Park & Vanderbilt Hotels. 
18-19, Louisiana, New Orleans, Jung 
Hotel. 

24-26, Tennessee, Galtenburg no ex- 
hibits. 

25-26, Independent, Minneapolis, Rad- 
isson. 

26-28, N. Jersey, Atlantic City, Hotel 
Claridge, no exhibits. 


APRIL 


7-9, S. California, Los Angeles. 
8-9, Arkansas, Little Rock, 
Marion. ; 
8-10, New Orleans, Municipal! Audi- 
torium. 

Sawmill Machinery Exposition. ; 
15-16, S. Dakota, Sioux Falls, Colli- 
seum. 

16-18, Miami Beach, no exhibits. 
19-21, Texas, Galveston, Munieipal 
Pier. 


MAY 
14-16, Arizona, Grand Canyon Park. 


Roanoke, Roanoke 


Hotel 
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raised the roof: found 
~ market for Insulite! 


It’s easy for homeowners to do a fast, 
professional-like job with Insulite tileboard 


aniel (like Lusterlite, illustrated). The wide sturdy 
sity, flange can be quickly and easily stapled or 

. nailed. The tough, long-lasting finish can be 
om washed with soap and water... repainted 
Mu. if desired. It's the ideal tileboard for the 


“do-it-yourself’’ market. When acoustical 
treatment is called for, recommend Insulite 

Hind Acoustilite (drilled) tileboard or Insulite 
Fiberlite (low-density) tileboard. 








Wn. § 

rley- i 

City, f In one easy operation, Durolite 34” 
Ho plank builds, insulates and decorates. No 
os furring strips are needed. Fastens directly 
udl- 


to the studs. Rugged pre-painted surface is 
noke treated to resist abrasion, scratching, scuff- 
: ing. Easily cleaned with brush and soapy 
water. Hushes sound, cuts fuel costs. Also 
available in 1/2” thickness in a variety of 
audi colors and sizes. For detailed description, 
see your new Insulite catalog. 


A udi- 




















Tem- 
City, : 
Free! Tested business-getters. The 
a. home expansion and remodeling market 
represents a rich source of sales for Insulite 
Bat: dealers. These new tested sales aids help 
Jug you get this business now! Especially pro- 
| ductive are Insulite’s new ‘“how-to-do-it”’ 
a folders for homeowners . . . step by step 
Rad- picture stories of actual remodeling jobs. 
— For these and other expansion and re- 
modeling sales aids, see your Insulite rep- 
resentative or write Insulite, Minneapolis 2. 
Hotel 
Audi- 
an It will pay you to sell 
‘cipal 





ark. 4 Made of hardy Northern wood INSULITE DIVISION 


Minnesota and Ontario Paper Company 
AN & Minneapolis 2, Minnesota 








Now you can manufacture your 
own storm window unit and 
screen unit under the name oa 
““SECUR-SEAL” at such a low 
investment that when we tell you 
...- you'll have a hat fine 
believing it. 


WRITE TO: » 


J 


SASH and SCREEN CO. 











Letters to the Editors___ 


Do Management Targets Vary? a 


To the Editors: I am going to comment on the A | 
recent set of Management Targets which you publish, y 
since I have just been in the process of trying to 
establish similar targets for this company. 7 

My first comment is a question. Have you ever | 
published or do you have a recommended standard | 
set of accounts? In making comparisons I find a |~ 
rather wide range of differences in the way different 2 
concerns handle the same account. BA 

For example, gross margin percentages can be and © 
do vary considerably, depending on how the company 
concerned handles two items: cash discounts taken 
before the gross margin calculation tend to lower the 
percentage of margin, but if they are put in Other 
Ixxpense the gross margin percentage is raised. 


Similarly carloads, brokerage, or re-billing sales 
are not counted in the sales figure by many concerns, 
but the margin arising from such sales is either 
included as part of the gross margin or put in the 
Other Income account. 


My next comment is that I would suspect that there g 
is quite a geographical variation in many of the ratios ~ 
and wonder if you have any breakdown by the major | 
sections. It would show up particularly in the pro- © 
portion of the investment in inventory and accounts 
in that the South and far West would have consider- |~ 
ably less seasonal than the Northern States. ef 


Finally, on the subject of the proportion of debt 
a retail company ought to carry. I wonder if the 
standard is in line with present conditions. Inci- 
dentally, our own ratios are equivalent to or in the | 
case of the current ratio, better than the target © 
established. ‘ 

However, I wonder if against the almost certain | 
continuing inflation, a retailer should not take advan | 
tage of the liquid nature of the business and carry © 
a somewhat larger debt than has generally been con- © 
sidered good practice. 

In other words, since the drop off in sales almost |~ 
automatically releases cash quite rapidly for the pay- |~ 
ment of debt, it seems to me we would be wise to let | 
the lending institutions carry a somewhat large! |7 
proportion of the cost of inflation. 


In any event, it’s a useful set of standards and © 




























gives rise to a lot of thought. y. 
John H. Martin, president, United Lumber Yards, 
Modesto, Calif. - 
PF 
It Is Important - 
To the Editors: I think “The Real Campaign Is i. 
sue,” on page 27 of the September 22 issue of Amel § 
ican Lumberman & Building Products Merchandise!, 2 


is one of the finest contributions to current politic 
thinking I have ever seen. 

Thank you for recording your usual impressive and 
convincing views, and for devoting the time you di 
to this exploration of an important view in the currel! 
campaign. 


Harris Mitchell, secretary, Virginia Building Me 
terial Association, Richmond, Va. 
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Your Best Rural Customers. Advertising 
in Country Gentleman sells the better-income, 
bigger-buying rural families in your own 
trading area. It is the best-read magazine in 
2,300,000 rural homes throughout America. 
debt 

the | 
Inci- § ‘> mz: — : 
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arget © we RF Ke cm 
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os bys, ens 
Customers Other Magazines Miss. Non- 
farm magazines fail to reach Country Gentle- 
man readers ... 2 out of 3 women do not read 
any leading women’s magazine—4 out of 5 
men do not read any leading weekly magazine. 


Rural Americas Seat Salesman! 


“ROOF THAT ADS IN COUNTRY GENTLEMAN SELL GOODS FOR YOU 


Aa nationwide survey shows that men and women heads of Country 
Gentleman homes— 


most 
| pay: | 
to let 
arger 


3 and 


i. READ THE ADVERTISING in Country Gentleman in 96.2% 
of homes 


2. GET BUYING IDEAS from the advertising in 3 out of 4 homes 





The Family Magazine for COUNTRY GENTLEMAN v4 
— now a COUNTRY 4 
e ee L " fi - 
Better Farming — Better Living sine asanneaeane 


g Mo 3 devoted to better living 
. for every member of 
: the rural family. 
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“FASTEST SELLING 
— TTEMS WE 


, So easy to use. 
Applies just like 
toothpaste. Stays 
bright, white for- 
ever. 








Easy to Use 
MIRACLE TUB-CAULK 


Squeeze orignt, wnite Tup-Caulk right out of the 
tube—like toothpaste. Dries in one hour to tight 
waterproof seal that won't shrink or crumble. Keeps 
its bright, white satin-smooth finish even after 
repeated use of harsh scouring powders. Your 
customers each will buy several tubes of Tub-Caulk 
to seal around bathtubs, to fill in cracks around 
shower stalls and to seal cracks between sinks and 
walls and between window or door frames. 


Packaged in Colorful, 
Self-Selling Counter 
Display! 


Sere memes emcees inter tana 

















Solves toughest 
gluing problems. 





MIRACLE Black Magic ADHESIVE 


BRAND 
as described in Reader’s Digest 


The rugged waterproof adhesive for heavy 
duty jobs. Your customers will want Black 
Magic Adhesive to replace loose tiles .in 
walls, floors or mantels, to fasten rubber 
strips, gaskets, and bumpers on car doors or 
refrigerators; and to attach furring strips 
directly to concrete or masonry walls with 
Miracle Anchor Nails. 


Distributed Coast to Coast 
— and in Canada. 


‘)~ Join the profit parade. Order stock today, and watch 
sales come fast and easy — and your profits roll in! 











"Oh, This Is the American Way of Life" 


To the Editors: I have just read your editoria! in 
the September 22 issue of American Lumberman. 

It is hard for me to believe that very many of your 
readers need prompting on these points, but it con- 


i 


tinues to surprise me how often I meet an apparently © 
intelligent man, broad-minded in most ways, who ~ 
seems to believe that he is getting something special | 
and for nothing out of “the fixers” at Washing‘on. | 


Maybe it’s an inside boost on a government contyact 
—maybe it’s support for a selfish bill he favors— 
maybe it’s a “position for a cousin or a loan to cear 


Papa.” And he argues “that is the only way I can 3 ve 


get anything back out of the awful soaking they 
give me.” 

These mis-thinkers who make up the most realistic 
profit-and-loss statements for their businesses, and 
the most meticulous balance sheets, never got around 
to drawing up a similar record of what they pay (if 
indeed they know) under the present federal set-up, 
and what they get (they think) out of it. 

I keep thinking of the Lustron case as the choice 
and ghastly piece of asininity—to which each of your 
readers contributed (if memory serves me right) 
around $1200. Touching thought—literally! $1200 
smackers from each reader of the AL&BPM—hard- 
earned bucks—to set up a mighty competitor to raise 
particular hell in the housing business! 

And that Lustron stinker was only one of the more 
insignificant multi-million-dollar deals which have put 
American economy into chaos. 

‘Let us now rise, and hold our noses, and shut our 
eyes, and warble “Oh this is the American Way of 
Life,” in the key of B—very flat. 

After being relieved of the sharp touch of nausea 
we can then each dig out five voters who failed to vote 
in the last election and drag them bodily to a polling 
place—and there let nature take its course. 

And, incidentally, I think it is the time for every- 
one to become intensely and intelligently partisan, 


not in terms of party, but in terms of asserting a long- | 


forgotten power of truly patriotic horse-sense. 


Frederic Kammann, Kammann-Mahan, Inc., Cin- 
cinnati, Ohio. 


Thank You! 


To the Editors: We should like to offer our con- 
gratulations to you and to your able staff on the at- 
tractive new format and cover design of your October 
6 issue. 

Its contents, too, are exceptionally good; and the 
retail lumber industry is fortunate to have such 4 
fine magazine serving as its spokesman nationally. 

L. A. Castell, Editorial Department, Vermiculite 
Institute, Chicago, Ill. 























“Look George—he likes us! He’s 
going to stay!” 


Courtesy Lil-Ad Features, Santa Ana, Cal. 


¢. 
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To control the rate of drying, moisture 
is actually added to air inside these 
modern kilns. content. 


Whenever a construction job is started, 
the owner will be greatly comforted by 
positive answers to these questions: Will 
the lumber hold its size and shape after 
nailing? Will it have maximum strength, 
hardness, and stiffness? Will it age hand- 
somely, and not develop stains? Will it 
take and hold paint? 


These are all important factors, if the 
owner is to enjoy lasting satisfaction 
from his building. And each one of these 
factors is closely related to the drying of 
lumber. Consequently, scientific drying 
is a controlled step in the manufacture 
of Weyerhaeuser 4-Square Lumber. 


At Weyerhaeuser mills lumber is dried 
in large, ultra-modern kilns. This method, 
under accurate control, saves much time, 
and results in proper and uniform dry- 
ness. It also makes possible the lower 
moisture content essential for many uses 
of lumber. 


Lumber as cut from the log contains 
a great deal of native moisture. When 
this is removed the wood cells shrink. 
Weyerhaeuser controls this shrinkage 
process through precise kiln seasoning. 
Weyerhaeuser kiln-drying is regulated 
with great care and technical skill in 


Sample pieces of wood in kilns are 
carefully weighed to check moisture 


order to resist checking, honeycombing, 
warping and twisting... thus providing, 
through means of this important phase 
of manufacture, lumber products of 
greater utility. 


Look for the Weyerhaeuser 4-Square 
brand name to be certain that properly 
seasoned lumber is used in the con- 
struction of your building. 


One of a series of advertisements defining the important 
factors contributing to the production of good lumber. 


Cooling shed at discharge end of kiln 
battery. Lumber is held here to equal- 
ize at normal use temperatures. 





Controlled Kiln-Drying...the 
Key to Lasting Satisfaction 





The Everett, Washington Mill. At mills located on the West Coast and Inland 
Empire, Weyerhaeuser 4-Square Lumber is produced in a range of products 
from Douglas Fir, Idaho White Pine, Ponderosa Pine, West Coast Hemlock, 
Western Red Cedar and related species. 


WEYERHAEUSER SALES COMPANY e ST. PAUL 1, MINNESOTA 


Buitpinc Propucts MERCHANDISER 


| Weyerhaeuser 4-Square Lumber and Services 


27 








Your Paint-line 
is probably 


a good one 


BUT-— 
HOW MUCH 
NEW BUSINESS 
DOES IT 
PRODUCE ? 




























FORD BUILDING & F | 
SUPPLY CO. voserH Sromp 
Selma, Alabama 


“Since we have been a dealer for the Chi-Namel line of paint we are 
happy to say that our relationship with The Chi-Namel Paint & Varnish 
Co. has been pleasant and profitable. The well-planned program of 
advertising and promotion which Chi-Namel sets up for its dealers is 









































very effective. We prize highly our exclusive franchise which gives us 2 3. 
protected territory for the sale of Chi-Namel products in our trade area. 5 
HERE ARE 17 WAYS CHI-NAMEL We recommend this type of franchise to any dealer since it guarantees i « 
HELPS DEALERS GET CUSTOMERS him protection in return for the investment he has in his paint line.” : th 
@ Color Planning Studio @ List mailers - mM 
rchitects & Contractors’ Specia’ pr ° OY 
——S Eee “Oh, yes! I know they make good paint!”’ , 
@ Painters’ promotions @ House-to-house ads ? . 
@ Industrial promotions © Novelty sales stimulators How many customers walk into your store and actually ask for the paint . 
Zee oe line you handle by its brand name? Probably, not many. Yet, when youset | 
. seers ads , © Special Consumer the well-known label before them, most of them recognize it witha remark | x 
adio announcements MOTION: . . ° . . . y" 
@ Special mailings eipedel Sete promotions something like the one quoted in the headline above. The big question 
for you and every dealer is not ‘‘How well-known is your paint line?”’, 
but “‘How many new customers does it actually bring into your store?” 4, 
Learn now Oba is agp new neat s to 
business for its dealers with advertising tha ie 
CHI-NAMEL PAINT AND VARNISH CO. does more than just sell the idea of painting. 
1101 THIRD STREET SOUTH »* MINNEAPOLIS 15, MINN. It brings customers directly to each Chi-Namel 5. 
dealer’s store. 

Please send me the Chi-Namel story. ow 
di: 
to 

Name a] 
ha 

Address. fa 
Wi 

in\ 

City. State : ne 
. BB uItp: 
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EDITORIAL 


Opportunity Is Punching Your Door Bell! 


Alert and Resourceful Dealers May Double Their Sales and Triple Their 
Net Profits in the Next Three to Five Years. 


Assuming that the necessary capital for expan- 
sion is available, here are ten good reasons why 
every lumber dealer who chooses to do so can 
greatly expand his sales and profits under current 
conditions: 


1. The Potential Demand Exists. 


Other industries such as food, clothing and au- 
tomobiles have a demand limit or market satura- 
tion point, but there is no known limit to the hu- 
man craving for better housing for our families, 
our commerce, our institutions and our culture. 


2. The Buying Power Exists. 

Our consumer income is running at the rate of 
a quarter of a trillion dollars a year—265 billions 
of dollars this year! Of this, at least one hundred 
billion is in the discretionary or optional expendi- 
ture category. We could live on three-fifths of our 
income and have a higher standard of living than 


_any other country in the world. We have the ac- 


cumulated savings and credit to double our hous- 
ing volume. 


3. The Production Capacity Exists. 

With up to 25% of our basic products such as 
steel, aluminum, copper, lumber, etc., going into 
the military and defense efforts, we still have the 
materials and manpower demonstrably to build 

» and one-half million new houses per year. 
hen this defense production is diverted back to 
ivilian usage, there will be ample materials to 

pply a greatly expanded building industry. This 
“panded output must be sold at retail if present 
roductive emloyment is to be maintained. 


4. Houses too Small. 

The majority of the last seven million houses 
iat have been built in the United States will 
“radually become too small for the families who 
occupy them. There are only two alternatives— 
‘0 replace them or to expand them. 


5. A Good Investment. 

The best possible way for a family who do not 
own their own home, and who wish to save the 
discretionary part of their disposable income, is 
to put it into a home of their own. By building 
a home of their own, a family eats their cake and 
has it too! By investing money in a new home, a 
family not only saves the money in a form which 
will demonstratably accrue better than normal 
investment returns, but they enjoy the use of the 
new home while saving for a rainy day. 
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6. Homes More Important. 

The building industry can restore its share of 
the consumer’s dollar. At the turn of the century, 
housing was getting as much as 15c out of the 
consumer’s dollar. This dwindled to as little as 
5.5c in 1947. Today it is about 7.1c. The reason 
is, of course, that at the turn of the century we 
had no automobiles and automobiles today take 18c 
of the consumer’s dollar. However, there are signs 
that the American family is coming back “home”! 


7. Advertising Overdue. 

Lumber dealers on the whole have never in- 
vested enough in advertising and sales promotion. 
The average for the industry is about 34 of 1% of 
sales, whereas competitive industries, namely other 
types of retailers, are spending from 10 to 12 
times as much as lumber dealers against the con- 
sumer disposable income. By stepping up such 
investments, volume can be greatly increased. 


8. More Salesmen Needed. 

Lumber dealers have never had enough outside 
consumer salesmen. It can be demonstrated that 
every five hundred families in a market can justify 
and support one trained and well managed outside 
consumer salesman for some lumber dealer. If 
this concept were implemented we would have at 
least 50,000 additional outside consumer salesmen 
in the lumber yards of America! 


9. Get By-passed Sales. 
If lumber dealers could only recapture the sales 


- volume they have lost to direct sellers and other 


types of outside competition, they could practically 
double their present sales volume. It is estimated 
that as much as 50% of building material produc- 
tion is by-passing lumber dealers in distribution. 


10. Sell Every Market. 


Searcely any lumber dealer anywhere has fully 
exploited all thirteen of his local retail markets, 
namely, the new home market, the home improve- 
ment market, the farm market, the market for in- 
dustrial, commercial and institutional improve- 
ments, the heavy construction market, the indus- 
trial sales market, the market for non-construction 
uses of building materials, the specialty market, 
the market for pre-built units, impulse and counter 
merchandise, the mechanical equipment of the 
home, government sales, and the new do-it-your- 
self market. 

All of these facts add up to the greatest sales 
and profit opportunity afforded any retail indus- 
try in America. 


*. 2... Art Hood 


the ladder. 


Your Lumber Yard - - Is It 





Goed Shoes to Be In 


The shoes which you see in the 
picture above are worn by Victor 
Gulbrandson, a yard employe for the 
Skokie (Ill.) Lumber Co. 

These shoes may look like any old 
shoes, but they’re not. The toes are 
protected by steel plates. 

Not until Victor fell off a ladder 
and painfully injured his toes when 
they were struck by a falling object, 
did he wear steel-capped shoes. This 
accident occurred, of course, before 
he started work for Skokie. 
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FALLS ARE RESPONSIBLE for 19% of all accidents in 
the retail yard. Ladder should be placed at a distance 
from the lumber pile equal to one-fourth the length of 








FAILURE TO USE CROSS TIES leads to improper piling 
which may easily result in leg and foot injuries. 


Hazard Free? 


Follow these safety practices and avoid costly 


i dust 
lost-time accidents for your men and serious damage f 


to your property. 


How many lost-time accidents 
did you have in your yard last 
year? What did they cost you? 

Surveys show that the average 
yard employing 10 men loses one 
man from a disabling accident 
every six months. Adequate safety 
precautions will prevent many ac- 
cidents. 

This exclusive article tells where 
accidents are most likely to occur 
in your yard and how to establish 
safety practices to prevent them. 

A second article, which will ap- 
pear shortly, will tell the details 
of one dealer’s accident-preven- 
tion program. 

This article was prepared in co- 
operation with the National Safety 
Council, 425 Michigan Ave., Chi- 
cago, Ill. A free booklet entitled 
“Heave-Ho!,” showing the right 
and wrong ways to lift heavy ob- 
jects may be secured by writing 
to the council at the above ad- 
dress. 


Look around the yard and de- 
cide which of your workers you 
can spare for a few days during 


the next six months. The man yol 
select will not be the lucky winnet 
of an all-expense vacation in Ber 
muda, but the unfortunate victit 
of a disabling accident that wil 
happen in your yard during the 
next half year. 

Who says so? 


A National Safety Council sur 


vey conducted in a number of It 
tail lumber yards indicates the! 
a 10-man lumber yard can. expec! 


to suffer at least one disablinit 


injury in a six-months period. 4 
disabling injury is one that take 
a man from his job for a period 
of more than 24 hours. Of coursé 
you may not even have one. 0! 
you may have several. 

You can’t protect your workel! 
completely from accidenta! inju! 
any more than a mother can keé 
her climbing child from crackill 
his noggin now and ther. Hot 
ever, with the proper attention ! 
good safety practices, it is P? 
sible to reduce the injury 
substantially. 9 

The exceedingly hazardous ™ 


ture of logging has given impetty 
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to the campaign to reduce injuries 
in that field. The less spectacular 
Work risks in the retail lumber 


business have hampered the safety 
ly Movement in this branch of the 
OSE) Gndustry. Many yard owners think 


nage hat iodine and band aids are suffi- 
Gient to take care of whatever in- 
juries occur in the yard. They 
@ften fail to realize that a busi- 

a 


s involving constant movement 
ft heavy materials and employing 


whee ower - operated machinery and 
n Ber: is dangerous enough to cause 
ictinmomcern = to an enlightened and 
he st-conscious Management. 
‘a thee because they don’t know what 
‘cidents occur and can’t see them 
terms of totals for months and 
i] surme*'s, yard owners fail to realize 
of rempe ‘voney that could be saved by 
g that Concerted safety effort. Like the 
expet™mo!er who has his income tax 
cablin@ec'<ted from his pay check, the 
‘od. 4 pta lumberman doesn’t know 
t take™me S Deen hurt because he doesn’t 
period el the pain. 
courses We have a good idea of what 
ne. OlfPnstitutes the hazards in many 
@ these yards. 
. a Accidents in lumber yards begin 
n ked hen the yard is first laid out. 
-ackitlge°' 'Y Constructed driveways and 


adways invite trouble. Cement, 


Po Phalt, wood plank, wood block 
is pot tarrock can be classed as safe 
ry rate DS surfaces. These surfaces 
Must be inspected frequently and 
_ ven proper maintenance. All 
impetd Mts or pockets should be filled 
aman G@UILDING Propucts MERCHANDISER 
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LIFT WITH YOUR LEGS, not your back, to avoid injury. Be sure of your 


footing and don’t twist under strain. 


need it. 


with cinders or other suitable ma- 
terial. 

For heavy service, concrete, 
planking or wood block surfaces 
are recommended for haulage 
ways. Plank road surfaces should 
be well spiked to sleepers and in- 
spected frequently to prevent 
warped ends from constituting a 
tripping hazard. 


Unloading Lumber 


Some lumber yards have railroad 
sidings that make it possible to 
unload cars directly into sheds or 
semi-permanent piles. Where this 
is the case there is often inade- 
quate clearance between the cars 
and buildings. Warning signs 
should be posted to let workers 
know that there is not sufficient 
clearance. When cars are being 
“spotted” in the yard, the move- 
ment should be under the direc- 
tion of only one person in order 
to avoid confusion. 

Where roller gravity conveyors 
are utilized in order to move lum- 
ber from cars, the worker at the 
receiving end must not become a 
backstop for material sliding down 
the rolls. If he stands directly 
in line with the conveyor, he may 
be struck by fast-moving stock. On 
the other hand, if a metal barrier 
is used there is danger of fingers 
being smashed. The approved 
method is to stand at the side of 
the conveyor. 

Car door rollers, which are some- 


Size up the load and get help if you 


times used to support the weight 
of lumber when unloading, are of 
several types. One of the most 
common is a length of tube or pipe 
with threaded sections at the end 
so that it can be wedged in the 
car door frame. When these 
threads show signs of excessive 
wear it is good practice to dis- 
card the roller. The use of a2 x 4 
nailed across the inside of the 
door about waist high is frowned 
upon. However, if emergency 
makes this device necessary, it 
should be constructed of select 
stock and fastened properly. 


Lumber Piling 


A lumber pile is no more stable 
than its foundation. Pilings should 
be on solid ground with good 
drainage. Many serious losses from 
decay in wooden structures can be 
traced to timber infected with 
wood-destroying fungi while in 
storage. 

To avoid this type of damage it 
is well to construct the base of 
piles out of concrete or railroad 
iron and keep the wood elevated 
from 18 to 24 inches. When small 
timbers are used for dunnage it 
is recommended that the wood be 
treated with creosote or other anti- 
septic oils. It is very important 
to inspect dunnage frequently as 
it rots rapidly in some climates 
and results in the pile listing to 
an unsafe angle. 

To maintain the stability of the 
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pile, it is a general practice to 
place a 20-foot limit on the height 


of the lumber. In a small yard 
where stacking is done by hand, it 
is best to keep the piles consid- 
erably lower. When building the 
pile it must be remembered that 
the wind pressures against the 
pile and a safe means of access to 
the pile are primary considera- 
tions. 

In order to protect the top of 
the pile from the elements, it is 
necessary to lay the boards close 
together. Loose boards may be 
blown away if these top boards are 
not fastened securely. This “bat- 
tening” is usually accomplished by 
placing pieces of lumber across 
each end of the pile. 

A wire is fastened to each piece 
of board with the other end of the 
wire secured to a long piece which 
is thrust into the open spaces be- 
tween boards in the pile about 
three feet from the top. 


Protective Clothing 


The wearing of heavy leather 
gloves or hand pads is a must for 
those engaged in handling heavy 
lumber. The danger from splin- 
ters is particularly great where 


long boards must be removed from 
a high pile and are allowed to slide 
through a worker’s grip to the 
ground. Men on the receiving end 
should always wear heavy leather 
aprons to protect the body from 
the ribs to the knees. 

Particular attention should be 
given to shoes. 
lumber can seriously injure toes, 
and nails and wood slivers stand 
ever ready to puncture thin soled 
shoes and cause painful injuries. 
Goggles will practically eliminate 
eye injuries from small chips. 


First Aid 


Many a worker of the rough- 
and-ready type feels that first aid 
for slivers is a luxury reserved for 
more delicate individuals. How- 
ever, wood sliver injuries often be- 
come infected unless given prompt 
and proper medical attention. Cer- 
tain woods are more likely to re- 
sult in infection than others. This 
is especially true of timber that 
has been bleached in a caustic 
soda solution. 


Power-driven Saws 


Most small lumber yards make 
frequent use of the swing or 








Heavy pieces of. 


straight-line cut-off saw. Eve) 
after the power has been cut off 
the saw blade continues to whilf 
for the greater part of a minute} 
Usually completely unguardei, this} 
dangerous tool is often used in® 
a very haphazard manner. 


A swing saw should be provided | 
with a metal hood, so arrangei| 
that the part of the saw above th} 
table is covered to at least th} 
root of the teeth. This hood shouli}) 
be constructed in such a manne 
and of such material that it wil! 
afford the operator a view of the 
cutting edge of the saw at ll 
times. It is important that the 
hood adjust itself automatically to 
the thickness of, and remain in 
contact with, the material bein 
cut. The hood should protect the 
operator from flying splinters as 
well as broken saw teeth. 

Special attention should be given 
to make certain that an effective? 
means is employed to return the? 
saw automatically to the back of 
the table when released at any 
point of its travel. This device” 
must not depend upon rope, cord,” 
or spring for its functioning, as 
these materials can fail at a cry” 
cial moment. 

















Ma 


iia tan: 
PRODUCTS COMPANY 


15221 W. 11 


46 


MILE RD. BERKLEY, MICH 


e Only Aluminum Do 
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STANDARD SIZES WILL FILL 
95% OF YOUR ORDERS! A re 


ed to permit adjustment or 


NO SAG i r sices 
NO CLATTER! Patented « tra SELF-INSTALLATION SALES AS- 
tion features Dr SURED! Unique patented adjust 
with ght ment t easy installation 
v ] re Tine 1) by e home owner himself 
WRITTEN FACTORY GUARANTEE! Your assurance and your 


ance of the very finest 
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FOR MORE PROFITS . . . Get the facts ™ 
on the complete line of Compo stondard 0 
custom-made aluminum and stainless steel § 
faced combination doors, windows and pi 
windows. 


Write, wire or phone today... for immediate delivery on stock sit 
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fm © Shake hands with a Man who built 
am = his Own-Name Brush Business... . 


® the f 
» the 
ould 
nner fF 
wil & 
E the § What’s he got that you haven’t got? Plenty! Every brush he 
t = t . sells features his name, his trademark, his label. Every 
ly ty i er ee customer he makes is his customer because his complete line 
be te fe — of brushes are made to his specifications, available only from 
being & 4 him. Every sale made, every repeat order, builds his name, 
t the A , means a bigger profit to his dealers and himself. 
rs a % Sound interesting? It is! Today thousands of jobbers and 
manufacturers like yourself are building their Own-Name 
Brush Business. Why? Because it’s easy and more profitable. 


Here's how it works: 


You order from a complete line of brushes 
(pure bristle, nylon, bristle-nylon etc.) 
made to your own specifications. 


given 
active 7 
n thes 


Brushes are stamped with your own name or trade 
mark, listedin your own catalog (which we supply). 


Store displays and selling aids are yours 
without charge. 


Construction and materials unconditionally 
guaranteed. 


Who is Manhattan? 


For nearly 50 years Manhattan has been one of the world’s 
largest, highest-rated private-brand brush manufacturers. 
We manufacture a complete line of paint and varnish 
brushes for the paint, brush, hardware, lumber, automotive, 
chain and variety fields. Brush business leaders can testify 
to the quality of our product, the integrity of our dealings 
and the nature of our success. We have established thou- 
sands of jobbers and manufacturers in their own flourishing 
brush business. We can do the same for you. 


i 
cal §=§6MANHATTAN BRUSH CO., Inc., Dept. L-1! 
oa 42 West 18th Street, New York 11, New York 





2 Gentlemen: Please send without obligation complete 
information on your Own-Name Brush Business Plan 


; Manhattan Brush Co.., Ine. wn can om = including samples of 


Member, American Brush Manufacturers 
Association 


42 West 18th Street, New York 11 





Address 
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The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume sales. 









No. 150 SpeedSander 
An all-ball-bearing, 
orbital-motion, finish- 
ing sander with power- 
ful 3450 r.p.m., A.C. 
induction motor and 
cast aluminum body. A 


No. 150-K SpeedSander Kit 
The Sander with Accesso- Z 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 
and wet rubbing, ea 
lamb’s wool bonnet,£% 8 
90 sheet abrasive cov- 
ers, etc. in fitted steel 
carrying case. $49.50 


No. 1000 SpeedSaw 

4% H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 
Cuts all angles to 45°, any 
depth to1%”. $29.95 


SpeedDrills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
> cases, and geared 

chucks. 


No. 200-J 4" SpeedDrill 
$19.50 
























also other sizes, types. 


Drill Kits 
Several fast sellin 
kits. Painters an 
Householders Kit 
(illustrated) is typical. 
It has: 4%” Hornet 
Drill, Abrasive Discs 
ee 
er plate, grindin 
wheel, a came 
buff, etc. in at- 
tractive displa 
carton... $19.95 



















Accident Causes Classified 


Survey of 1,000 retail lumber yard accidents 
show moving objects responsible for 36% of all 


mishaps. 


Moving objects cause more acci- 
dents in the retail lumber yard 
than any other single classifica- 
tion, a study by the Lumbermen’s 
Mutual Casualty Co. has disclosed. 

A study of 1,000 typical retail 
lumber yard accidents shows that 
36% of all employe accidents in 
the yard result from workmen be- 
ing struck by objects; 21% occur 
while handling material or ob- 
jects; 19% from falls; 11% from 
stepping or bumping into objects; 
9% involve machinery; 4% mis- 
cellaneous. Here is a detailed 
analysis of these accidents: 


Struck by Objects 
—Hit by falling objects (boards, 
cans, etc.), 17% 
—Foreign matter in eye (war- 
ranted medical aid), 10% 
—Hit by moving objects (trucks, 
scaffolds, sliding boards, etc.), 


9% 


4 


Handling Materials and Objects 
—Lifting or pushing (back in- 
juries, hernia, etc.), 12% 
—Slivers, 4% 
—Caught in, on or between ob- 
jects, 3% 
—Injured by hand tools, 2% 
Falls 
—tTripping or slipping on level, 
13% 
—Falling from elevations, 6% 
Stepping On or Striking Objecis 
—Injured by sharp objects 
(knives, sharp edges, etc.); 
57 
—Bumping into objects, mostly 
stationary objects, 4% 
—Stepping on nails, 2% 
Machinery 
—By rip saw, 2% 


—By trim saw, 1% 
(Continued on page 136) 
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HASKO ARCH-KOR — Unexcelled 


Quality. Applies the proven prin- wasKo SOLID-KOR — Exterior Inter- 
ciple of the arch to rib construction locking — brik-blok construction 


for added strength. makes it impervious to weather con- 
ditions, provides perfect insulation, 
and sturdy dependability. Archi- 
tectural inquiries invited. 


HASKO MOBILE — Qual 
Economy. Flex-core constru 


ugh these doors pass the — 
most satisfied customers in the world 


»«-there’s a trouble-free <Q door for every opening 


; Where strength, beauty and durability are a necessity — 

its © : ell; 
1 ; there are Hasko Doors. The engineering features of bal- 
A | anced construction, gained in Haskelite’s 27 years of wood 
lamination experience, insures you a door that is warp- 
resistant, has long life, and is of lasting beauty. You may 
_ ; buy cheaper doors, but none are more inexpensive in the 

in Oe long run than Hasko Doors, 


ak _ - The NEW 
READY H 
do 


Enti 











| CLOSET 


nails an 


Write today for catalog > 
on any of the Hasko doors. 
that interest you. 


Hasko packaged unit. Comes in single or 
multiple sliding door K-D units. Can be 
easily installed in any rough opening in 
about a half hour. 


HASKELITE MFG. CORP. 


Grand Rapids, Michigan 
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Mow. New.. New! 


SLIDING SIDE DOOR 
FOR HOME GARAGES 


Nt erli ‘ ng 


HARDWARE 


In a Complete rechagee Set 


























Drive in Easily....... without Bumping! 
Hinged side doors in home garages are always in the way. 


Now, Sterling offers an easy solution to this problem. The 
new Sterling No. 890 Sliding Door Set is designed especially 
for sliding side doors in home garages. Here is a side door 
that is never in the way as it slides along the wall. The door 
can be made as wide as desired so lawn mowers and large 
equipment can be taken in and out of the garage easily! 


Here is The Package! _ 
Sterling No. 890 Sliding Door Set 









3 Floor Guide 
eliminates need 





ee 
T Adjustable 





re for track on the 
Hangers with fi floor. No groov- 
Track for doors ing of door, 





up to 3’ wide. 





2 Edge Guide 
aligns door in 
closed position 
and mokes it se- 








4 Back Stop 
permits full door 
opening, yet pro- 
tects fingers and 








key. 


6 New! STERLING 
SLIDING DOOR 
LOCK. No. 1025 Rim 
Type Lock for sliding 
side doors. Not in- 
cluded in No. 890 Set. 


Other STERLING PRODUCTS 


@ RESIDENTIAL SLIDING DOOR HARDWARE — 
@ PULL-TITE CLOSERS @ CASEMENT WINDOW HARDWARE 
@ STORM SASH HARDWARE @ TRANSOM OPERATORS 


15) Hatoually Advonfid od f 


HAROWARE 


cure. 


5 Flush Pulls. |). 
Large and comfort- |’ 
able for easy opera- 
tion. Two furnished. 








*® See our Catalog in Sweet's Architectural 
File 18d/ST and Builders’ File 4e/ST 

* Visit our Display at... 
The Architects Samples Corp., New York City 


WRITE TODAY FOR COMPLETE. INFORMATION 


STERLING HARDWARE MANUFACTURING C0. 


Chicago 18, Niavis 


2345 W. Ne'son Street 




























Signs Tell the Story 

Neat appearance of Connecticut Lumber Co., Water- 
bury, Conn., is reflected in many ways: clean, well- 
lettered trucks, smart-looking displays and neat yard 
and warehouse layout. 

Every section of the firm’s several warehouses is 
labeled on sliding doors which enclose the structure. 
Not only do these door signs show where various 
building materials are stored, but the over-all effect 
of orderliness and “everything in its place” is a 
lasting one on yard customers. 





MILLWORK 
INSULATION 
PLYWOOD 
SHINGLES 
PAINTS 


| BEVEL SIDING 


> FIR FLOORING 
OAK FLOORING 
KNOTTY PINE 





Double-Purpose Sign 

Double duty sign erected by Wilbur Lumbe 
Co., Waukesha, Wis., covers a 20-foot space b« 
tween buildings and at the same time high 
lights the major products available for salé 
Not one panel of the sign features time pay 
ments. 
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Actually 8% by 11”, 

i filled with natural 

6 j G color photographs and 
© - illustrations that sell! 


HOME features time- 
ly ideas to improve 
homes or to build 
new dwellings — 
how to apply the 
products you sell 
plus tips on using 
tools.. From cover to 
cover, HOME sells 
for you. 


YOUR 
OWN 
COMPANY | 
MAGAZINE 


With your name on 
the cover and full 
page ad inside as 
well as editorial 
content devoted 
entirely to 
you. 
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j I am interested in the possibilities of your HOME Maintenance & 
i Improvement magazine to build my sales and profits. Without obliga-’ 

tion, please send me a copy of “HOME” and more details about the 
“Christmas Extra” as soon as possible. 


---- 


; Gentlemen: 








Our Customer-Prospect list is approximately:(Please check closest figure) 
100(j = S00 1,000 () 5,000 () 10,000 [() Over 10,000 ( 











SED 5. . ia cndenvcnddinedkeneceereeseeenaceeeel ecasmagng pease 
DL 2)... <4 aiclha-e ne nwe ena ocean WI gw. cS oenn 
RP ree ee er State 
RI ax asie visnsassioracaeheaile pm wen cman at area We 2ivenkans oy ereenee : 
momar tll MAILTO: “HOM N“dtart Sees 
ry --Time is short Chicago 2, Illinois 








JOHN D. HODGES, general manager of South Park Lumber shows a farmer his 


a 


and pole stock. Posts and poles are big farm drawing cards. 





TEN SAMPLES OF ROOFING are dis- 
played in the retail store. Salesman 
Frank Mahan shows a sample to 
housewife. 





WORKING OUT A PROBLEM with 
a customer is a common task for 
Salesman C. G. Forcum who handles 
his firm’s industrial accounts. 


He Helps the Farm Customer 


John Hodges in St. Joe, Mo. 
1) Provides good inventory of farm merchandise 
2) Features price in his advertising 
3) Stresses farmer-aimed public relations 


“The average farmer is a busy 
individual,” says John D. Hodges, 
general manager of South Park 
Lumber Company, St. Joseph, Mo. 
“Giving him prompt service and a 
stock of merchandise keyed to his 
special needs is necessary to gain 
his patronage. We sell farmers a 
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great many posts, poles, wood shin- 
gles and barn siding. 

“Frequently, the modest-income 
farmer will build a barn by cutting 
down a cottonwood, curing the wood 
and using it as the framework and 
rafters. Then he comes te us to 
buy the remainder of the needed 





company’s post 


A KEY POLICY, and one which John 
D. Hodges, left, stresses to his per- 
sonnel, is pushing an outstanding 
product in each line. 


materials. Our stock includes build- 
ing materials which these farmers 
require in completing the barn, Our 
warehouse contains 1,000 squares 
of roofing material on hand the 
year round. We also handle 20 
sizes of pressure-creosoted posts 
ranging in size from two-and-a- 
half inches by six-and-a-half feet 
to six inches by 25 feet.” 


Located on a busy farm-to-market 
road on the outskirts of St. Joe, 
South Park has developed a sub- 
stantial farm volume. 


Illustrative of the punch injected 
into farm promotions is the early 
spring hog-house promotion. 
series of ads, three columns by 10 
inches, offer choices of two, three 
and four-pen hog houses. Price 8 
featured in each case, 
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For an ultra-modern Super Market... 


A ROOF THAT'S A CEILING, TOO / 











eee LT’S WHEELING © 
TRI-RIB STEEL 
ROOF DECK ! 


Taking advantage of Tri-Rib Roof Deck’s pleasing appear- 
ance, Sebco Construction Co. omitted underfinish in this 
Minneapolis super market, letting deck sheets themselves 
form the “ceiling.” Fixtures were fastened directly to roof 
structure. Tri-Rib’s light weight allowed use of longer 
span joists, lighter roof, fewer supporting members— 




















' saving time ...money...steel! 

- ; Tri-Rib is one of many building materials for which archi- 
mo i tects, builders turn to Wheeling. Stock the complete line. 
Ou & Then you can supply products that are solutions to many 
ares construction problems. 

the §& Made of Cop-R-Loy, Tri-Rib is designed to specifica- 

= ? tions adopted by A.LS.I. for light-gauge structures. 
osts & 
da § LIGHTER! FASTER! LOWER COST! 

feet © 
rket 
Joe, fl WHEELING CORRUGATING COMPANY 
” : ) WHEELING, WEST VIRGINIA 
ected § Atlanta = Beston = Buffalo © Chicago = Columbus = Detroit. ~—Kansas City 
_ : Lovieville Minneapolis New Orleans New Yerk Philadelphia Richmend St. Losis 
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“This series of special ads, turned tion price. Instead of pricing oak 
to a seasonal item,” says Mr. flooring by the piece, the ads state 
Hodges, “pays off in extra farm the cost of a 12x12-foot room, for 
business.” The company also buys example. 
spot-radio announcements regu- 


larly. Public Relations 

On Sundays and Mondays, the 
firm couples display ads in the farm To keep the name of the company 
and building sections of the news- constantly in the public eye, South 
paper with classified advertising. Park Lumber has been giving at- 
The copy in farm display ads cen- tractive calendars to farmers for 


ters on specific items and prices, the past 25 years. The company also 
since the farmer is by tradition a distributes 500 large calendars in 
price shopper. Classified advertis- public buildings, industrial plants 
ing, Mr. Hodges finds, is an excel- and businesses where they are sure 
lent medium for pushing posts and to be seen by a large number of 
poles. Classified ads always men- people. 
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From new-fallen tree to fine end prod- 
uct, Ozan Pine knows no peer for nice 
soft texture and easy workability. 


Tough-fibered yet light in weight, 
Ozan Arkansas Soft Pine has estab- 
lished a far-flung reputation for pleas- 
ing dealers and their customers. For 
all building purposes, they find 

Ozan to be one of the finest 
lumbers available — it's well-. 
manufactured, easy to work 
with, and always of depend- 
able high quality and value. 


e Bright Clean 
Appearance 


@ Precision Manufacture 
e Nice Soft Texture 

@ Perfect Kiln Drying 

e Accurate Grades 


@ 100% Stored and Loaded Under Cover 


Place your requirements with a. proven leader. 
Ozan Pine will deliver outstanding satisfaction 
for you every time. 


Wood Since 1891 


OZAN LUMBER COMPANY 


Prescott, Arkansas 



















HOG HOUSES... 


BETTER HOG HOUSES BRING GREATER HOG PROFITS 


“A’ Type Hog House 


727 (With Floor) 


All the Lumber f 
men House Farina —$§2°8 








TWO PEN MODIFIED “A” TYPE THREE PEN MODIFIED “A” TYPE 


HOG HOUSE HOG HOUSE 


8 Ft. = 12 FL (No Floor), All $7Q7 @ Ft. = 18 Ft, (No Floor), All A 
7 17” 
Lumber Furnished for Onty . er Furnished for Only 





























FOUR PEN IT’S JUST WHAT 

° WE'VE WANTED! 
Multi Use Hog House Neaererrae: 
16 Ft. x 17 Ft. (No Floor) “Se 


fae $235" fails 
POSTS sritscciecs. tian 2% POLES 








STOP IV NOW FOR YOUR FREE FARM RECORD CALENDAR 


SOUTH PARK LUMBER CO. 


ST. JOSEPH'S BUILDING ee ARTERS — 6 — KS EAST OF QUAKER OATS C0. 
“Don't Be Mislead =. When You uy South Pashto High Qualtty Samer - 
y Lumber! 


17th and Commercial 








At No Migher’ eet Thao On die: 
Phone 4-2788 





HOG HOUSE PROMOTION is an ef- 
fective means of introducing South 
Park Lumber to new farm customers. 


The company’s purchase of a 
$1,500 champion at the 4-H Club 
beef show last year created good 
will for the company among rural 
folk. The management considers 
this purchase a good investment 
since farmers appreciate the en- 
couragement the price gave young 
4-H’ers to develop their livestock 
program. 


Good Business Insurance 


When there is a sales letdown in 
the farm market, South Park Lum- 
ber intensifies its sales in three 
other markets: namely, industrial 
firms, new homes and home-im- 
provement remodeling work. When 
the Missouri River overflowed its 
banks and destroyed crops and live- 
stock in 1951, the farmers suffered 
such a severe financial setback that 
their purchases of building ma- 
terials dropped off. 

Faced with this situation, South 
Park Lumber merely slanted its 
sales toward these other three mar- 
kets. To be constantly prepared for 
just such an emergency as this, the 
firm puts year-round emphasis 02 
promotions, customer service, a2 
outside selling program and a com- 
plete inventory of building mater!- 
als. 





Salesmanship Pointers 


A lot of salesmen make a 00d 
presentation, yet lose the sale. Why? 
One clue may be found in “Too Many 
Facts Can Kill the Sale.” Look for 
it on Page 64. 
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hen home-owners buy furniture, they natur- 
ally prefer genuine Mahogany over the ordinary 
run of domestic woods. 


Mengel Mahogany Flush Doors are the built-in 
furniture of the house. Your customers will 
vastly prefer them — will buy your homes more 
readily, because of them! 


Yet you can equip any building with Mengel Flush 
Doors or Standardor Flush Doors, with faces of genuine 
African Mahogany, for fewer dollars than you'd pay 
for comparable doors of many domestic woods! 


fl Buitpinc Propucts MERCHANDISER 


HELP YOU TO SELL 
YET COST LESS THAN MANY DOMESTIC woobs! 


The Mengel Company operates its own logging 
concession and mill in the best Mahogany section 
of Africa, and imports this King of Woods in 
tremendous volume. You get the savings! 


Furthermore, Mengel Flush Doors and Standardor 
Flush Doors are better-built, to give better service. 
Compare specifications, either in Sweet’s or at 
your dealer’s. Then judge for yourself! 


Door Department 
THE MENGEL COMPANY 


Louisville, Kentucky 


America’s largest manufacturers of hardwood 
products @ growers and processors of timber 
@ manufacturers of fine furniture © veneers 
@ plywood @ flush doors ® corrugated con- 
tainers @ kitchen cabinets and wall closets. 








WGANy, FLUSH DOORS 
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BEFORE RAISING A LOAD 
back . 
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tilt uprights 


How to Operate a Lift Truck 


experienced operators to rate their ability as drivers. 


STARTING 


After starting a cold engine, 
close choke button as soon as pos- 
sible. Excessive choking will cause 
unburned gasoline to leak past the 
pistons and dilute the lubricating 
oil. 

In cold weather always allow en- 
gine oil and oil in hydraulic sys- 
tem to warm up and circulate freely 
before operation. 


) 














— 
o- 
SHIFTING 


Do not drive with your foot on 
the clutch. This causes loss of 
tensin on clutch springs, allows 
clutch to slip, causing excess wear 
and also is harmful to the throw- 
out bearing. 

Learn to keep all shifting to a 
minimum; eliminate any unneces- 
sary manipulations. 

Always start in low gear. A 
smooth, gradual pickup is a credit 
to an operator. Careful, planned 
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Whether you already have or are 
considering purchasing lift -truck 
equipment, the instructions printed 
here, courtesy of the Hyster Co., will 
help you and your men become better 
operators. We suggest this article 
be clipped for ready reference. 





shifting requires less effort, saves 
time, minimizes breakdowns. 


For low speed, accelerate engine 
slightly and engage clutch slowly 
so as to neither stall the engine 
or jerk the truck. As engine gains 
speed, declutch and move control 
lever through neutral to “high” 
position. 

Shift to a lower gear before the 
engine begins to labor, as in pull- 
ing up an incline. Always shift to 
a lower gear before descending an 
incline that will require excessive 
use of the brakes. To make this 
shift, release clutch and shift to 
neutral; then reengage clutch and 
speed up engine sufficiently to per- 
mit shifting to a lower gear with- 
out clashing; then declutch quickly 
and shift to the lower gear. 


To reverse the direction of travel, 
declutch, bring the truck to a com- 
plete stop and move control levers 
to proper position. Shift the trans- 
mission lever to correct position 
for desired direction of travel and 
reengage the clutch. 


- WHEN RELEASING LOAD tilt uprights 
to vertical and back out of pallet. 




















STEERING f 


Turns should be made smoothly i 
and gradually, free and easy. Spot 


ting loads requires extreme acti: 7 


racy and sudden turns may caus 7 
loss of control and spilling the 7 


ig 


load. 

Remember that a loaded truck 
usually steers easier than an empty 
one. Some heavy-duty trucks have 
hydraulic steering, but the more 
commonly-used sizes steer harde! § 
unloaded in spite of the high steer 
ing ratio. Lift trucks can be steered 
from the rear wheels, thus the 
truck can be cramped much easié! § 
than conventional trucks. 

Beginners usually try t. tum 
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Pointers that will help beginners become experienced operators; and | 
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sharply. When turning sharp 
> corners, start from the inside cor- 
> ner vather than from the middle 
D of the aisle. 
> 





A in exceptionally narrow aisles, it 
© is usually permissible to carry the 
© load at an angle toward the direc- 
© tion you wish to swing in order 
> to shorten the turning radius. 


iL 








cocoa eey, 


When turning across aisles, start 
' the turn as close to the opposite 
stockpile as tail-swing will allow. 
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' edge of bridgeplate forms a 
mp or obstacle, enter freight 
h steer Mn * at an angle. Always remember 
- are t a lift truck is steered by the 
see; @rcar wheels and that you must 


| 2 i 
yus th e2low for an exaggerated tail 


n easicl FF swing 


| Lift trucks have a peculiarity 
| ‘hown as “free turning.” That is, 
” © once the turn is started, the truck 

"8s a tendency to turn sharper 

me and sharper in a smaller and small- 
/°r circle. You must counteract 
»‘his by turning the steering wheel 
the other way to slow down the 
Sharpness of the turn. When trav- 
cling in reverse, the opposite holds 
3 true. 
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TRAVELING 


Know the underclearance of your 
truck and the surface upon which 
you are traveling at all times. 

To transport a load, tilt the 
uprights as far back as the nature 
of the load will permit and raise 
load only high enough to clear 
obstructions or to give a clear 
view. 

When traveling unloaded, always 
keep the forks in a low position. 
Four inches off the ground is the 
usual practice. When operating a 
fork truck on an incline, back down 
steep ones. 

Unusually large or heavy loads 
can be transported by two lift 
trucks operating together — one 
operating forward and the other 
backward in the same direction. 
This should only be attempted by 
experienced operators. 

High lift trucks should seldom 
be used to carry loads at greater 
distance than 300 feet. Tractors 
and trailers or platform trucks are 
designed for horizontal materials 
handling. 

Do not spin wheels or race motor 
unnecessarily. Avoid corner-cutting 
and scraping sides of tires. 

















LOADING 

Never, under any circumstances, 
attempt to operate the lift truck 
with a load that raises enough 
weight from the rear wheels to 
tip the truck or make steering un- 
certain. Any load that will do this 
is a dangerous overload. 

Forks should be spaced in the 
pallet so that they are at an equal 
distance from the center stringers. 


RIGHT 


WRONG 





When picking up round objects, 
first tile the uprights so that the 
forks slide along the floor under 
the object to be lifted. 


= 


Drums, barrels and similar ob- 
jects which have lips or ridges can 
be picked up by closing the forks 
against them before lifting if truck 
is equipped with “load grab.” 











To unload a large case or similar 
object without a pallet, first drive 
into position for stacking; then 
lower the load onto a thick piece 
of dunnage; next, withdraw the 
forks so that only the tips of the 
forks hold up the end of the load; 
withdraw the block, tilt uprights 
forward and back away. 

Get under the loads squarely 
with both forks; using only one 
fork may twist, strain or perma- 
nently damage the truck. 











POSITIONING 


Learn to judge instantly whether 
you should back into a tight place 
or head into it. Check the position 
of the drive wheels as a guide for 
positioning pallet. 


When lowering pallets apply the 
“down” control until pallet is on 
floor, then tilt uprights to vertical 
position so that the forks can be 
backed out. Practice raising the 
load as the truck is nearing the 
stack while coasting into position. 
This reduces strain on engine and 
on the brakes. 


Sometimes. maneuvering into 
position is made easier by raising 
forks above load, completing the 
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positioning, then backing off and 
lowering the forks. 








Learn _to avoid unnecessary 
maneuvering. 

WRONG 

RIGHT 








To change directions in a narrow 
passage, always back into turn first. 
“Swing” of front of truck without 
load is shorter than tail-swing, thus 
with back to wall, you can change 
directions with less movement. 


STACKING 


To tier or stack with the fork 
truck, drive the truck forward in 
the proper gear until the load 
arms are entirely under the load 
to be lifted. Make certain that the 
load is centered on the arms and 


that it is well seated against the 
face of the lifting carriage. 


Move transmission lever to neu- 
tral and take foot off clutch. With 
toe of right foot on the brake 
pedal, accelerate the engine slightly 
with the heel of right foot on the 
gas pedal. Raise the load from the 
surface on which it is resting by 
pulling back on the tile lever. 
Allow tile lever to return to neu- 
tral when sufficient backward tilt 
of the uprights is obtained to 
allow safe handling of the load. 

Raise load with lift mechanism. 
Avoid excessive back tilt when 
raising loads high in the air be- 
cause this would place the load 
directly over your head. 


Excessive engine speed will not 
increase the speed of the hoisting 
mechanism and will only result in 
excessive wear. A good operator 
will learn to judge by “feel” the 
proper speed. 


When load reaches desired height, 
allow hoist lever to return to neu- 
tral and move truck forward to 
base of stack on which load is to 
be placed. At the beginning, it is 
best to lift load or release load 
with the tilt mechanism because 
the uprights are designed to raise 


the load slightly when tilted back. 
ward and lower it when tilted for. 
ward. However, an experienced 
operator can speed up an operation 
by using only the hoist lever. 


When raising or lowering loads 7 
while standing still, do not !eave 
with clutch de © 


truck in gear 
pressed; return shift to neutral 
and disengage clutch. 





STOPPING 


Always reduce speed gradually, 
as sudden stops are unnecessarily 


severe on the braking mechanism | 


and a sharp halt is liable to cause 
the load to tilt forward. It is im- 
portant to learn how to make safe 
emergency stops. 
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E. W. Sides 
Roy Mathes Lumber & Supply 
Amarillo, Texas 
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6\% ft. F-1 Pickup is one of the 
biggest in the half-ton field. And only 
Ford gives you an engine choice of Six or V-8! 


66 
| a ) : © “‘Ford’s fast getaway is a time and money 
lually, ; re! saver in work like mine,” says Mr. Sides. 
sarily ] ® “Practically all my driving is in town 
anism ) 5 traffic and my Ford handles easier than 
cause : 


any other truck I’ve driven.”’ During the 
is im- Economy Run, Mr. Sides’ F-1 traveled 
e safe 


o/ e 99 4,777 miles. Running expenses for gas, 

(0 run iT ] Or 1¢ ll oil and service (but not including fixed 
expenses, such as taxes, license, depreci- 

ation, etc.) totaled $78.20 . . . or just 


says B. W. Sides, Amarillo, Texas a 


Now! Up to 14% more Gas Savings 
and more Speed Hauling power, too! 


New Low-FRICTION design in three Ford Truck engines 
means more miles per gallon. New direct-breathing 
OVERHEAD VALVES give more efficient fuel-feeding. New 
HicH CoMPRESSION offers more power on regular gas. 
; Choose from 5 great engines: new 101-h.p. Cost CLIPPER 
eRe ek Show how well the new Ford re SIX; famous 106-h.p. V-8; proved 112-h.p. Bic Six; two 
conditions. They passed scores of 100-hour ‘‘destruction”’ new CARGO KING V-8’s developing 145 h.p. and 155 h.p. 


tests. One model alone ran as much as 50,000 
dynamometer test-hours, over 500,000 vehicle test-miles. 


1! i 
DON'T GUESS! See how little it can cost to & FREE! MAIL THIS COUPON NOW!—-, 
run a truck in your kind of work. See the # FINAL RESUITS 
cost figures in this 144-page book showing # recepaescae 
results from the 50-million-mile Ford Truck §& FORD TRUCK 
Economy Run. See it at your Ford'Dealer’s!  § ECONOMY RUN 


Forp Division of Forp Motor CoMPANY 

3270 Schaefer Rd., Dearborn, Mich. 

Please send me without charge or obligation, complete 
details on the new Ford Trucks for ’52 and the five 
great Ford Truck engines! 

FULL LINE [ HEAVY-DUTY MODELS [] 

LIGHT MODELS [J EXTRA HEAVY-DUTY MODELS [] 


A vailability of equipment, accessories and trim as illustrated A guide te omer track rupaing rests 
is dependent on material supply conditions! 


= 


FORD TRUCKING COSTS LESS 


***° FORD TRUCKS LAST LONGER: 


Using latest registration data on 8,069,000 trucks, life insurance experts prove Ford Trucks last longer! 


Name 





(PLEASE PRINT PLAINLY) 
Address. 
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State. 
Check here if student 0 
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KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 
SOUTHERN HARDWOODS :: GAK 





SOUTHERN PINE LUMBER 


DIBOLL, TEX 
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SALES OFFICE 


DIBOLL ano PINELAND, TEXAS 


MILLS 








Too Many Facts Can Kill the Sale 


Sell yourself to your customer and you will help sell 
the product he needs. Here are some ways you can 
sell yourself as a salesman. 


By J. ARCHER KISS 


Sales Management Consultant 


There is a strong tendency on 
the part of those who sell func- 
tional merchandise to over empha- 
size the technicalities of the prod- 
uct or the service characteristics 
of its use. 


It is not difficult for the sales- 
man in a retail lumber dealer’s 
display room to look at a plywood 
panel and think in terms of di- 
mensions, or to look at a roll of 
roofing and see, foremost in his 
mind, the 20-year guarantee 
against the cold of winter, the 
storms of summer and all the 
other abuses of the elements. 


A roof, you may reason, is to 
keep the weather out and the com- 
fort in—to last long and give good 
service. That is all very good 
as far as it goes, but it only goes 
into the field of technical per- 
suasion and not very many people 
are technically minded—especially 
women; and women do most of 
the buying directly or indirectly. 
And, let me ask, what do you do 
when two items look alike and are 
alike? How can you influence a 
sale on the strength of a 20-year 
guarantee when your competitor 
also offers a 20-year guarantee? 


Dealers are prone to forget that 
they have no secrets. Prices are 
a matter of common knowledge. 
Guarantees are equaled by manu- 
facturers. And most of the serv- 
ice characteristics of devices are 
alike. Remove the labels and the 
consumer can hardly tell the dif- 
ference, and often the dealer 
would be in the same boat as 
much as he likes to hold to the 
strength of quality identification. 


We have filled the salesman’s 
head with facts—facts—facts. He 
has become a walking yard stick 
measuring this and that for thick- 
ness and length. Then, in walks 
a perfectly human person made 
up of emotions, prejudices, weak- 
nesses and all that go into a 
typical personality. He does not 
think in terms of numbers. 


Here is a man with a hunger 
—he wants something, or at least 


he needs something. Because of 


his lack of knowledge of the lum. |= 


ber business he is willing to listen 
to your advice. The question 
should, therefore, not be, “What 
do you want?” but “What are you 
building?” 

When you get him to talk about 
himself as a builder, you have 
opened an easy channel to his 
mind for he likes to talk about 
what he is doing—to boast a 
little, perhaps, and so open the 
way for you to give him some ad- 


vice. In this advice (you may call 7 


its selling if you wish) you can 
help him in many ways (and that 
is good selling): 


1. You can save him several 
later trips by seeing that he gets 
all he needs now. 


2. You can avoid costly mis- 
takes he might have made. 


3. You can increase the sale by 
suggesting other items he needs 
now or will need later. 


4. You can make a friend for 
your store. 


A lumber salesman almost in- 
variably introduces trade jargon 


that is foreign to the consumer. 
You should have two vocabularies | 
—one for the contractor who | 
comes to your place and one for | 
the consumer. Learn to talk like 7 


4 P 


a consumer, think as he does and 
forget some of the know-how 
language you use out on a build- 
ing job. Once you get on the con- 
sumer’s level he’ll like you and 
you can make suggestions to in- 
crease the sale. 
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When the sale is completed it is 7 


imperative that the consumer re | 


member you, your store and the 
good treatment he had from you. 
Don’t take these things for grant 
ed. Stick a small label on the lum 
ber. Use a special colored string 
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or tape to tie packages. You! § 


bags or wrapping paper should be 
distinctive. Always add a small 
pamphlet to the bundle suggest 
ing some other item, but be sure 
the item is related to what he 8 
buying. Tossing expensive litera 
ture about is not selling. And 


jamming a piece of paper in 4 
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Most helpful sales tool 






Pittsburgh 





P' 'TSBURGH PAINT dealers every- 
where tell us the Pittsburgh Mainte- 
nance and Buying Guide helps them to 


conduct their business more efficiently 

anc profitably. It provides them with 

| a ceady and accurate answer for almost 
mC painting problem. 
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® this comprehensive manual has a 
plastic-coated cover to keep it 


© looking good for a long time even after 


» much handling on the sales counter. 
eo y) @ i+ contains a comprehensive index so 
> u ~~ 


that the dealer and his sales people can 
quickly find the information they want. 
e Among Its contents are complete and 
cetailed data about all Pittsburgh Paints 
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PITTSBURGH PLATE GLASS £OMPANY 


CHEMICALS * 


ea oe SS ee oe ee 


so that customers can be better informed 
about their use and how to apply them 
for best results; information about all 
kinds of surfaces and how to prepare 
them properly for painting; detailed 
list of painting and clean-up aids; com- 
plete catalog of Pittsburgh brushes and 
glass products. 


@ This is just one more example of 
the many ways in which Pittsburgh aids 
its dealers to make more sales and pro- 
fits. If you,are interested in this Main- 
tenance and Buying Guide as well as 
in the many other sales features avail- 
able to Pittsburgh dealers, just mail 
this coupon for further information. 


BRUSHES * 


pPittssurcH PAINTS 


go Se 








PLASTICS 


GLAS § 


ever offered to paint dealers! 


MAINTENANCE 
& BUYING GUIDE 


lene 


Just Mail 
this Coupon! 


Pittsburgh Plate Glass Company 
632 Duquesne Way 

Paint Division—Dept. L-4 
Pittsburgh 22, Pa. 


I am interested in obtaining a copy 
of your Maintenance and Buying 
Guide as well as in further infor- 
mation about the Pittsburgh Paint 
franchise, its products and sales fea- 
tures, without obligation on my part. 


Name 





Address 





City State 
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for complete information and prices 


WRITE YOUR NEAREST DISTRIBUTOR 


NEW YORK 
* PEG-BOARD OF NEW YORK 
131 E. 64th St., New York 21, N. Y. 
CLEVELAND 
¢ DAVIS PLYWOOD CORP 
12555 Berea Rd., Cleveland 11, Ohio 
MIAMI 
e A. H. RAMSEY & SONS, INC. 
71 N. W. 11th Terrace, Miami, Fla. 
LOS ANGELES 
@ PEG-BOARD OF CALIF. 
4833 Exposition Blvd., lL. A. 16 
MINNEAPOLIS 
e L. E. HIER DISPLAY EQUIP. CO. 
23 North Sixth St., Minneapolis, Minn. 


Manufactured by 


B. B. BUTLER MFG, CO., INC., 3162 
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1 sell it for home use 


PEG-BOARD combines the decorative smartness 
of perforated hardboard with the utility of over 
60 instantly interchangeable hanging fixtures— 
ideal for any room in the home. It's easy to 
install and finish, too. Tie-in with PEG-BOARD'S 
national advertising — stock up and feature 
PEG-BOARD now 


2 use it for your store 


PEG-BOARD provides the ideal display material 
for your store — makes it easy to set up or 
change a display for dozens of items in 
minutes — with special display hanging fixtures. 
And as you sell the items on display — you'll 
sell PEG-BOARD, too. It's a sell-on-sight item 
that home owners have been looking for! 


PEG-BOARD 
provides over 
60 
hanging fixtures 
.. all instantly 
interchangeable 
without nails, 
screws, or tools 


of any kind. 





© 1952 B. B. Butler Mfg. Co., Inc. 


Randolph e Bellwood, Ill. 
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man’s bundle does not mean pro.) ""' 
motion. ; * 

In making out the sales ticket ~  ° 
ALWAYS get the man’s name ani! 
address. Someone should list these ne! 
names on small cards. Even if yoy 
have no immediate use for the lig be: 
its very presence will act as a rej 
minder that you had better q 
something to increase your busi qui 
ness by promoting those peopk — 4 
who have already expressed an 
interest in what you sell. 

With such a card index 07 cus. 
tomers you can easily plan to d 
something to contact them a 
least twice a year. If they madeal_ 
large purchase write them a le.) 
ter within two weeks afterwards | 
Set up a reminder system so that)” 
you can inquire a year or so late) 
as to how the new attic is making 


seat. 
t. 






; om N 
out, or doesn’t the new garage) ie 
(built last year) need a new paint | P | 
° ee you 


x 


This is not expensive promo 
tion. You can use form eter 
with the words “new attic” or” 
“new garage” changed to meet the 
information on your cards. If you) 
ignore these prospects your busi-|7 
ness will not grow as it should) > 
and you are constantly open to se 7 
vere competition should any other 
lumber dealer decide to push his 
business into your area. 

We must remember that : 
length of board, a pound of nails, 
a roll of screening have no per 
sonality and little consumer ider- 
tification. If they are faulty you'll 
get complaints, but if they are 
satisfactory the consumer maj/7 
not even remember where It)” 
bought them. The only clinch” - 
you have is the personality ¢/7 , 
your store and, particularly, the 
personality of your sales persol 
nel. These people who meet yoll ] .. 
customers carry the major 10a © ,.,.,. 
for the growth of your busines | |, 
It is not enough to get a good lt | ¢ 
cation, dress up the store will 7 
decorations and good lighting- @% ..), 
you must see that those peopl) k.. 
who sell for you deliver somethin © «,,), 
besides merchandise, such as: 

1. A pleasant voice and inte’ 9 » 
esting conversation abou! yol!g@ sun 
merchandise and the cusiomer |) «im 
problems. ; 

2. A genuine interest in whal'7 
new in home gadgets. uy 

3. An undying enthusiasm fo!) 
selling even on a rainy Mondiyy J 








Es Aobortoted 


morning. a rind 

4. A complete knowledge "FF it, 

your merchandise and oW " rece 
serves the customer. g 
5. A deep liking for people ~) 

S Bur 
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-dge ° 
how | 


eople - : 
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the particular kind of people you 


5. A knowledge of some foreign 


‘ Ianevuage if you are in such a 


neiehborhood. 
’. A personal appearance that 
bevets confidence. 

A thorough knowledge of 
your stock so items can be found 
quit kly. 

§. A quick eye to prevent hav- 
ine the customer walk aimlessly 
around waiting for attention. 


i0. A thorough knowledge of 
selling as a persuasive art so he 
can SELL it not just TELL it. 

if you cannot find the men who 
can fill these qualifications you 
must train them. They can learn 
the facts of lumber, roofing, 
paints and the 101 items you sell. 
Now get them to understand peo- 
ple. The better you understand 
your customers the more secure 
is your business. Remember you 
do have competition—but only on 
the merchandise. You have one 


» item which is exclusively yours— 
' the personality of your sales staff. 


If customer Jones likes your 
salesman, believe me, Jones will 
go out of his way to trade with 
you. In fact, personality over- 


' shadows such handicaps as poor 


location, yes, even price. Don’t let 
that price bugaboo scare you. Peo- 
ple are afraid to do business with 
low price chislers if those who 
charge a fair price add something 
priceless— personality. By that I 
mean the warmth of your attitude, 
friendliness of your greeting and 
honesty of your interest in the 
ustomer, Give them that and 
flow much?” will be the second 
‘stion. The first is always, “Do 
nt to do business with them?” 
iow a marked respect for the 
‘omer and his objectives. Do 
overwhelm him with your 
‘nowledge. People do not buy 
ts, they buy flattery. Leave 
me room for romance in your 
s story—a roof is not just to 
ep off the rain, but a note of 
vior. These elements are a part 
every person and they must be 
part of every sale to the con- 
sumer, Leave some room in your 
“imensions for dreams. 





Builders Unite 


John Feist, Buffalo N. Y., beca 
ie ’ ’ e a me 
the 25,000th member of the National 


» Association of Home Builders when 


/ its membershi ass 
E recently. P passed that figure 
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ww VAN-PACKER 


— 


| 
How 


: Thousands of 
Building 
Material Dealers 
Add to Their 








msceser? CHIMNEY 
MASONRY | 


Van-Packer | among builders and contractors everywhere means 
profits gained for building material dealers. Here’s:a full-profit, fast moving 
item that has all the se// features. Saves time on the job with fast installation 
in 3 hours or less. Comes completely packaged with nothing else to buy. 
Even the joint cement, roof flashing and rain cap are furnished. Under- 
writers’ tested and approved Van-Packer Masonry All-Fuel Chimney is 
fire-safe with a chimney wall of insulating vermiculite concrete and a fire- 
clay tile liner. The insulating value of the Van-Packer wall is equal to 2 rr 
of brick or 70” of ordinary concrete. F.H.A. accepted! 


ER 
grckk Cy 


oO 


! 


7 Nationally distributed through reliable 

4, building material jobbers and dealers. 

4 Van-Packer Masonry Chimney is avail- 

é able for immediate delivery anywhere. 

a Write for free literature and name of 
- your local jobber. 


ith Wt 
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Van7Packeh 


on 
dy : 
s CORPORATION 


\ DEPT. 1311 e 209 S. LA SALLE ST. 
R PAS CHICAGO 4, ILLINOIS 
K I N G Also Manufactured and Distributed in Canada by 
C. A. McRobert and Son, Ltd., St. Laurent, Quebec 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods. 






Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. “Michigan Pole & Tie Co. . . . . Newberry, Mick. 
North Hard ds, Hard Mapl Specialty. Hemlock, White . ‘i 
Pine. , + ‘bor Kilns. Facilities for Testecies. Reoawing- etc. BRN WHITE “Pie, NORWAY PINE ey Mpiling. , Excellent 

Transit Millworking Facilities. 








Abbott Fox Lumber Co, . . . . tron Mountain, Mich.  *poddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Manufacturers and Concentrators of Hardwoods, Hemlock and 
White Pine. Planing Mills. Dry Kilns. Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 
Roddis Lbr. & Veneer Co., Ltd... Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple. 
Birch, Flg. Hdwd. Ven’r'd Doors. Plywd. Mod. Dry Kiln facil. 














*+Connor Lor. & Land Co. (qi sine’ wick.) ottce Marshfield, Wis. 3 
K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, * Ahonen Lumber Co. —_ ; _ ; lronwood, Mich. A 





Posts, Poles—Laytite Rock Maple & Birch Flg.—Dimension stock. 





Northern Hardwoods, Hemlock, White Pine, Spruce. Planin 
Mill—Modern Dry Kilns. Sales agents for the “AAA” bron 
MFMA Hardwood Flooring. 












& . . 
tHorner Flooring Co. . =. =. =. ~~ Dollar Bay, Mich. 
MFMA North Michi Hard Maple and Birch Flooring : 
Northem Hardwood Lumber—Custom Kiln Drying *Copeland Lumber Co. . . =. =. . ~~ Chicago, Ill. 
Telephone: Houghton, Mich. 852 Mills — Marquette and Cusino, Michigan 
Sales Office — CHICAGO — 135 S. La Salle St. 
Hardweods, White Pine and Hemlock 













Schneider Bros. Lumber Co. . . . . Marquette, Mich. 






Herthera, Hordwoede cod Honieck., Berdvocd Dineusicns. “CM. Christiansen Co. =. =. =. «= Paolps, Wis. 
F F : oa : F An outstanding Wisconsin lumber manufacturer — Hardwood, 
ing fan and Dry Kilns. White Pine, Hemlock and Cedar Products. 






*+Holt Hardwood Co. =. =. Ow SC. SC. SSC Cont, Wis. *Wm. Bonifas Lumber Co. floes Mills at) Sales Neenah, Wis. 


Maple, Birch, Beeeh, Oak Flooring. Strip, Assembled Block enisco, Mich.’ Office 
Herringbone, Perquetry types: all types Heavy Duty Flooring. Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 








*+Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. 











* 
Milla: Lake Linden, Mich., White Lake, Wis, Mirs. Hardwoods Goodman Lumber Company . . . . . Goodman, Wis. 
and Hardwood Flooring. EK. D. facilities available. L.C.L. ship- Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
ments kiln dried hardwoods from stock at Thiensville, Wis. wood Dimension. Planing mill. Dry Kilns. Rotary cut venec's- 
tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs, Assn. 
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a | "Competition means hothing to us now that... 


EVERYTHING HINGES ON HAGER/“ 


His. 
a, 





Wis. 


: C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Wis. Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Uniform Color, 
‘Texture 


and Finish, 


, 10 MATTER WHAT’S 
UNDERNEATH 


With the amazing new Kyanize Clingcote 
Scrubable-Flat, you don’t have to worry 
what your customer is painting over, or 
whether it’s primed or unprimed, porous or 
non-porous. For Clingcote Scrubable-Flat ad- 
heres to anything, and leaves an absolutely 
uniform color and sheen, no matter what the 
surface. Odorless too, and matching colors 
are available in Celoid Semi-Gloss and 
Tudor Interior Gloss. 


AND THAT'S NOT ALL... it holds out any 
second coat; hides completely in one coat; 
gives easy lapping, perfect smooth touch- 
ups, and is terrific on maintenance, saving 
time on repair work and clean-up. 


ASK YOUR KYANIZE SALESMAN to 
let you brush out a panel of the new oil- 
base Clingcote Scrubable-Flat, and see for 
yourself what a sensational job it does. Re- 
member it’s fully guaranteed! 


ne a & 


For information on territories still open on a 
Franchise basis, write: Boston Varnish 
Company, Everett Station, Boston 49, Mass. 


ktyanize 
CLINGCOTE 


SCRUBABLE-FLAT 
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Lore @ 
Provides Materials for Parade Floats 

Assisting civic organizations in preparing floats 
for the town’s big event of the year, the colorful 
“Big Sea Day,” is an annual good-will gesture by 
Vannote Lumber Co., Point Pleasant, N. J. 

This year Vannote Lumber helped the Rotary 
Club by providing materials for a float to publicize 
the Boy Scout campaign to build a clubhouse. The 
company also provided a flat-bed trailer which was 
hooked to one of their delivery trucks to haul the 
float. 

G. A. Becker, vice president and treasurer, says 
that the time and expenditure involved in helping 


bs - 6 
. Sg 
ei 7 





local activities not only brings personal satisfac- 


tion, but also builds community good-will. E. 0. | 
Loblein is president of the company. 








le 


‘wr, 


Nice Business in Odds-and-Ends 

“T don’t have any use for it, but I couldn’t !et 
it go at that price!’”’ said a man who found and 
purchased molding, slightly warped, but plainly 
price-marked at a nickel a stick in the Handy 
Man’s Shed at Libertyville (Ill.) Lumber Com- 
pany. Here a lot of odds and ends around ‘he 
yard are placed where customers can poke 
through them looking for bargains. 

Don Mercer, manager-treasurer, imported ‘he 
idea from the Crown City Lumber Co., Pasadeua, 
Calif. “Although no gold mine,” says Don, 
“we’ve grossed about $2,500 on the idea.” 

More important perhaps is the fact that more 
folks are now aware of Libertyville Lumber than 
ever before. 
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"| FACTS ABOUT 
= | NEVAMAR 


= NEVAMAR is a hard, non-porous high- 
” pressure laminate that has amazing re- 
LVS sistance to wear. It will not stain—ad- 
ing mits no dirt or grease. It is not affected 
ac- by alcohol or boiling water, resists 
0. §% cigarette burns. 
VAMAR is ideal for any type of 
horizontal or vertical surface. It is used 
i for tables, counters, cabinets, sink tops, 
4 wall panels, vanities, desks, store fix- 
, tures... to name just a few popular 
applications. 
: 
$ NEV AMAR is available in sizes up to 


48 x > 4 inches, in a wide variety of colors 
and »atterns, including authentic wood 
gr \t's designed for lifetime service 

over needs painting or refinishing. 


me is td 


EVAMAR 





Nevomor surfoce beau 
cleansers. A 
beneoth 


ood Housekeeping /3 
. ” 45 soveaneee WO oo Vales Nolan C Vomyoany 
t MO «MEW TORE WY sLOSAMGELES Cal 


NEVAMAR Laminates 
conform to NEMA 
specifications. 









Meet the growing preference for 


NEVAMAR 


TODAY’S BIGGEST VALUE IN 
PRE-FINISHED SURFACING MATERIAL 


Builders, contractors, home-improvement men everywhere are joining the ever-growing 
swing to NEVAMAR. Because NEVAMAR is in demand for kitchens, bathrooms, club 
basements—for new building or remodeling. Wherever there's need for a colorful, 
carefree surface, count on NEVAMAR to stay beautiful through the years. This super- 
hard, high-pressure laminate gives builders endless opportunities to create the kind of 
interiors that home-owners want... and it gives you an additional source of ready- 
made sales and extra profits. NEVAMAR is a laminate you can sell with confidence 
because its superior qualities have been proven in actual service. 


You Can Sell NEVAMAR Profitably 


You can add a substantial volume of business right now by establishing yourself as a 
NEVAMAR dealer. The NEVAMAR Company will give you ample promotional assis- 
tance—national advertising in consumer magazines and builder's trade publications, 
literature, display material and newspaper mats. ‘Write today for complete 
information. 


DISTRIBUTOR: THE NEVAMAR COMPANY, BALTIMORE-30, MARYLAND 


WZ NATIONAL Zhace Boca Conynang 


Manufacturers of Nevamar Decorative and Industrial Laminates ° SARAN FILAMENTS ¢ Wynene Molded Products 
ODENTON, MARYLAND «© NEW YORK EMPIRE STATE BUILDING © LOS ANGELES 5025 HAMPTON STREET 
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MR. AND MRS. UHER, builder and designer, respectively, of their new office-showroom building. 


She Designed It, He Built It 


That’s the capsule story of Mr. and Mrs. Vincent Uher' 
new store in Galveston, Tex. Their combined training and experi | 
ence makes their business partnership unique. 


Down in Galveston, Tex., is a 


husband-and-wife team who can 
furnish expert advice for any de- 
sign, building or decorating prob- 


are the talented couple. She is an 
architectural designer and he is 
a former general contractor. Mrs. 
Uher designed and decorated and 


ing stained seafoam green with 


natural finish sections to show its § 


grain and knots. 
Inside the showroom, the walls 





5 CON? 
lem put by one of their customers. Mr. Uher built their recently-com- are paneled with knotty and white BH rici:; 
Mr. and Mrs. Vincent W. Uher pleted air-conditioned office and pine, fir, gum, birch, maple ani tery 
display building. cedar. Counters and island dis "'°”’ 
Both the exterior and the in- plays are of leatherwood, hart: 
terior of the showroom are fin- board and decorative plywool F ,. 








cedar 





ished in a variety of building ma- Black walnut, mahogany, 


poors | terials. Outside, the walls are and various surfaced plywood = 
grog | sheathed with vertical exterior sid- were used for special wall treat 7 i 
penn epee of 
(DOORS | ee bat 
DOORS room | | Pluss 
DETAILED FLOOR PLAN of showroom (70x110) shows island and wall display’ |p) <, 





of wide variety of products ranging from plumbing and heating equipment | % 
impulse merchandise near the consumer counter. i 


Sav 
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LARGE, INLAID SQUARES of paneling add a decorative touch to the clean, exterior lines of the building. 





















; CONTRACTOR GABINO CASTILLO, ROOFING SAMPLE BOARD doubles GLASS BLOCK IS USED attractively 





valls 
vhite He righ: is shown a variety of door pat- as store and window display. Swing- around the rear entrance door, attrac- 
and feriis by salesman Roger Garza. Note ing panel boards display plywood, tive by itself. 
dis a mobile cabinet of lock sets. molding and siding. 
ard: 
we ee and the divider walls. of our business is in home improve- and shelves filled with plan books. 
ods «= © «New showroom boasts an ments rather than in new homes, Related Gell 
nner ae enlarged hand tool department, a we specialize in FHA, Title I elated selling 
laresc paint department, a model loans,” declared Uher. With the The islands are so arranged that 
| batiroom plus island displays of | 40-it-yourself trade, I am able to basic and related products are 
olay: fl pPluibing fixtures, fittings and aid the amateur builder with ma- close together. For example: the 
Me to ee eccine cabinets. terial lists and suggestions be- tool department includes islands 
| i cause of my background as a home __ of screen wire, garden tools, mis- 
)Seilisg to the Homeowner i If a contractor is doing cellaneous hardware and nail bins; 
‘ , : e work, my experience as acon-__ the paint department has islands 
5) a. aging bsg ersten gee tractor enables me to understand of paint brushes and rollers, lac- 
(\Mdro-in trade. For i sania and iron out difficult situations be- quers and thinners; roofing com- 
Bithe:r enti . , , tween the contractor and the home- pound is displayed near the roof- 
Yt entire showroom is set up for owner. ney dhanlon: 
Racy i tae pgp sagen ae “As for designing and decorat- The rental equipment bar has 


Bthree dis ~ ing, Mrs. Uher steps in and helps _ been popular at Uher’s. They rent 
“ ‘a hy splays to attract the home the amateur and professional their floor sander and edger at $5 








_ builder alike with room arrange- per day three times per week; plus 

( » |) Impulse merchandise. ments and color schemes.” steady rentals of floor waxers, pol- 
“| A rental-equipment depart- A place to sit down and talk over _ishers and hand sanders. If a cus- 
( | fment. plans with the building prospect is tomer has a good rating with Uher 
} S) & belied 1 provided in the home-like atmos- Lumber, or has a sizable job to do, 
) [Mbar and literat : a _ sample phere of one corner of the show- he can borrow asbestos cutters, 
| I op ure rack. room. Here there are comfortable post hole diggers and jacks. Other- 
E -ecause the greater percentage chairs around a fireplace, a table __ wise, these tools are for rent, too. 
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CALDER | Manufact - Co., Lanenster A, Pa. 




















Wood Identification 
Contest 


An exhibition booth-conte:t jy 
a local high school has successfully! 
cultivated potential customes of! 
tomorrow for Neill & Spanjer, Hill.§ 
side, N. J. The booth, constriuctei 
of different kinds of lumber, wa 
surrounded by a fence made of 25” 
species of wood, each one with: © 
name tag. ‘ 

The students were asked to e.- 
amine the fence and then identfy) 

12 pieces of unmarked wood on i) ~ 
panel board in the booth. Students) 
supplying the best answers wo)” 
prizes. Neill & Spanjer also handel ~ |} 
out literature on the growth of 
lumber and showed films on mf T! 
hogany and pine. ci 


Ae 
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Invites Criticism a wl 

Patch Brothers, lumber and col) )  ‘ 
dealers of Dryden, N. Y., received) gl. 
60% replies to a questionnair” 
they sent to their customers asking” 
their help in serving them better. 7 sl¢ 





The questionnaire was enclosed |) “ee 
in a year-end letter of appreciation |¥ "a 
for the customer’s patronage 0! 

; Sti 


their yard. These were the que: @ 
tions: j 
1. Are we courteous at all time & 
in our relations with you? q F 
2. Do you get good service? B = 
3. Did your last order arriv 
when you expected it? 
4. The one before? . 
5. Do we give the kind of assist 
ance you expect? 
6. What stands out in your minl 
as the thing you like best abou F 
Patch Bros.? 4 
7. What do you like least abou! faa 
Patch Bros. and hew can we ime . 
prove? 5. 
8. We would like you to expatl|™ 
on any of the above liste’ que} St 
tions where there is insvfficiel!)) do 
room for comment. Thank you vel!) 7 
much. a col 


| 
A year, later Patch Brvs, als | ve 
received a large amount of favor|7 
able comment to another year-l! | 6, 
letter of appreciation. This lett 7 
showed each customer hoy mui | 
he had spent on purchases .t the! 7 aN 
yard during the year, much to su! © 
prise of some who didn’t reali ” TI 
they had spent so much. The lett!) 
closed with this little verse of a7 
preciation: re 


b 





“To thank you as we'd like to do 8 
Is far beyond our powers, : 

For if we had no friends ‘ike you 
There’d be no firms like ours. 
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particularly suited to one-story 


home construction in the widely-popular 
ranch house architectural style... 


ERE’S ANOTHER NEW LEADER in the famous Truscon 
line of steel windows for every architectural need! 


The Truscon Ranch Window offers new and attractive 
features not only for the favorite ranch-home design but 
also for enhancement of any residential unit following 
the modern trend. 


Special Features—The Ranch Window in the larger 
sizes provides an attractive living-room picture window 
which, when viewed from the outside, tends to minimize 
the “wide open” effect characteristic of a large undivided 
glass area. The medium size units fit very conveniently 
into window openings for dining rooms, dens and libraries. 
In the smaller units, the windows are admirably suited for 
sleeping rooms where privacy, effective ventilation in 
inclement weather and maximum utilization of wall space 
for furniture arrangement, are of primary importance. 
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The smaller types may be used singly or combined with 
standard mullions into group openings of any width. 
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Sturdy Design and Welded Construction —The win- 
dow frames are constructed of specially rolled, extra 
heavy steel sections, one inch in depth. All joints and 
corners are securely welded to form strong integrally built 
frames and ventilators—thus permanently guaranteeing 
avoidance of distortion under any normal usage. 


Convenient Ventilation— Ventilators are of the awn- 
ing type, hinged at the top to swing outwards at the 
bottom. The degree of opening is controlled by two adjust- 
able sliding friction stays, one in each jamb and both com- 
pletely concealed when the vent is in a closed position. 
The cam-acting locking handle is of solid bronze. Screens, 
if desired, are of the vertically sliding wicket type. All units 
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are shop fabricated with provision for convenient screen 
installation. Insulating glass available in standard sizes. 


Available from Warehouse or Factory—Truscon 
Ranch Windows are available from key warehouse stocks. 
Screens, interior steel casings or exterior steel surrounds 
for all size units are also stocked. The proved economies 
of volume production in standard 

sizes are reflected in the selling eT 
prices either for use on individual ! 

homes or on large multiple hous- __ Pi — 

ing operations. Consult your near- TRUS CON 
est Truscon District Office, or Ranch wy 4. 
write for further information. | ere 
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THE LAYOUT MAN can save time by marking top and 
simultaneously and by 
of electrician’s tape to his white-face tape measure. These 
are exact stud thickness and are placed at 16 or 24-inch 


bottom plates 


intervals. 


fastening 


pieces 


PRE-CUTTING of framing members can be speeded up 
by lining up a half dozen members at a time, cutting top 
three first, while scoring bottom three. 
cut to size, eliminating need for second penciled guide line. 


Latter are then 


These Short Cuts Slice Construction Costs 


The problems that confront the builder when he’s ready 
to frame his house are many. The author tells how to install bridg- 
ing, use the “6-8-10” rule, and discusses the pros and cons of trussed 
rafter construction. 


By GUS MEISSNER 


Technical Consultant, American Lumberman 
& Building Products Merchandiser 


Up to this point we have dealt 
with ground preparation, floor, and 
basement construction. We are 
now ready to discuss exterior wall 
framing and roofing. 

The first step is to lay out upper 
and lower plates on the floor. These 
have been pre-cut and pre-marked 
for other members. Then studs, 
headers, upper and lower cripples, 
door and window studs are placed 
in position ready for nailing. 
Bridging 

Bridging may be either diag- 
onal or horizontal. With the cur- 
rent trend towards plywood or 
insulating board sheathing, hori- 
zontal bridging has several points 
in its favor. For one thing, it is 
easier to cut and fit. Secondly, it 
provides a positive nailing support 
for sheet material. 

Whichever method you _ use, 
bridging should be installed while 
the assembly is still on the floor. 
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Part Ill of a series on small home 
construction by AL&BPM's tech- 
nical consultant, Gus Meissner. 
In forthcoming articles he will 
discuss such problems as speed- 
ing up roofing application ‘and 
millwork installation. 





Actually, while diagonal bridg- 
ing is stronger in theory, the brac- 
ing effect obtained from plywood 
sheets (or similar material) makes 
it unnecessary. 

For 16-inch stud spacing all 
bridging should be pre-cut to 
lengths of 1434”; 22%,” for 24- 
inch stud spacing. 

It will simplify nailing, partic- 
ularly toe-nailing, if you use one 
piece of bridging as a spacer at 
top and bottom. 


Plumbing a wall 


Any wall, frame, or foundation 
can be quickly and accurately 
squared by means of a simple 
rule. This is known as the “6-8-10” 
rule. You can use inches, feet, or 


November 


yards as your measuring unit, de 
pending on the size of your con 
struction. 

First drive a nail at the center 
intersection of the corner. Now 
loop the end of your tape-measur¢ 
over 
direction, and drive a nail. 
swing the tape from your first nail 
and measure off six feet in the 
other direction. Drive a third 
nail. Transfer the tape to this 
nail and measure off 10 feet to the 
eight-foot mark. When these two 
marks meet, your 
square. 


What you are doing, of course, 8 © 
creating a right triangle, the hy i 
potenuse of which is the 10-foo © 


measurement, 


When the two arms of the tt 7 
angle are exactly 10 feet from |) 
nail to nail, brace the assembly 7 
it square- 
until you can install the bridging 7 


temporarily to keep 


Wall erection 


After all door and window studs. & 


headers, cripples, and bridging 4! 


it, measure 8 feet in ont Ge 
Now @ 





assembly i ¥ 
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Gold Bond’s 
“ADD-A-ROOM’ drive 
builds you a profit ! 
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POPULAR 
SCIENCE 


Here's a situation you ought to love —because it Gold Bond helps you with its big ““Add- Naturally, we're telling people to go to their 
makes people think of turning waste space into new A-Room” campaign. November advertis- Gold Bond dealer for Gold Bond Insulation 
iving space! And Gold Bond’s million dollar “Add- ing features Gold Bond Insulation Plank Plank and Tile. How’s your supply? Remem- 
\-Room” campaign is telling your customers how and Tile in the above magazines—with ber, just two finishes—ivory and variegated 
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ssed isily they can do it themselves —with Gold Bond two-page, full-color ads in The American blend—give you a full line that needs less 
Insulation Plank and Tile. Home and Better Homes. warehouse space. 
t, de- 
con- 
enter fF 
Now § 
agure 
1 one 
Now 
it nail . 
n the ‘ 
third 7 
to the 2 
e two : ; See anu WOUOUERER ERIN tates eS Se Memcesnse SO. 5 Re 
ly is @ [hese new full-color counter displays are ready to build more Gold Bond Insulation Plank and Tile are factory-finished. They need no 
i. » for you. Samples of the actual Plank and Tile show the further decoration. Insulation is built-in. Application is easy and fast with 
vse, is § B <ariegated blend of colors and the interlocking joint. Illustrations a stapling gun (do you have enough in stock?). Interlocking edges hide 
7 Be with our “Add-A-Room” campaign now appearing in the the staples. Every ‘““Add-A-Room” job you sell will bring you additional 
wh » turday Evening Post and other national magazines. new business. Stock up on Gold Bond Insulation Plank and Tile now! 
e tri 
from 


—_ _ NATIONAL GYPSUM COMPANY « BUFFALO 2, N. Y. ADD-A-ROOM NOW |! 


Vireproof Wallboards, Decorative Insulation Boards, Lath, Plaster, Lime, Sheathing, with R | 
Masonry Paints, Wall Paints, Textures, Rock Wool Insulation, Gold Bond Twinsulation, ') On 


Metal Lath and Sound Control Products. 
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‘the answer to the — 
asement window | 
\ . problem... 
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INSULUX 


GLASS BLOCK 


Wauen customers complain that cellar 
windows are continuously being broken, 
frames rotted, wind and rain driven in— 
recommend replacement with Insulux 
Glass Block! 

Make the comparison! Figure it out 
for yourself! Compare the cost of sash, 
screen, storm window and maintenance 
against that of a lifetime panel of main- 
tenance-free Insulux Glass Block. 

A panel of Insulux Glass Block can’t 
rust or rot; never needs painting. Glass 
block is extremely hard to break .. . 
makes a sound, weather-tight, insulating 
panel. And glass block lets in all the 
light, yet blocks out sight. 


Supplies of glass block and all of the 
accessories neéded are non-critical and 
immediately available in quantity. Instal- 
lation is simple and quick . . . requires 
only ‘ordinary mason’s tools. 


Want more information about this 
use of Insulux Glass Block? Just write: 
Insulux Glass Block Division, Kimble 
Glass Company, Dept. AL-11, Box 
1035, Toledo 1, Ohio. 





KIMBLE GLASS 
COMPANY 


Subsidiary of Owens-Illinois Glass Company 
Toledo 1, Ohio 


oS - 
4 ed 
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These Short Cuts Slice Construction Costs (continued) | 





METAL FLOOR BRIDGING is being used by builders in some areas in place 
of the conventional wood type that are job-cut. Bridging for walls is still wood, 


in place, you are ready to apply 
sheathing. This may be either 
wood, plywood, or insulating board. 
Trim all edges with a power saw 
after nailing. This last step should 
be undertaken only if you have 
sufficient manpower to raise the 
wall in position. Otherwise sheath- 
ing should be nailed later. 

With a slab floor you will have 
to block up the wall assembly and 
“jockey” the plate into position for 
receiving the anchor bolts. Then 
the blocks can be removed and the 
wall lowered into place. 

With frame joist construction all 
you need to do is to nail the plate 
down, using a previously snapped 
chalk line as a guide. The line 
should mark the inside edge of the 
plate. 

After each wall is erected, con- 
nect corners and attach second top 
plate to join them. Any bracing 
used in wall alignment should be 
on the outside of the wall. 


Trussed rafters 


Many a builder has found it to 
his advantage to use trussed raf- 
ter construction. There are a num- 
ber of reasons for this preference, 
namely these: 

1. Bottom chord of truss replaces 
conventional ceiling joist. 

2. Longer spans are possible. 

8. Roofing is generally faster. 

4. Exterior walls take weight off 
roof, eliminating bearing par- 
titions. 

5. Resulting open plan _ allows 
greater flexibility of room units. 

6. Because of lack of interior walls, 
mechanics have greater working 
freedom. 

7. Smaller dimension lumber can 
be used. 

8. Pre-fabricating of truss saves 
in time and labor. 

The disadvantages of the truss, 
on the other hand, should be noted: 


however—either diagonal or horizontal. 


It eliminates attic living space, 

though some storage space is 
possible. 

2. The usual 24-inch spacing of 
trusses complicates finish appli- 
cation if rest of house is on 
16-inch spacing. 

3. Truss is not suitable for hip, 

ell, or tee-shaped roof construc- 

tion. 


Truss assembly 


A truss usually consists of two 
top chord members and a bottom 
chord, with diagonal bracing, These 
are normally 2 x 4’s and 1 x 6's 
respectively. Members may be 
joined either with nails, bolts, or 
split-ring connectors. 

For the small home the “W” 
type truss is fast becoming the 
standard with most builders, 
though some may have their own 
variations of it. 

Lumber for a truss of this 
type should be No. 1 or better. 

After assembly, trussed rafters 
can be raised to the top plate in 
an inverted position, then turned 
over and spaced to plate marks. 
Temporary bracing can be used 
until roof boards are applied. 


Because of its light weight (a { 


24-foot truss weighs about 14 
Ibs.), it can be raised and fastenei 
in position by four men. 


Its chief advantage, as I have! 
previously pointed out, is that it} 


gives mechanics ample room ii 


which to work. The eliminatio | 


of bearing partitions is an impor 
tant factor in reducing the time 
on various pre-cutting and assel 
bly jobs. It also permits unre 
stricted movement of material 
within the house, 


Interior walls 


In the housing field today ther 
are two main interior wall finish: 
These are plaster and dry wal. 
The merits and demerits of ea! 
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by WATIOWAS PA CIFIC 


SUPERIOR BEVEL SIDING } 

RESULTS FROM PRE-AIR = 

SEASONING BEFORE 7 sf ¢ 
" BS . 


ei $ 


KILN DRYING 
seh | : 

Just as a black 
diamond from the 
Kimberly mines has 
little value until it has 
been carefully cut and 
polished, so, likewise, 
the fabulous Redwood 
from the great Califor- 
nia Redwood Empire 
has little value until 
it has been cut with 
precision and pro- 
perly seasoned. 


National Pacific's 
painstaking process of 
pre-air seasoning be- 
fore final kiln-drying 
assures the choicest 
Redwood available. 


This Redwood is so 
select that National 
Pacific bevel siding is 
in demand in every 
corner of the globe. 


Send for free illustrated 
booklet containing 
National Pacific's 

grade classifications. 


stened 
have “ " 
hat i |} |. + aay BEVEL AND BUNGALOW SIDING 


me Pe FINISHED BOARDS i 
impor tie «TANK STOCK SHOP GRADES 


> time 


asset: J = FENCING CASKET STOCK 
unre 4 


teri fe  PANELLING STADIUM SEATS 
: SHEATHING 


NATIONAL PACIFIC Timber Products, Ine. 


Mailing Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, California * Dry Kilns and Planing Mill, Montebello, California 
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These Short Cuts Slice 


Construction Costs [continued] 
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NAILED TRUSS RAFTER DESIGN developed by research experts of the 


Virginia Polytechnic Institute, 


Blacksburg, Va. 


Advantage of this design is 


that it may be either job-built or prefabricated and does not require any, special 


tools or equipment. 


is generally known to both builders 
and building material retailers; so 
I shall not review them here. 

Instead it may be well to list 
some time-saving and cost-reduc- 
ing methods of proven value. 


Metal bull nose trim 


This item has largely replaced 
wood trim. It is used around doors 
and windows, cased openings, and 
corners. It is usually applied by 
a lather. It has a double function— 
to protect plaster edges from 
breaking, and to act as a ground 


for the plasterer. It can be cut 
with a fine-toother hack saw and 
easily mitered by means of an 
improvised wood miter box. 


If wood trim is specified, a *4- 
inch strip is first installed around 
window and door frames to be used 


as a plaster ground. 


Base molds 


One difficulty in installing base 
and shoe molds is finding the 
studs. To save time it pays to 
put down a piece of common board 
—1%,-inch narrower than the fin- 


NAILING SCHEDULE 





SHORT DIAGONAL 
BOTTOM CHORD 


Brace here when indicated by Member Size Table. _ 


UPPER TOP CHORD —— 


ished base mold. With this in 





place, cutting, fitting, and nailing be 


of final mold is much faster. 
Some builders are using the! 
base mold as a plaster ground too, 






slightly, giving the effect, almost, | 
of a small toe space. 


Finish plaster 


For durability and economy it’s 
hard to beat a sand-finish wall or 
ceiling. Here’s why: 


1. It can be mixed by a laborer, 
2. It is slow setting, which means 
it can be kept in box overnight. 7 


PET 
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ee 
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3. It speads easy and floats to a Fy 


smooth hard finish. 
It needs no gauging. 


5. It can be used in kitchens and 
baths, where enamel finish is 
specified. 


Dry wall 
The application of sheet mate- 


rials or planks is generally referred 
to as dry wall. Such materials 


include gypsum board, hardboard, | 


insulating board, plywood, or wood FF 


paneling. 


Although gypsum board is best : 


applied by skilled applicators, good | 


results have been obtained by 
amateurs and “sweat - equity” 
builders. 


Where plaster has the drying: 
out problem—of special importance 
to painters and decorators—dry 
wall also has its problem. In the 
case of gypsum board, this is the 
hiding of joints. 

Many architects are using hart- 
wood plywood (14-inch) for this 

(continued on page 136) 
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THE SMALL HOMES COUNCIL of the University of 
lilinois, Champaign, Ill., is one source of information on 
The Council 


trussed-roof construction. 


84 


supplies com- 


plete plans for building the “W” type truss, the nailins 
schedule for which 


is reproduced above. 
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Fast, clean charging and discharge is just 
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one advantage of the Jaeger Mix Plus” 











No cement blow-back, no spillage of water 
when you charge this open-end loader: 
Rubber-faced semi-circular gate completely closes 
lower half of drum opening while drum revolves 
for charging. Also prevents any spillage while 
traveling, no matter how steep the grades you 
climb on-or-off the road. 




















> ‘ser-tip control. Open or sealed end loaders; water system to suit. 


= 
ft git 






Flip of a lever opens gate. 
Dual levers control high speed discharge 
of Jaeger’s ‘‘Dual Mix’’ drum: 

It is a demonstrated fact that the Jaeger “Dual 
Mix” drum, with its wider, correctly shaped con- 
tinuous spiral mixing blades, plus throw-back 
blades, is not only fastest to mix but discharges 
faster and cleaner than any other. Operator con- 
trols drum from either front or rear. 


3-piece ‘‘To-the-Spot’’ chute meets all conditions: 
Places concrete where the customer wants it with 5’, 8’ 10’, 
13’ chute lengths — or swings clear away for discharging 
into extra big buckets or high forms. 


jceger offers these advantages PLUS light weight for big- 
gest legal payloads: “Mix Plus” models mount on any standard 
‘ake of truck, haul the largest possible legal payload, yet are built 
5 to 10 years’ service instead of the 4 or 5 years’ life of cheaply 
‘structed units that weigh as much or more and cost as much or 
more to buy. “Comatic” hydraulically actuated transmission gives 





For full information, see your Jaeger distributor or write us 


THE JAEGER MACHINE COMPANY 
160 Dublin Avenue, Columbus 16, Ohio 
World’s largest builders of TRUCK MIXERS, AGITATORS ° PUMPS @ COMPRESSORS .© CONCRETE MIXERS @ PAVING MACHINES 
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AMONG THE DEALERS 


"“Lumber-jills"’ Enroll 
For Lumber Training 


The first enrollments for the 
1953 Northeastern Lumber Train- 
ing Institutes were from North- 
eastern “lumber-jills.”” Within 48 
hours of the mailing of the an- 
nouncement of the 1953 schedules, 
Mrs. Arland G. Russell of the 
Nunda Lumber Yard, Nunda, N. Y., 
had sent in her registration for 
the 16th Northeastern Retail Lum- 
ber Training Institute, to be held 
at the New York State College 
of Forestry, Syracuse, N. Y., Feb- 
ruary 16 to 19, 1953. 

The second application, though 
the first for the 15th Institute, 
came from Miss Joan E. Laliberte, 
Credit Manager of the South- 
bridge Lumber & Supply Co., 
Southbridge, Mass. The 15th In- 
stitute will be held at the Univer- 
sity of Massachusetts, Amherst, 
Mass., February 9 to March 12, 
1953. This is the first time the 
Amherst course will be co-educa- 
tional. 


Both Mrs. Russell and Miss La- 
liberte are from companies who 
have sent “students” to previous 
Institutes. John P. Laliberte, vice 
president of the Southbridge Lum- 
ber & Supply Co., graduated from 
the 1948 Amherst Lumber Insti- 
tute. Mrs. Russell, for the past 
year, has been active in the lum- 
ber business conducted by her 
father, P. J. Zeilman, and her hus- 
band. 


New Hampshire 
Convention 


The 24th Annual Meeting of the 
New Hampshire Retail Lumber- 
men’s Association was held at the 
Hotel Farragut, Rye Beach, N. H. 
President A. D. Barnes, F. D. Cook 
Lumber Co., Nashua, welcomed 
dealers and their guests to Rye 
Beach, commented on the work 
done during the past year, and 
urged continued cooperation and 
support of the work of the North- 
eastern Retail Lumbermen’s Asso- 
ciation. 

Albion J. LaFleur, Monadnock 
Lumber Co., Peterborough, pre- 
sented the report of the nominat- 
ing committee. All officers were 
re-elected, as follows: president— 
A. D. Barnes, Nashua, N. H.; vice 
president—Fred E. Letendre, Man- 
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NEW SNARK. Arthur H. Geiger, Ta- 
coma, Wash., was recently elected 
Snark of the Universe at the 61st 
annual convention of Hoo-Hoo, at 
Denver. 





chester, N. H.; treasurer—Earle 
F. Boutwell, Concord, N. H.; sec- 
retary—F. Alfred Janvrin, Hamp- 
ton, N. H.; directors—Chester B. 
Bailey, Suncook; Richard M. Jan- 
vrin, Hampton Falls; Albion J. 
LaFleur, Peterborough, and Har- 
old W. Greatorex, Meredith. 


Adirondack Meeting 


More than 180 members and 
guests attended the annual meet- 
ing of the Adirondack Retail Lum- 
bermen’s Association at Scaroon 
Manor, Schroon Lake, N. Y. 

The business meeting started 
with a welcome extended by Pres- 
ident Francis P. Gregory, Gregory 
Supply Co., Dannemora, N. Y. Then 
followed the reports of Secretary 
Robert Noonan, West Side Build- 
ing Supply, Saratoga Springs, and 
of Treasurer Merrill Smith, Griffin 
Lumber Co., Hudson Falls. 

Frank Winter, Finch, Pruyn & 
Co., Plattsburg, N. Y., Chairman 
of the Nominating Committee, pre- 
sented the report of that commit- 
tee, and the following officers were 
elected: president — Elmer S. 
White, Glens Falls, N. Y.; vice 
president Northern Group—J. Ver- 
non Lamb, Jr., Lake Placid, N. Y.; 
vice president Southern Group— 
Merrill Smith, Hudson Falls, 
N. Y.; secretary —Stuart Henry, 
Port Henry, N. Y.; treasurer— 
Robert Noonan, Saratoga Springs, 
N. Y.; director—John W. Prescott, 
Keesville, N. Y. 








Have you heard? 


Richard M. Laird, owner of the | 
Laird Lumber Company, Manitowoc, 
Wis., has been elected vice president 
and secretary of the Conner Land ¢ ¥e 
Lumber Company, Laona, Wis. He 
has also been appointed director, suc. ~ 
ceeding his mother, Mrs. Helen (| 7 
Laird, who has retired. His own re-|_ 
tail yard will be managed by Robert |- 
J. Braun. The last lumber company |” 
to leave a downtown location in Roch. | ~ 
ester, Minn., will be the Botsford Lum. ~ 
ber Company. Plans have been an. © 
nounced for a new plant for the yard ~ 
by D. T. Palmer, manager. Plans cal] 7 
for a brick and tile warehouse and 
office, to be 160 x 220 feet with a 
crown roof. 


A large storage shed at the Thomp- 
son Lumber Co. plant at Truesdale, | 
Ia., has been destroyed by fire. Dam- 
age is estimated at $20,000. G. E. 
Thompson says millwork for a new 
church was destroyed. Adair Spears, ~ 
manager of Stanwood Lumber (Co, 7 
Mechanicsville, Ia., is busy showing 
off his newly remodeled offices pro- 
viding more private offices as well as 
a display room. 


A 50-year-old storage shed at the 
Haas & Haas lumber yard, Volga, 
S. D., has a new foundation. The 
shed, a 54 x 100 foot building, was © 
raised more than a foot. Gus Groff, © 
75, for the past seven years manage! | 
of the East Dubuque (Ia.) Lumber 7 
Co. and mayor of that city, died re 7 
cently. i 


The Chicago Hoo-Hoo Club No. % | 
at its annual meeting elected the § 
following slate of officers for the com- 
ing year: Richard E. Jacob, pres 
dent; Robert K. Koenan, first vice 
president; Joseph A. Dohm, seconi 
vice president, and Jere L. Gottschalk. 
On a proposal by Ormie C. Lance, the 
membership voted unanimously to col F 
tribute $12 per year per member fu [ 
the Trail Rangers Home at Graftot, | 
Ill. The home provides mental 1/7 
habilitation for wayward boys with |~ 
out exposing them to reformatory life | = 

The Peavey Lumber Yards have al | > 
nounced the purchase of the Willia!)~ 
Windhorst Lumber Co., Olivia, Min. |7 
and have named Orrel Kelly, forme |/ 
Peavey manager at Edgerton, Mint. |7 
as manager of the Olivia yard. W.F. 7 
Westerman announces the change 7 
name of the Westeman Lumber Co. t) 7 
Westerman Lumber Co. There is ™ 7 
change in personnel. Edward H. Levitt, © 
president of the Poydras Lumber 0 © 
Inc., has been granted a charter {0 7 
a new retail yard in New Orleans, La 7 
of which he’ll also be president. 
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Dealers, this is your column. If you have! 
new manager; if you have a new store or 
modeled the old one; if you are elected mayor 
if you stage a home show—write and tell ® 
about it and other current items of inter® 
about your organization. Mail them to Hart 
You Heard?” department, American Lumbe 
man, 139 N. Clark Street, Chicago 2, Il. 
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second Eliminate “guesstimates” on your Marlite jobs. . . 
schalk. give your customers a preliminary price quickly and 
ce, the easily with the new Marlite E-Z Quote Plan. There’s 
betes no complicated figuring; it’s so easy to use, every 
raftor, salesman can give fast, accurate estimates. 

tal re-| This new plan makes it possible to figure estimates 
swith at a glance these two ways: (1) your estimated selling 
mry life price of the Marlite prefinished wallpanels, Marsh 


ave at: | Mouldings and Adhesive required for the job. 





Ts) Vian 5 ° e e ° 
— | a (2) your estimated selling price for all materials plus 
f casa ; average installation costs. 

- Minn. | 
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~ ba 3 NEW! Sales-Clinching Folders... 

. Levitt, © _ 
ber Co. . = Marlite Color Folder 
rter for Describes complete Marlite line 
La 4 including new Hi-Gloss and Woodpanel. 
ins, 4" fd Colors, patterns, installation 

Photographs in full color. 
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Marlite Woodpanel Stuffer 


Full color illustrations feature new 








ore or Tt Marlite Woodpanels plus various room 
ed mayo treatments. Designed as an envelope stuffer 
nd tell be to be sent tov-residential and commercial 
t —~ building and remodeling prospects. 
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Use this new E-Z Quote Plan to close more Marlite 
sales. Offer free estimates in your local advertising... 
feature this business-building service every chance 
you get. Extensive Marlite advertising in leading 
national consumer magazines is tapping the greatest 
remodeling market in history. Get your share of 
these sales. Ask your Marlite Representative for in- 
formation on the E-Z Quote Plan and the colorful, 
new sales literature shown below. Marsh WALL 
Propucts, INc., Dept.1141, Dover, Ohio. Subsid- 
iary of Masonite Corporation. 


Marlite. 


PLASTIC-FINISHED 
WALL and CEILING PANELS 
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HERE ARE JUST A FEW of the orders received by American Lumberman for 
sales promotion kits. Many dealers ordered additional posters and other 
materials for an agressive campaign on this profitable market. 


Hundreds of Dealers Buying ‘“‘Do-It-Yourself’’ Kit 


A.L.’s “Do-It-Yourself” sales promotion kit is 


well received by dealers from coast to coast. Pi 
When you buy an American Lum- questions on this new type of busi- 





KY berman “do it yourself” sales pro- ness. Instructions are also attached | 

ave - ; : : : ; ss i 

on JOO! motion kit you get all the essential to every item in the kit. We cal y 
a ae b tools for really promoting this honestly say that this is a orgal- 

ome Jo AY . growing business. Nothing has ized, carefully planned, fres! sales 

; been overlooked for a complete, approach to the “do it yourself : 

sales-getting job of merchandis- market. _ 

ing. Since we announced this new ki! © 


wt Litbeyé Oe Mena 

been coming in from every stalé © 
and from dealers both large an A 
small. We gave our readers @ “pre 
view” of our original designs al! © 
asked for immediate orders fo! re 
prompt delivery when the material: 5 
were available. Since then we have § 


signed for busy dealers. It will fit 
smoothly into your present promo- 
tional plans and you can use all 
Stick or part of the overall program. 
—_ You will like the how-to-do-it man- 
ual that gives you step-by-step 














Your American Lumberman kit 
includes 300 two-color stickers for 


use on direct mail, envelopes, liter- planning for selling the handyman shipped hundreds of kits and the 
ature, etc. Additional stickers may customers that comes with each kit. comments from dealers was & 
now be ordered at low cost. It’s a guide that clears up tough thusiastic and most gratifying. : 
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Here's What Every Kit Contains 





Hs easier than you think! 
Home Improvements 
can be fun.... 
am inexpensive 














1. Consumer literature 


You’ll like the interesting, 8 
two-color folder, especially 
prepared for this program. Each 
kit includes 100 folders and you 
can order additional quantities 
from the price list with this article. 


page, 


It’s a handy 34%, x 614” size, 
just right for direct mail or as an 
enclosure with monthly statement 
mailings. The folder may also be 
used as a handout in the store or 
at home shows, ete. 


2. Direct mail 


Three suggested letters for di- 
rect mail come with each kit. They 
are brief, unusual and easily adapt- 
ed for your specific operations. 
They’ll give you a good start for 
a profit-making direct mail cam- 
paign. Each set of letters is ac- 
companied by how-to-use guide 
sheet. 


3. Radio and TV spots 


The radio and TV spot adver- 
tising announcements are also ac- 
companied by a guide sheet. Twelve 
announcements come with each 
sales kit. 


4. Publicity stories 


To help you get “free advertis- 
ing” each kit contains six publicity 
stories that you can use with your 
local newspaper, radio or TV sta- 
tion. 


5. Special events 

This subject is fully discussed 
in a dealer sales manual that ac- 
companies each kit. There are 
scores of valuable suggestions that 
you can use in your own business. 





It's EASIER than you think! | 





a 
DOTT YOURSELE! 





STORM SASH — ALL STANDARD SIZES — ORDER NOW 


YOUR NAME GOES HERE 











6. Newspaper advertising 

Each sales kit has a proof sheet 
illustrating the eight different 
mats that can be ordered separate- 
ly from the price list on another 
page. 

The ads are available in 1, 2 and 
4 column sizes and we have in- 
cluded mats of the slogan used 
for the campaign. 


Copy and illustrations can be 
inter-changed for scores of addi- 
tional ads. 


Because so many dealers use 
classified advertising the kit also 
contains 12 ready-to-use ads. 





7. Display Materials 


$05 Oren 


SAVE MONEY...HAVE FUN 








Poster 


This weather-resis- 
tant poster in three 
colors is 21 x 34”. It 
may be used on 
trucks, small outside 
boards, etc. One is 
included in every kit 
and additional post- 
ers may be ordered 
for $1.00, each. 


BuiLDING Propucts MERCHANDISER 


FIX UP...REPAIR... REMODEL 





LET US HELP - EASY TERMS 


THAN YOU THINK! 


in your spare time 


DO IT NOW! 
. 


x 20”, 


color 


ditional 


Streamer 


Two streamers, 10 
come 
each kit. This three- 
streamer is 
handy for use on win- 
dows, doors, etc. Ad- 
streamers 
cost 10c each. 


Banner 


The window banner in 
three colors is 19 x 37”. 
One banner is included in 
each kit and _ additional 
ones can be ordered for 
50c each. This impressive 
banner on your window is 
sure to 
yourself business. 


stimulate do-it- 


with 
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As you can see the A. L. kit in- 
cludes all the basic sales tools you’ve 
always needed for the handyman 


customer. Unfortunately we can’t 
show you the bright colors of the 
display materials, the hard-hitting 
newspaper advertising, the unusual 
consumer folder or the direct mail 
letters. But we confidently believe 
that if you order a kit for just $7 
you will say it is one of the greatest 
bargains you’ve ever received. 

We are introducing this new kit 
at a time when home owners are 
planning fall and winter home 
improvements and repairs, but the 
sales promotion kit is more than 
just a stimulant for this profitable 
season. The American Lumberman 
“do it yourself” kit is designed 
for year ’round sales use. 

Use the convenient order form 
below for placing your order. Each 
kit is $7, postage paid. You may 
order additional quantities of liter- 
ature, posters, etc., from the price 
schedule shown. 


A partial list of dealers who have 
already ordered kits are: 


South City Lumber & Supply Co., South San 
Francisco, Calif.; Continental Lumber, West 
Haven, Conn.; Clemens Lumber & Supply Co., 
Glen Mills, Pa.; Rest Built Co., Chicago, IIl.; 
Ebenreiter Lumber Co., Sheyboygan, IIl.; 
Cleveland Wrecking Co., Cincinnati, Ohio; 
West Side Building Supply, Inc.; Saratoga 
ne N. Y.; Merritt Lumber Yards, Read- 
ing, Pa.; 


Henderson Lumber Co., Fort Lauderdale, 
Fla.; John J. Kuntz Lumber Co., San Antonio, 
Tex.; Thompson “Good” Lumber & Building 
Supply, Champaign, Ill.; U. S. Building Prod- 
ucts Co., Inc., Berkeley Heights, N. J.; Stuck 
Brothers, Jonesboro, Ark.; H. W. Ross Lumber 
Co., Sioux Falls, S. D.; Philip S. Lindner & 
Co., Sandwich, Ill.; The Star Lumber Co., Lib- 
eral, Kan.; City Lumber Co., Inc., Somerset, 
Ky.; 


J. F. Anderson Lumber Co., Minneapolis, 
Minn.; Pitman & Brown Co., Salem, Mass.; 
Southern Lumber Co., San Jose, Calif.; Whit- 
ing Mead Builders’ Market, San Diego, Calif.; 
Fifield Lumber Co., Janesville, Wis.; English 
Lumber Co., Inc., Altavista, Va.; Chase Lum- 
ber & Fuel Co., Sun Prairie, Wis.; Farm Cash 
Lumber Co., Wichita, Kan.; Fairfield Lumber 
Co., Fairfield, Iowa; Bell Bros. & Co., Mur- 
freesboro, Tenn.; 


Phoenix Lumber & Hardware Co., Indianap- 
olis, Ind.; A.B.C. Lumber Co., Brooklyn, N. Y.; 
Industrial Lumber Co., Gary, Ind.; Irons Lum- 
ber Co., Pendleton, Ore.; Sam W. Morris, 
Monroe, Mich.; Charlson Mfg. Co., Eau Claire, 


Wis.; B. 
N. J.; Grayson Lumber Co., Birmingham, Ala, 
The Warren Lumber Co., Fort Morgan, Colo,; 


Di Medio & Sons, Inc., Paulsboro, | 


Barnes Hardware & Lumber, Pasadena, Tex,; ed 


Cox Lumber Co., San Antonio, Tex.; John. 
son-Campbell Lumber Co., Fort Worth, Tex,; 
Hart Builders Supply Co., Hart, Mich.; Star 
Lumber Co., Santa Fe, N. Mex.; The Western 
Res. Lumber Co., Warren, Ohio; Barker-Lubin 


Co., Springfield, Ill.; Lock City Mfg. Co., Sault ~ 


Ste. Marie, Mich.; Panora Lumber Co., Panora, 
Iowa; 


The Pine Lumber Co., Milwaukee, Wis.; W. 
E. Aubuchon Co., Inc., Fitchburgh, Mass; 
Cross Lumber Co., Merced, Calif.; Hankins. 


Paulson, Uniontown, Pa.; Grosvenor Co., Som. | 


erville, Mass.; Hoffman Lumber Co., West. 
chester, Pa.; H. H. Troup & Co., Kankakee, 
Tll.; Oakland Lumber Co., Oakland, Calif; 
Thigpen Hardware Co., Picayune, Miss.; Brown 
Lumber Co., Midland, Mich.; Santelli Lumber 
Co., Lyons, N. Y. 


Lumber & Builders Supply Co., Solana Beach, | 


Calif.; Nickelson Lumber Co., Emporia, Kan; 
The Thompson Co., Barnwell, S. C.; Bader 
Corp., Gary, Ind.; Smith-Orr Co., 
Mich.; N. T. Fox Co., Inc., Portland, 
Salling Lumber Co., Anderson, Ind.; 
Hawk Lumber Co., Waterloo, Iowa; Karr Lun- 
ber Co., Seymour, IIl.; Triangle Lumber & 
Materials Co., Stockton, Calif.; 
Lumber Co., Portland, Ore.; 


Gillion Lumber Co., San Francisco, Calif.; 
Myrtle Avenue Lumber Co., Monrovia, Calif, 





Beaumont © 


H. L. White Lumber Yard, Yazoo City, Miss; — 


Hobart Lumber Co., Hobart, 
Mitchell Co., Glen Olden, Pa.; Redwood Empire 
L. & S. Co., Greenbrae, Calif.; Oakridge 
Builders Supply Co., Oakridge, Ore. 





Order your "Do-It-Yourself" Kit now — $7.00 complete 





One complete kit, not including newspaper advertising 
mats is $7.00, postage paid. This kit contains the sales 
manual, 300 stickers, 100 consumer folders, display mate- 
rials, publicity stories, ad mat sheet, direct mail letters, 
radio and TV spot announcements and complete how-to- 
use suggestions. 

The following listing gives you a description of each 
piece in the kit, the amount received with each kit, and 
prices for additional quantities. Send your check or money 
order directly to American Lumberman, 139 N. Clark 
Street, Chicago 2, Illinois, with your order. 


Consumer folder: 100 copies of this eight page folder 
for use as a mailing enclosure, handout, etc., in each kit. 


Price per additional 100.......... $ 1.50 
Price per additional 500.......... $ 6.25 
Price per additional 1,000.......... $10.00 


Lots of 1,000 or more folders can be imprinted with 
name, address, and phone number—three lines—for $3.00 
additional per 1,000. 
Direct, Mail: Three suggested letters are included in 
each kit (no charge). 


Radio and TV: Twelve spot announcements are in 
each kit (no charge). 


Publicity stories: 
kit (no charge). 


Dealer Manual: 
kit (no charge). 


Six releases are included in each 


One dealer manual comes with each 


American Lumberman Reprint: A recent “case history” 
of a dealer who conducted an outstanding do-it-yourself 
promotion is in each kit (no charge). 


Newspaper ad mats: Mats are not included in original 
kits. They must be ordered separately. Proofs of avail- 
able mats are supplied with each kit. 

The price per mat is: 


Mat #1—4 columns x 13%”............ 75¢ 
Mat #2—2 columns x 10”....... ocecsuceee 
Mat #3—2 columns x 84%”.......ceeeeee 30c 
Mat #4—2 columns x 84%”........000% ..30¢ 
Mat #5—1 column x 10”........... conn 
Mat #6—1 column x 10”..........06. soncnee 
Campaign slogan: “Save on 1,001 Home Jobs—Do It 
Yourself.” 
en a are 10¢ 
Mat #8—2 x 1%”...........15¢ 


Campaign sticker: 300 two-color gummed stickers are 
in each kit. 


For additional stickers 100.......... 25c 
| ore 15¢e 
De aseescuwes $1.25 


Banner: One 19 x 37”, three-color banner for store and 
window use is in each kit. 
Price for additional banners.......... 50c each 


Poster: One 21 x 34”, three-color poster comes in each 
kit. For outdoor use on trucks, ete. Has space for local 
imprinting of firm name, address and phone number. 

Price for additional posters.......... $1.00 each 


Streamer: Two 10 x 20” three-color streamers for 
general showroom use are in each kit. 
Price for additional streamers...... ..-.10¢ each 





Please Print or Type Your Order 11-3 


To: 
AMERICAN LUMBERMAN, 
139 N. Clark St., Chicago 2, Ill. 


Send me AL "Do-It-Yourself" merchandising kit(s) 
at $7.00 per kit. Attached find $ a 
in check or money order. Also please send me the following 
items in additional quantities as noted, cost of which is 
included in my remittance. 
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Don’t be a Door-Keeper! .osew me war ro 





FAST SALES WITH THESE 2 FAMOUS DOORS! 


Don’t get stuck with doors you can’t move 
quickly ...and at a man-sized profit. Doors 
that injure your reputation when you do sell 
them. 

Feature the doors with the famous 
Weldwood® and Mengel names... doors 


that represent highest quality at rockbottom 
prices. 


Both come in a broad range of sizes...in 
a wide variety of fine decorative hardwood 
faces, including birch, oak and Korina®. 

The Weldwood Staved Lumber Core Door 
is beautiful in appearance...and is extremely 
durable. 

Its convenient, easy-working features 
make it a cinch to hang from either side 
-..and it is especially adaptable to custom- 








United States Plywood Corporation carries the most 
complete line of flush doors on the market, including 
the famous Weldwood Fire Doors, Weldwood Stay- 
Strate Doors, We!dwood Staved Lumber Core Flush 
Doors and Mengel Solid Core and Hollow Core Fiush 
Doors. 1%” and 1%” with a variety of both foreign 
and domestic face veneers. 








BuILDING Propucts MERCHANDISER 


made lights and louvres. All hardware goes 
on it quickly, easily, permanently. 


All bonding is done with 100% water- 
proof phenolic glue, so that it is always safe 
to install Weldwood Staved Lumber Core 
Doors for either exterior or interior use. 


The Mengel Hollow Core Door is another 
well-known favorite...using a structural 
principle tested by years of service. It has 
proven itself on hundreds of thousands of 
installations... meeting every demand for 
a beautiful, durable interior flush door that 
meets budget prices. Remember, too, you 
can buy genuine African Mahogany Mengel 
Doors at less than the price of birch! 


Recommend either door for satisfied 
customers. 


Manufactured and distributed by 


WELDWOOD* FLUSH DOORS 


UNITED STATES PLYWOOD CORPORATION 


World’s Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 


Branches in Principal Cities ¢ Distributing Units in Chief Trading Areas 
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3 BECOMES DEMONSTRATOR OF LATEST DESIGN... 


BEDROOM 


BEDROOM 
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——~ OPEN SHELVES 











New Demonstration Houses 


With trussed roofs, tipped partitions, and laundry-in-the-bathroom areas. 


To show contractors and trades- 
men the latest developments in 
house design and construction, the 
Small Homes Council of the Uni- 
versity of Illinois is erecting two 
demonstration houses just off the 
campus in southwest Champaign. 
The houses are being privately 
financed and are also part of a re- 
search grant by the HHFA. 

The second house is serving as 
a check on the first, pointing out 
additional savings in time and ma- 
terial that could be made if the 
plan were to be used on a multiple 
scale. 

One story, basementless, the 
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houses have a simple rectangular 
plan, 30’x34’, with over 1,000 
square feet of floor area. There is 
a living area, a kitchen which is 
large enough to include an eating 
space, three bedrooms which are 
adequate for five people (two 
double bedrooms and one single), 
a centrally-located heater-room, a 
children’s indoor play space, a 
bathroom-laundry, and ample stor- 
age space. Provision is made for a 
fully-enclosed garage which will 
have storage space for bulky arti- 
cles. 

Designed on the modular prin- 
ciple, the houses are adaptable for 


4 IN LAUNDRY-BATH AREAS. 


bt 
> 
be 
# 









the open-room technique of col © 


struction—that is, roof trusses alt © 


being used so that the exterio! 


walls will bear the load of the rool. | 


Non-load-bearing partitions ale | 


tipped into place after the floot; | 
ceiling and wall finish-materials 
are applied. This technique makes 
possible considerable savings ! 
time and materials. The finish 
materials can be applied without 
interruption and with a minimum 
of cutting and fitting. 

The houses are planned to take 
maximum advantage of the bent 
fits of open planning and iso t 
provide maximum flexibility of 
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BOOST SALES APPEAL 


WITH THE 

















The in-swinging Etling Window is un- 
matched in beauty, style and conveni- 
ence. Distinctive design and in-swing- 
ing sash make the Etling Window a 
sure-fire “extra” that sells homes on 
- sight. What's more, it’s easier and 
quicker to install. 





PICTURE WINDOWS 


The Etling Picture Window fea- 
tures stationary center section, 
flanked by in-swinging sash. 
Entire outside glass area can 
be reached easily from inside. 





COUNG 








BUILDING THE DOUBLE-HUNG WINDOW 
COSTS THAT SWINGS IN 
ne FOR EASY CLEANING 


> Etling Window is a complete packaged 
unil, That means big’savings in time and labor The Etling Window combines 
for the builder. No planing, fitting or priming. the best features of double-hung 
‘imply place in opening, square and nail. Fac- and casement units. Just press 
tory primed and tested to reduce painting costs,  % tab and both sash swing in 
¢ cor | Sure trouble-free operation for life. for easy cleaning. A unique 





















































































es are . continuous hinge permits sash 

: = * ferti ou Pet * * . 
teriot | es ified Kiln Srted California Redwood @ Caldwell to slide up and down, open or 
alt 4 S'ences @ Roebling Steel Cables @ Picture Windows 1] 4d. Sinai twin trivle 
na i / Gloxed with Twindow, Thermopane or Ys-inch Plate —— : — ee ee 
eo 4 Gloss @ Packed in Mar-Proof Cartons or Crates @ A units available. 
veil 4 Size and Style for Every Home 
— a ETLING WINDOW I want to know more 
gS " a DEPT. AL-11 about the in-swinging 
pec a PUT THE BARBERTON, OHIO ETLING WINDOW. 
V1 a 
:imum = ETLING NAME 

> WINDOW: 

o tke i 6UmTTO, WORK ADDRESS 
> pene ie 
ail to FOR YOU STATE 
ity of i TM Prop. Weather-Seal, Inc. 
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EASIEST TO SELL 
All YEAR ’ROUND 
.--always profitable! 








SISALK RAFT: The BEST BUY in pro- 
tective paper is the BEST SELLER! Immediate de- 
liveries suggest it’s a good time right now to stock 
up for the demand tomorrow. 

You can tie in the sale of SISALKRAFT with 
many other materials, for protection on the job. 
For instance, with every sale of cement, suggest 
SISALKRAFT for curing and protection. Lumber, 
aggregates, etc., also need this protection on the job. 

For every farmer who comes into your yard, 
SISALKRAFT has many uses. Talk up ALL the 
applications. Display rolls of SISALKRAFT. You'll 
sell more. 

Stock it in widths of 36”, 48”, 60” 
72”, 84”, 96” . . . all popular. 


SISALATION: The modern low-cost re- 


flective insulation and vapor-barrier combined. 
Stock it now in 36” and 48” widths. ) 


NATIONALLY ADVERTISED to help create sales for you. 


FOR FREE SAMPLES, POSTERS, AD MATS and 
LITERATURE Write Dept. AL-II. 


~~’ SISAL- REINFORCED 
PROTECTIVE PAPERS 


THE SISALKRAFT CO., 205 w. wacker rive, cHicaco 6, 1. 


NEW YORK 17, N.Y. ° SAN FRANCISCO 5, CALIF. 





FLAVELLE CEDAR LIMITED 


Manufacturers of 


B. C. Red Cedar Siding 


and Shingles 
PORT MOODY, B. C., Canada 

















W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


PUPOUAL 






} bcs Ss ame \ 
Dixie Brand Oak Flooring — Oak 
Oak Trim and Moulding 
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space use. There is no clear-cut 
separation of areas except for the 
bedrooms and the bathroom where 
complete privacy is desirable. 

The living area is connected with 
both the kitchen-dining area and 
with the play area. The kitchen js 
concealed from the living area | 
only by a baffle partition, and the 
play area is separated by a storage 
partition which stops short of the 
ceiling to make the area seem 
larger. 

The play area occupies a central 
position in the plan. It is easily 
accessible from all parts of the 
house and may be used for genera] 
activities as well as for children’s 
play. 

A radical departure from the 7 
ordinary small house plan is the 
bath-laundry area. Based on the 
belief that a laundry should be 
located in or near the bedroom © 
bath area, this one is taken out 7 
of the kitchen or utility room and 
put in the bathroom. Such an 
arrangement is made possible by 
the use of an automatic dryer. 

Traffic paths in the houses are | 
kept below the recommended maxi- — 
mum of 15 percent of the total | 
floor area and traffic does not pass | 
through activity areas. Direct cir- 
culation is provided between kitchen 
and bathroom. 

In order to present the details 
of the houses to carpenters and 
sub-contractors in the clearest 
manner possible, the conventional 
order of working drawings ha 
been abandoned and replaced by 4 
series of plans, elevations and de 
tails arranged in a chronological 
order of construction. These art 
supplemented by perspective draw- 
ings wherever it is deemed desit- 
able for the sake of clarity. In 
addition, assembly instructions ant | 
specifications for materials are it- 
cluded on the working - drawing 
sheets. 
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Accident-Prevention Program 
Has your yard had a lost-time acti “A 
dent within the last six months. © 
Most yards did. Take time to re’) 
“Your Lumber Yard—Is It Hazart 
Free?” and save yourself lost mat 
hours. It’s another American Lut 
berman exclusive on Page 44. 
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Roddiscratt DEALER 


ae CORE DOORS « HOLLOW 
RE DOORS e GARAGE DOORS 


G-E TEXTOLITE* 
HARDWo PLASTICS Tops 


) Let Mr. Short help you to get longer profits 


clr 9 


... build customer goodwill 


There’s a big over-the-counter demand for plywood panels shorter than 96”. 
That’s one of many good reasons why you should put your Roddiscraft short- 
size panels out front and feature them as specials. 


Don’t forget — short sizes cost less — cut better — save waste — handle 
easier for the average home craftsman. “Sales up 409%” — have been reported 
by dealers who put short sizes out in front where customers could stop — look — 
and buy. You'll get more business from customers who object to paying the high 
prices for 96” length plywood panels they don’t need or want. 


Call your Roddiscraft warehouse for a supply of quality plywood. All grades 
for all purposes — fir, pine, hardwoods, specialty paneling. 


And remember, G-E Textolite *plas- 
tics surfacing is a fast-moving item to sell 


 — 
in combination with plywood to the home RK vo {t 
craftsman for kitchen modernization. 0 iscra 
Available in 1/16” sheet stock or bond- RODDIS PLYWOOD CORPORATION 
ed-to-Roddiscraft Plywood. Marshfield, Wisconsin 


*Reg. U.S. Pat. 








4 NATIONWI 
4 Cambridge 39, Mass. ..... 229 Vassar St. 
4 Charlotte 6, N. C. ............ 123 E. 27th St. 
a Chicago 32,111. ............ 3865 W. 4lst St. 
— Cincinnati 4, Ohio ............ 836 Depot St. 
Wl Detroit 14, Mich. ..11855 E. Jefferson St. 
ei Kansas City 3, Kan. ....35 Southwest Blvd. 
* Los Angeles 58, Calif., 2620E.VernonAve. 
: Louisville 10, Ky. ........ 1201-5 S. 15th St. 

Marshfield, Wis. ........ 115 S. Palmetto St. 


Miami 38, Fla. ......255-315 N.E. 73rd St. 


ne Kuddiscraft WAREHOUSE SERVICE 


Milwaukee 8, Wis. ....4601 W. State St. 


New Hyde Park, L. 1., N. Vu ....ccccseeeeenee 
1756 Plaza Ave. 


New York 55, N. Y. ......920 E. 149th St. 
Port Newark 5, N. J. ........ 103 Marsh St. 
Philadelphia 34, Pa., Richmond & Tioga St. 
St. Louis 16, Mo.....3344 Morganford Road 
San Francisco 24, Cal., 345 Williams Ave. 
San Leandro, Cai. ........ 720 Williams Se. 
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Among the Manufacturers and Wholesalers 


SESSIONS CROWDED MEETING ROOM at the LaSalle Hotel. 
distributors from 22 states attended the two-day 





Nearly 100 
meeting. 


Wholesale Distributors Plan 
Nation-Wide Membership Drive 


Newly-organized group hear manufacturers’ 
representatives discuss mutual problems at two-day 


Chicago session. 


Ways and means of improving 
manufacturer-distributor relation- 
ships were discussed at the annual 
meeting of the newly-organized 
National Building Material Dis- 
tributors Association at the La- 
Salle Hotel, Chicago, Oct. 13-14. 

John P. Ashton, Ashton Whole- 
sale Service, Des Moines, was re- 
elected president and Harold W. 
Sparks, Lumberland Supply Co., 
St. Louis, was re-elected treasurer. 

Membership in the association 
now stands at 74. Twenty-two 
states were represented at the two- 
day session at which plans for a 
general membership drive were 
announced by S. M. Van Kirk, gen- 
eral manager. 

A highlight of the meeting was 
a panel session in which repre- 
sentatives of seven manufacturers 
of building products participated. 
Subjects discussed by panel mem- 
bers ranged from qualifications 
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JOHN P. ASHTON, 
re-elected president. 





for a good salesman to what’s 
wrong with literature and point- 
of-sale aids. 

What are the qualifications of 
a good manufacturers’ salesman? 
Wade Hildinger, general sales 
manager, National Gypsum Co., 
summed them up thus: 


1. He knows his products so he 
can train your men in the 
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proper application and uses of a 

these products. # 

2. He can hold sales meeting's for Ea 
your group. ‘a. 

3. He is a tireless worker. = 
4. He is well liked by the trade!” 
5. He knows what products mov} ~ 





well in your particular area, | ~ 
6. He teams up with the distribu! 


ae 


tor’s salesman on tough pros. 
pects. 


7. He works both large and small s 
jobs. 4 
National Gypsum is about 1 to a 
inaugurate the most g 


tory, Mr. Hildinger moar s 

Expenditures for the home take : 
precedence over everything else in” 
today’s family budget, Ear] Hai-7 
land, sales manager for dealer 
sales, Masonite Corp., told the” 
distributors. Quoting National|} — 
Family Opinion, Inc., Toledo poll- ; ff 
ing organization, Mr. Hadlani 
said that improvement, repair ani 
remodeling projects are second 
only to appliances in total family 
expenditures. 

Good point-of-sale advertising 
is really cash register advertis #7 
ing, W. J. Kluessner, dealer sale fy 
manager, U. S. Gypsum Co., toll ® 
the meeting. ei 

“It’s the last product reminde yy 
that can influence the sale of if 
product,” the U. S. Gypsum execi: 
tive declared, urging distributor § 
and manufacturers’ salesmen t 
work together to eliminate wast 
and increase the effectiveness ¢ 
point-of-sale advertising. Sizable 
permanent displays of major prog 
ucts were suggested as most effet’ 
tive for the retail dealer. ‘ 

Clem Land, sales manager, Jont > 
& Brown, distributors of insulatt > 
siding, said that his firm is frank} 
more interested in the dealer thi 
in the distributor. At the sail! 
time he admitted that “everyolt! 
in the sidewall business is a It] 
tential customer of ours.” He (7 
fended the applicator as « legit] 
mate business man and «sserte! 
that criticisms of the aplicatt! 
were unjustified on the whole. Hi 
subject was “Sales to Applicato" 
by Wholesalers.” 

The most valuable salesman ! 
today’s market is the one who ¢# 
talk about the profit possibilitié 
of his products and how they ¢o™ 
pare competitively, Joe isch! 
manager of dealer’s sales, WM 
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screeds set in mastic, contractors can now lay oak 
cost homes and still stay within minimum building 
udecis.* This FHA-anproved } r : 
ppucecis.” This FHA-approved method of laying oak makes 
1B possible for even the lowest-cost homes to “afford” the 
enelits of oak—durability, economy and “healthfulness?’ 
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Lumber dealers who have explained the new methods of 
laying oak over concrete to their contractor-customers, 
report new increases in oak flooring volume. It’s natural, 
because prospects for low-cost housing consider flooring 
one of the most important features. 
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trsers of low-cost housing are especially aware of up- 
keep costs. That’s just one reason why the housewife sees 
easy upkeep when she spots oak flooring. It is the com- 
bination of these important oak features that results in 
85% of all prospective homeowners wanting oak flooring. 


Durability, Economy and “Healthfulness” 


make oak the most wanted floor 


*SEND TO NATIONAL OAK FLOORING MANUFACTURERS’ ASSOCIATION, STERICK BLDG. MEMPHIS 3, TENNESSEE, 
FOR FREE, FHA-APPROVED INSTRUCTIONS FOR LAYING OAK OVER CONCRETE 
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SOCIAL GATHERING FOLLOWING BUSINESS SESSION 
found manufacturers’ spokesmen and manufacturers’ rep- 
resentatives in accord. Left to right, 
general sales manager, National Gypsum Co., Buffalo; 
W. E. Brand, Hannigan & Crawford, 
J. C. Calhoun, National Gypsum Co., Chicago; Ransom 
Griffin, Griffin Wholesale, Inc., LaCrosse, Wis., and James 


Wade Hildinger, 


Inc., St. Louis; 


we 


Material Co.; 
Co., Chicago. 


Coupe, Ashton Wholesale Service, Des Moines. 


Conversion Co., told the group. 

G. F. Hoppe, sales promotion 
manager for Insulite, spoke on the 
importance of well-planned dealer 
meetings. J. V. Jones, manager, 
building material division, Arm- 
strong Cork Co., explained his 
own firm’s policy of 100% distri- 
bution through wholesale chan- 
nels. He credited Armstrong’s 
Policy Committee composed of dis- 
tributors elected annually on a 
geographical basis for suggestions 
leading to improvements in pack- 
aging, quality, sales promotion 
and other mutual problems. Week- 
long training schools for whole- 
salers, held quarterly, is a regu- 
lar policy at Armstrong. 

A round-table discussion of cur- 
rent distributor problems found 
about 50% of the distributors 
making free deliveries. Harold 
Sparks warned that such deliv- 
eries let down the bars—that such 
a distributor will soon be asked 
to deliver right to the job. 

How large should a salesman’s 
territory be? Should he make a 
call every two weeks or every 
month? Frequency of calls neces- 
sarily vary according to dealers’ 
purchases. Some distributors felt 
every two weeks often enough, 
others said every week. One dis- 
tributor said his truck drivers 
sometimes receive as much as $20 
a week extra on the basis of $1 
per order received while out on 
the job. 

The few distributors with spe- 
cialty salesmen reported excellent 
results on such items as plastic 
tile. 

As it now stands, the Robinson- 
Patman Act is too “vague and 
general” to give businessmen a 
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clear-cut idea of what they must 
do to comply with its provisions, 
Robert C. Keck, member of the 
Chicago firm of MacLeish Spray 
Price & Underwood, told the meet- 
ing. 

Courts have decided, Mr. Keck 
said, that functional pricing is for- 
bidden if it results in price dis- 
crimination between those who 
compete and that the “selling the- 
ory” of functional pricing is to be 
the guide. 

Harry L. Judd, Jr., general credit 
manager, U. 8. Gypsum Co., spoke 
on “Credit and Good Business.” 
Extracts from his talk will be 
published in the next issue of 





Home Improvements Big Family 
Budget Item 


Families are spending more on their 
home than ever before, Earl Had- 
land, sales manager, dealers’ sales, 
Masonite Corp., pointed out in his 
talk. Money alloted to home main- 
tenance, improvement and remodel- 
ing is the second largest item in to- 
day’s family budget, according to 
National Family Opinion, Inc., To- 
ledo, Ohio. 

This public opinion organization 
polled 2,000 families to find out how 
many planned to spend $100 or more 
for major improvements in or about 
the house. Of those families queried, 
57% said they planned to spend at 
least that much within the next six 
months; 43% replied “no.” 

Yet, six months later, when the 
43% who had replied “no” were again 
queried, it developed that 22% of 
these families had actually made im- 
provements to their homes totaling 
$100 or more. In other words, a total 
of 79% or 1,580 of 2,000 families 
spent over $100 in home improvements 
within six months. 
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ELMER H. KNOENER, WIKELUND WHOLESALE (0, ~ 
Appleton, Wis., left, has something to tell his friends 7 
Left to right, J. Rockhold, United Sash & Door Co., Bat 

Rouge; K. S. Keene, Traverse City (Mich.) Lumber (Co; | 
W. T. Loefelmacher, Rockford (Ill.) Wholesale Building 7 
Harry A. Dodge, Georgia-Pacific Plywooi a 
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Next year will be a year of much 
readjustment, warned W. E. Hoa: ~ 
ley, economist, Armstrong Cork | 4, 




























Company, in his talk, “Whats @ tion 
Ahead for the Distributor in 1953’ 7 _ inst 
Mr. Hoadley told distributors t) 7 _ tisin 
watch these developments: © too, 
1. The low birth rate of the ’30's) POF 
will cause a decline in the salay ee 

of building materials because in 
there will be fewer new family . 7 
units. This condition will cor Oke 


tinue until 1957. : 
2. The tremendous increase in ir} 
dustrial capacity since 194 
will start to decline in 1953. F 
3. Inventories are going down. 
4. Foreign trade is declining. Nv 
too important to the buildin 
material industry since it re 
resents less than 5% of the m1 
tion’s business. 
Military expenditures in 1%)7 yout 
will top 1952, predicted the Am ~~ 
strong economist. & 
What’s the outlook for buildil! 7 
materials in 1953? 4 
In gross sales, 1952 will! be th” 
largest building material ye 7 
The present trend is toward mot 
public than private spending ft” 
building materials. Light C0” 
struction will have an even bettt 7 
year in 1953. Commercial (7 
struction will be up—more lig!” 
steel will be available. : 
Housing starts will be lower" 
1953. The big problem of pres’ 
home-owners is the need for adi¢7 
rooms; statistics indicate that 
repair and remodeling business’ 
on the increase; both retail dealety 
and distributors should promote! 
to maintain their profit volume. | 
The distributor should wat 
(Continued on Page 136) 
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ZONOLITE eZONOLITE 
Insulating Fill Concrete Aggregate 
—_ It's a hit with builders and With the popularity of on- 
ad home owners alike. The de- the-ground ranch-type homes, © 
Cork mand is growing greater for in addition to farm service 
| “ the wonder fireproof insula- floors, warm and dry Zonolite 
Thats | tion material that is so easy to © concrete floors are greatly in @ 
1953. install. Heavy national adver- demand. The growing usage 
ors to” tising and nation-wide publicity, “” of Zonolite for insulating con- © 
too, are bolstering its growing g» crete roof decks also means 
2 30s popularity. ' added profits for you. 
gales ®@ easiest of all insulations to @ creates warm, dry on-the- 
Cause install ground floors 
amily ® fireproof—actually snuffs out @ 100% fireproof, never has to 
1 on flame be replaced 
@ insulates attics of average = @ Insulated roofs help cut fuel 
house for as little as $67.60 © costs 
in Il 
194! 
953. 
wn. 
g. he aliens on the Zonolite line — turn 
ildin F : , 
: a ' \ one sale into 2 or 3 or 4—by suggesting the 
the uz} Other products of the Zonolite line each time 
a ayo ring up a sale. It’s amazing how often 
1 i. = . . . 
> art vo customers will be back for more on their 


next job. You'll find that it pays to boost the 


uilditt §Zonolite line—pays to use the handy selling 
be ty )t00ls, the posters and store displays that Zono- 
} yet Mite furnishes. And you’ll find that Zonolite ag- 
, mor : 
ing {0 9 
+ cola 
1 bette : 
al cola 










8 Get Your Share of this 


ve lighy ber: Profitable Zonolite Business 
- , Re — — Beat your last year’s 
owe! * aay You or a ’ . 
resell re more 2 Zon0ite figures—here’s how: 
vr adie ating | add 10 Tn Plan now to beat pre- 
2 \ne, ving i i 
that ti iets BY SOV pment vious sales figures. 
ness if - on reign ger Ins" Mail coupon today for 
| dealetl when YO” jaster. al Dealer Sales Kit which 
omote ; toting y a _ come shows how you can in- | 
jones er crete ae crease your profits from 
+ moret . , : 
| watt bination OF home insulation and 
26) aggregate sales. 
pMAN Ge UILDING Propucts MERCHANDISER 











MAIL COUPON TODAY FOR FREE DEALER SALES KIT—NO OBLIGATION 
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ZONOLITE eZONOLITE 


Plaster Aggregate Acoustical Plastic 


Plasterers prefer this light- More and more architects are 
weight vermiculite aggregate “ specifying Zonolite Acoustical 
plaster that’s uniform in quality g, Plastic for big jobs—schools, 
—customers like its extra fire- “ hospitals, churches, factories. 
protection, chip-resistance © Ideal for remodeling, can be 
permanence. Zonolite Plaster .. applied to any firm, clean sur- 
Aggregate is the largest sell- “’ face. Plasterers who use it 
ing brand among lightweights. once are your steady repeat 
customers. 


© 









@ 3 the weight of sand plaster, , 
easy to mix, easy to apply : 
@ saves preparation, and clean- , 
up time 
@ fireproof, chip-resistant, per- ¢ 
manent — 


@ lowest cost sound conditioner 

@ can be applied over any under- 
surface 

@ completely fireproof 

@ Attractive textured finish 


gregates sell faster—take up less storage space 
than storing sand and gravel. There’s less han- 
dling, no shoveling, no tugging, no special 
equipment. And your customers will thank you 
for your interest—be back for more! 

Combination orders for a/l four Zonolite prod- 
ucts not only increase your sales volume, but 
you may also increase your profit margin by sav- 
ing money on freight and handling costs. 


ZONOLITE COMPANY, 

Dept. AL-112 

135 S. La Saile Street | 
Chicago 3, Illinois 


eeeeeee eeereeeeseee reese eee eeseee 
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PANEL MEMBERS Wilson, Costello, 
Wahlfeld, and Hadley. 





ONE OF EIGHT window units with 
quality seal of approval. 





INVENTOR JACKSON 


demonstrate # 
model of 


ready-hung door. 





Millwork Men Discuss ‘‘One-Step’’ Retailer Service 


Eight window manufacturers receive Wood Window Institute’s “Seal of 7 
Approval” at Chicago session of Woodwork Jobbers Service Bureau. 


What does today’s lumber dealer 
need? A “one-stop” service. But 
just how the jobber can give him 
such a service is still open to ques- 
tion. It means increased warehouse 
facilities, greater demands on the 
jobber’s salesmen and the risk of 
keeping slow-moving items on hand. 

Most woodwork jobbers feel that 
the answer to these and other prob- 
lems can only be solved on a terri- 
torial basis. Retailers in some 
areas will require great stocks of 
vastly divergent items. Others will 
not. But the trend toward expan- 
sion is here, at least, as more and 
more jobbers take on new lines. 

This problem of the “one-stop” 
service was the subject for a panel 
discussion at the 11th annual meet- 
ing of the Woodwork Jobbers Serv- 
ice Bureau at the Edgewater Beach 
Hotel in Chicago, October 15-17. 
2anel moderator William C. A. Cos- 
tello told of increasing his Philadel- 
phia facilities to the point where 
he can now unload 18 cars and 30 
trucks at one time. He also empha- 
sized the need for handling diverse 
materials. “The more items we 
carry,” he said, “the more likely we 
are to give service to the retailer.” 

The panel consisted of Costello, 
bureau vice president and repre- 
sentative of the J. R. Quigley Co., 
Gloucester City, N. J.; Claud F. 
Wilson, member of the bureau’s ex- 
ecutive board and a partner of Kim- 
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ball & Wilson, Inec., Detroit; James 
Wahlfeld, Wahlfeld Manufacturing 
Co., Peoria, Ill.; Harold M. Hadley, 
Porter-Hadley Co., Grand Rapids, 
Mich. , 

President A. J. Jordan, Jr., Jor- 
dan Millwork Co., Sioux Falls, S. D., 
welcomed members of the Bureau at 
a luncheon and introduced Erle 
Racey, manager of the Wood Win- 
dow Institute. Racey then present- 
ed representatives of eight window 
manufacturers with the Wood Win- 
dow Institute’s quality seal of ap- 
proval. Millwork houses so honored 
were the Ideal Millwork Co.; Asso- 
ciated Door & Plywood; Andersen; 
Roach & Musser; Jordan Millwork; 
Carr, Adams & Collier; George C. 
Vaughan & Sons; and the Huttig 
Sash & Door Co. All units on ex- 
hibit were double-hung. 

L. E. Keith, building code engi- 
neer, National Lumber Manufactur- 
ers Association, disclosed some of 
the attempts to restrict wood win- 
dows and doors in industrial build- 
ings. 

“Our competition,” he said, 
“wants to eliminate wood. in all 
buildings 100 to 150 feet high.” He 
cited several efforts to change exist- 
ing code regulations and mentioned 
Georgia and Ohio as two states 
where the situation has reached the 
critical stage. 

One millwork item almost certain 


November 


is was 


























to become part of the jobber’s in 
ventory is the ready - hung door. 
President Jordan reviewed the de 


SBOX 300 


velopments that have marked it lhe | 
progress, pointing out that most 
activity is now confined to th@¥%Z, 


South—Texas and Florida. 


“Anybody can make a ready-hung 
door,” he said, but observed that é 
young Tallahassee, Fla. engineet 
now holds patents on_ split-jam 
hardware and a method for packat 
ing the door. He is Edwin T. Jack 


son, whose model door was on dis SEAL- 
play at the meeting. His door ALL \ 
scheduled to go into producti! fy 


soon at the Young Wood Produc’ 
Co., Novi, Mich. ; 

Bureau members we re agretll) 
that the ready-hung door movemel! 
is here to stay, but that the assell 
bly problem is strictly for the job 
ber, not the dealer. Of primary if 
portance to the project builder, tl 
door can be cased and hung by ol 
man in 20 minutes or less, it W8 
reported. Trim is to be optional,# 


most builders have their own, ay eo 
way. oo t 
-t jis 

The Woodwork Jobbers Servi . ” 

4 rite fo. 


Bureau is a trade association del 
‘ated to the promotion of wo% 
products, especially stock millwork MEG 1) 
According to the secretary, Adol GREE 
Pfund, officers and executive bo# La 
will remain virtually unchanged {@EUEY* 
the coming year. 
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od 7 . 
>| Remodel Easier .. . Faster! 
| with an EZ-WAY Folding Stairway 
, 4 Remodel! . . . Modernize! Install an 
1) Fy EZ-WAY Folding Stairway to turn 
>| waste attic space into useful room for 
storage, den or bedroom. At nominal 
cost! See your dealer or write for 
name of nearest distributor. 
_, | EAT 
S ll oe wi 
door, fa BOX 300-3 e ST. PAUL PARK, MINN. 
e dee ° 
tit The Guaraniéed 
mos! = 
th tadic ally Advertiaed 
mm RED CEDAR CLOSET LINING 
hat a 
’ 
jam) ia i py J 
Jak 3 OS Sg 
: M i \ AAD \ AS) LAS hhecsS lh 
n dis BE SEAL. p 
_ PACKAGED > | 
or 4 ALL WIDTHS 40° 
ction § 
fi - A, 
ducts —=—— Ra 
Fi wows > 
y 2 
greet SUPERCEDA 4 
, CLOSET LINING ° 
emell FF de toann ; 3 
ssell “ Our national 
e job a’ advertising is 
i ee currently pro- 
ry i RN ducing thousands 
: ty 9° of customer inquir- 
ay, Ut ru ies which are turned 
y ott over to our dealers for 
d) s* follow-up. This interest in 
it wai cedar closet lining repre- 
re sents a growing and active 
nal, # market. Brown‘s Super-Cedar 
an is a fast-moving, profitable item 
1, any ys a8 produced by the largest and old- 
RY est experts in the business. Sold only 
, ‘hrough leading jobbers and millwork 
ser'vite distributors. 
' dedi Write for Builders Folder and Consumer Booklet 
wool PRODUCT OF 
wet GEO. C. BROWN & CO., Inc. 
a GREENSBORO,N.C. Established 1896 
| " oan uARGEST MANUFACTURERS OF 
re ROMATIC RED CEDAR IN THE WORLD 
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L , 
New Dri-Vac—WoodLife Unit 

The White Pine Sash Company, 
Spokane, Wash., and Protection Prod- 
ucts Manufacturing Company, Kala- 
mazoo, Mich., jointly announce the 
installation of a completely automatic 
Dri-Vac unit in the Spokane plant of 
the former company. The plant uses 
WoodLife, the original water repel- 
lant preservative containing Penta- 
chlorophenol. It provides ample ca- 
pacity for the treatment of the entire 
production of sash, frames, screens, 
storm sash and other millwork items 
of one of the largest plants in the 
millwork industry. 

The Dri-Vae process utilizes vacuum 
and atmospheric pressure to produce 
faster penetration of the preservative 
into the wood and to dry the surface 
of the treated wood. While it does 
not appreciably improve the quality 
of the preservation as compared to 
the 3-minute open tank immersion 
process required by the preservative 
standards of the National Woodwork 
Manufacturers Association, it pro- 
duces at least an equal degree of 
preservation in a much shorter period 
of time. 


Rebuilding Sawmill of 
Thompson Falls Lumber Co. 


Work of rebuilding the sawmill of 
the Thompson Falls Lumber Co., 
Thompson Falls, Mont., destroyed by 
fire the night of September 27, has 
already started and a first unit is 
expected to be in production around 
the first of the year. 

The company’s first installation will 
be of a round-log gang to saw small 
logs, and edger, trimmer and sorting 
chain. A headrig capable of handling 
logs up to 36 feet in length will be 
built next. 

The Thompson Falls plant, built in 
the early part of 1951, was said to be 
the only one in the Pacific Northwest 
aside from some on _ tidewater, 
equipped to mill, dry kiln and plane 
lumber and timbers up to 36 feet in 
length. The new mill will have the 
same capacity. 

W. F. Stewart, manager of Pack 
River Sales Co., Spokane, which rep- 
resents the firm, said the mill which 
burned was little more than a year 
old. The dry kilns and planer, saved 
from the fire, are continuing opera- 
tion while the sawmill is rebuilt. 








The “Limited” hits an open 

switch and is wrecked—and so is 

the wall corner! This sort of treatment— 

nicks from toys, the vigorous use of clean- 

ing equipment, the moving of furniture, 

soon makes a wall corner look like a saw 
edge. 


You Can Protect ‘Em 


Richbead brings the protection of metal 
to all exterior and interior corners. Rich- 
bead is a high quality material easily in- 
stalled to produce smooth, clean corner 
beauty in your dry wall construction. Rich- 
bead eliminates chewed up corners caused 
by toys, cleaning equipment and furniture. 


Contractors and Builders 


Richhead goes up fast, cuts the cost of 
fitting and eliminates the need for factory 
edge board. With Richbead you can hold 
waste to a minimum and show big savings 
by eliminating framing around doors and 
windows. Richbead’s smooth, true corners 
mean lower costs to you and a better wall 
for your customers. 


Decorators 


Don’t overlook Richbead in redecorat- 
ing and remodeling. Richbead gives the 
sharp lines of newness to old exterior 
corners and covers the cracks, caused by 
settling, in old interior corners, making 
remodeling an easier, more permanent job. 





/ Richbead is the right angle for 
all dry wall corners. It comes in two 
sizes: ¥2 in. and % in.—8 ft. lengths 
—25 pieces to the carton. Get full 
details—there is a dealer handling 
Richbead near you. Send the coupon 
and we will send you his name. 








THE RICHKRAFT CO. 
510 N. Dearborn Street, Chicago 10, Illinois 


Please send me complete details on: 
Richbead for dry wall corner protection [7] 
Richflex Reflective Insulation [_] 

Richkraft Reinforced and Breather Papers [_] 


Name 
Address 
Town 


tt dtd ie its . “ : Read 
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Zone State 











THE LUMBER MARKET 


South Plans 
Record Reforestation 


An all-time peak in Southern 
reforestation is expected this fall 
and winter, with the tree-planting 
goal set at 303 million seedlings. 


According to a report released by 
Southern Pine Association, 184 
million trees were planted during 
the past season. The estimated 
current production would top all 
previous records. 

Covering a 12-state area, the 
SPA survey shows that lumber in- 
dustry purchased a fifth of the 
output of state nurseries. In addi- 
tion, more than a quarter of a mil- 
lion seedlings were grown in 
company-operated nurseries. 

H. C. Berckes, executive vice- 
president of the Association, em- 
phasized that the survey results 
indicate how “these vast new acres 
of forests are preparing us for to- 
morrow’s timber needs. 

“Southern forests have provided 
a third of the nation’s timber dur- 
ing the past quarter of a century,” 
Mr. Berckes pointed out. “The 
widespread reforestation reflected 
in this survey, plus scientific man- 
agement and forest protection, are 
assuring the South’s continued po- 
sition as a major lumber producing 
region.” 


Fire Danger 
In Tacoma Area 


Production wise, the forest fire 
threat continues to be the big 
bugaboo of the lumber industry 
throughout this area. Despite the 
potential seriousness of the situa- 
tion, resulting from one of the 
longest dry spells the Pacific North- 
west has experienced in many years, 
only one major fire has been re- 
ported. This is in the Olympic na- 
tional forest, about 40 miles west 
of Port Angeles, where some 200 
loggers and foresters are seeking 
to control a fire burning in about 
1,500 acres of timberland. 


Logging shutdowns still are in 
effect in seven western Washington 
counties and will continue as long 
as the critically dry weather pre- 
vails. Meanwhile most sawmills are 
maintaining normal cutting sched- 
ules, but in many instances are be- 
ing forced to cut into log reserves 
to do so. 
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OVER-MATURE TREES, like the Douglas fir which yielded this butt log of 4,500 
board feet from Pope & Talbot’s Hood Canal Tree Farm, are not typical of to- 
day’s timber in the Douglas fir region. This giant, 8 feet in diameter, was passed 
by in two log harvests during Pope & Talbot’s continuous century in the Puget 
James W. Grant, businessman logger, right, estimates the log’s 
The little logger, Wesley Allen, is son of the timber faller, 
Otis Allen, who brought down “Old Shaky” in a half-hour with a 44 chainsaw. 
The Douglas fir’s age was estimated at 430 


Sound area. 
weight at 25 tons. 


Logger on left is Willis Alsins. 
years. Butt rot had begun. 


A visit here this week by the 
Tatsumiya Maru is one of the in- 
dications that Japan is getting 
back into the Pacific Northwest’s 
lumber market. The ship came 
here to load fir, cedar and cotton- 
wood logs, after loading some 
200,000 feet of logs in the Portland 
area. Before World War II, the 
Japanese were one of the major 
buyers of lumber in the Pacific 
Northwest. 

Another sailing from here was 
the Hawaiian Forester which took 
568,000 feet of lumber from the 
Dickman mill for the Hawaiian is- 
lands. 

Six tracts of state timber in 
Lewis county were sold last week at 
public auction, but five other tracts 
were. not sold because bids were 
below the appraised value. Pur- 
chasers included: St. Regis Paper 
Co., tract near Mineral, $130,253; 
Weyerhaeuser Timber Co., 167 
acres, $433,407; Ross Dill, Morton, 
$38,440 and Harbor Plywood Cor- 
poration, Aberdeen, 160 acres south- 
east of Mineral, $161,169. Perma 
Products Co., manufacturers of 


grooved and stained siding, has 
announced plans for building a new 
plant at Winlock to replace one de- 
stroyed in a $750,000 fire at Che- 
halis last Aug. 9. It is expected to 
be in operation shortly after Jan. 1. 


Market Soft 
at Seattle 


The market is on the soft side 
and is either holding to old prices 
or declining around $2.00. The 
trend is for even lower prices i! 
most forest products. 

Green fir dimension, dry hemlock 
dimension and spruce items can all 
be marked down. Shingles, ceda! 
siding, plywood, pine items and 
logs are holding with siding and 
logs probably the steadiest markets. f 
Most business comes from the mit- 
dle west except in the case of shil- 


tReet! 

















gles which are having a very good} 
call from California where some 
large block developments are unde! f 
way. : 





With high prices for charteS py 
there is a large movement of lum § a 
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“The Douley 


BASEMENT WINDOW 











Real Window Quality 
Makes People Like Them 


STURDY, true fabrication from heavy, hot rolled 
members assures dealers that they will not warp 
or become distorted in handling or storage. Once 





has sold they stay sold. 

new 

de- MODULAR DIMENSIONS please the architect and 
“ builder, saving installation costs. 

a 10 

n. 1. 


TRUE manufacture means correct seating of panes 
and minimum breakage. 


ADJUSTABILITY of ventilator pleases owners, as 
does secure locking, also easy removal from inside 














0 when complete opening is desired. 
rices 
he : : 

be Made in three sizes. 

No. of Glass Masonry Shipping 
— No. Lights Size Opening Weight 
a 51 2 15x12 32x143, 18 Ibs. 
) en 82 2 15x16 32x189%, 21 Ibs. 
- and 53 2 15x20 32x223, 24 Ibs. 
kets. ; m 
mit O Be sure your Donley Catalog is the latest issue. 
shit: 
good J 
met) Th hers C 
onde e Donley Brothers Co. 
arters | 13928 Miles Avenue, Cleveland 5, Ohio 
{ jum: _—__ 
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Give YOU 3 





QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 


FINEST QUALITY 


Give Your Customers: 









BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


PLASTERERS’ 
HAWK 







ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct 
to dealers, is there- 
fore able to offer 
especially attractive 
dealer discounts. 





GREATER VALUE 
LONGER WEAR 





PLASTERING 
TROWEL 





BRICK 
TROWEL 


BRICKLAYERS’ 
LEVEL 


Send TODAY for 


FREE 


ILLUSTRATED 
CATALOG 


Write for your 1952 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 







Goldblatt Tool Company 


1924 Walnut Street 
KANSAS CITY 8, MISSOURI 


FIRST CHOICE ‘OF THE TRADE FOR 66 YEARS 
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ber to the Atlantic coast shipped 
from Canadian and U. S. west coast 
mills. This is depressing prices. 


of logs at the end of the winter; 
some are having difficulty keeping 
supplied now. 


Charter rates, which were 65 
August 15th, have gone to 110, and 
some 20 ships are dumping 10) 


Air dried stocks of pines are Inventory of logs October Ist million feet of lumber at points 
coming in. This hits low grade again revealed a surprisingly large north of Cape Hatteras. B.C. has 


stocks of common and forces prices 
down but 2 and Btr common is 
comparatively scarce. 

Peeler logs are firm and steady 
in price but sawmill logs are a 
little easier and in fair supply. Ce- 
dar stocks have improved but Brit- 
ish Columbia is buying cedar on 
this side as a result of the short- 
ages caused by its long strike. Lo- 
cal shingle mills expect to run short 


supply. Puget Sound reported 520 
million feet, which is a 48 million 
increase. A year ago the figure 
stood at 428 million. On Columbia 
river were 655 million feet, an in- 
crease of seven million where a 
year ago stocks totaled 452 million 
feet. Only Grays Harbor with 119 
million showed a loss for the month 
of nine million. A year ago the 
Harbor area reported 94 million. 








THE DEMAND IS oO iA REDWOOD! 


cut the lumber price $6.00. It’s an 
axiom that when freights go up 
lumber goes down and has to he 
sacrificed. 


Inventories Limited 
at Kansas City 


Lumber distribution in the South- 
west slowed down a bit in the last 
two weeks, but some items were in 
definite short supply, according to 
reports from mills with headquar- 
ters here. Not in more than two 
years has there been such a short- 
age of 6 and 8-inch No, 2 boards, 
and prices are right up to the ceil- 
ings for air and kiln-dried stock. 

Shipments have slowed down, 
notwithstanding the drop in busi- 
ness, because of the longer period 
required to air-dry lumber. Mills 
have virtually no surplus stock on 
hand and are producing only 
against the order file, which, inci- 
dentally, still is substantial. 

The rainy season is at hand and 
mills do not have any great amount 
of logs ready for the mill. This 
should keep prices steady and at 
about current levels for a spell, it 
is believed. 

Mills are elated over the recent 
upturn in demand for hardwoods. 
This market, in the doldrum for a 
year, has begun to perk up, as fur- 
niture and box factories are buying 
in fair amounts. Gum prices are 
up fully $10 a thousand from their 
summer lows. No. 2 is currently 
quoted at $42 to $43 and No. 1 
common at $80, and FAS at $100. 

On finish, the small and medium 
mills are offering at $155 to $160 
a thousand, while the larger mills 
are asking $175 for 1x 8B & btr 
and $165 for C & btr grades. 

In the dimension class, there was 
no good demand for 10 and 12-foot 
lengths, but for the 14 and 16 
foot sizes a good demand was evi- 
denced, with shortages apparent in 




















the latter. On 2 x 4’s in the longer fF 
: . lengths, mills were getting from ; 
Your customer wants Redwood he can trust—stock he can count on to give him the $90 to $95, while for the 2 x 6° fl 
fine performance Redwood is capable of giving! And that means grade-marked, the price was $85 to $90. 
trade-marked, Certified Dry Redwood—accurately graded, uniformly milled, pro- The Trans Missouri-Kansas Ship- 
perly seasoned. per’s board, in its fourth quarterly f 
The demand is for dependable CRA Redwood—so why gamble? Feature CRA ee ee oe 
— of—the Redwood processed by these west, sald that shipments this yeal & 
a _ i aaaaliaaalaaaie P y would require 11,397 cars, while 12 
repel caeeey Sam. the same 1951 period actual !oad- 
CALIFORNIA REDWCOD ASSOCIATION MEMBERS: pone Mo a 12,663 cars. = 
Eureka Redwood Lumber Co. « Arcata Redwood Co. + Coastal Plywood & Timber Co. « Hammond Lumber Co. would in leate a 10% decrease 
Holmes Eureka Lumber Co. « Northern Redwood Lumber Co. « The Pacific Lumber Co. » Rockport Red- carrier space for shipment of |um- 
wood Co. « Simpson Loggnig Co. * Union Lumber Co. « Warm Springs Redwood Co. « Willits Redwood Products Co. ber in the last quarter of the yeal. 
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IT Packaged Window and Door Trim 


SAVES... TIME 


MONEY 
WASTE 


It eliminates waste because there is no cutting waste 
and no loss of material. Trim-Kit is architecturally 
correct in design. Accurately and smoothly machined. 
It cuts handling costs plus lower overall cost. Made 
of clear, soft-textured Ponderosa Pine. It saves distri- 
bution time because Trim-Kit is easy to stock and to 
inventory. Horizontal members in one package and 
vertical members in another package. 


Contact your jobber. Trim-Kit is sold through recog- 
nized jobbers only. 


OUR MOTTO: ° 


Firpine also manufactures 
Ponderosa Pine lumber and 
wholesales other species of 
Western woods—lumber, mill- 
work, mouldings, cut stock and 
specialty items. 









‘If it's made of wood, We sell it.’’ 


Propucts COMPANY 


P. O. BOX 188 — OSWEGO, OREGON 











Made from finest 
kiln-dried Ponder- 
osa Pine 




















THE ALL-WOOD Self-Storing 
Combination SCREEN & STORM SASH 


Tailor-made to give you bigger sales and profits! 





Comes completoly 
weatherstripped 
You can sell the MOORE at less than ¥4 the price of the 
average metal combination. Costs no more than an 


ordinary screen and storm window—and does the job of 
both of these. 














Costs no more 





than ordinary Point out to your customers that the MOORE is a single, 
= storm permanently installed weather stripped unit designed to 


fit any window. It won’t stick, rust or rot. . 
year-round ventilation. 


For more about MOORE ... the sales sensation, drop us 
a note on your letterhead today! 


MOORE SASH COMPANY 


P. O. Box 420 Scottsbluff, Nebraska 


. It gives 

























Provides cons 
trolled ventilation 














Toxic-treated—rot 
proof . . . mols- 
ture resistant 





Visit us on the 6th floor at the 


CONRAD HILTON HOTEL — CHICAGO 


During the NAHB Convention Jan. 




















18-21 
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Nationally 


Lumber shipments of 474 mills 
reporting to the National Lumber 
Trade Barometer were 1.4% below 
production for the week ending Oc- 
tober 11, 1952. In the same week 
new orders of these mills were 
0.1% below production. Unfilled 
orders of the reporting mills 
amounted to 38% of stocks. For 
the reporting softwood mills, un- 
filled orders were equivalent to 20 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 51 days’ production. 


For the year-to-date, shipments 
of reporting identical mills were 
4.8% above production; orders 
were 3.2% above production. 


Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 
37.8% above; shipments were 
41.4% above; new orders were 
45.6% above. Compared to the cor- 
responding week in 1951, produc- 
tion of reporting mills was 5.8% 
below; shipments were 2.7% be- 
low; and new orders were 5.0% 
below. 








Southern PINE 
and HARDWOODS 


L.D.16 


URBANA, ARK. 








PHONE L.D. 16 











MILLS AT: SPRINGHILL, LA. — CALION, ARK. — URBANA, ARK. 
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Douglas Fir 


Shipments of Douglas fir lumber 
topped production by ten million 
feet a week during September, ac- 
cording to Harris E. Smith, secre- 
tary, West Coast Lumbermen’s 
Association. 


Smith said sawmills in the Doug- 
las fir region through the first forty 
weeks of 1952 were within 118,- 
700,000 feet of the 1951 production 
figures for the same period; ship- 
ments in 1952 exceed production 
while orders were 79,800,000 feet 
below production. Through Sep- 
tember these mills had produced 
7,805,369,000 board feet; shipped 
7,817,241,000 board feet; and or- 
ders totaled 7,725,543,000 feet. 


Rail shipments as well as cargo 
to California and Atlantic Coast 
were above 1951, the lumber leader 
pointed out. 


The weekly average of West 
Coast Lumber production in Sep- 
tember was 222,185,000 b.f. or 
118.7% .of the 1947-1951 average. 
Orders averaged 207,549,000 b.f.; 


Shipments 232,204,000 b.f.; Weekly | 


averages for August were: Produc- 
tion 223,184,000 b.f. (119.2% of the 
1947-1951 average); Orders 205,- 
947,000 b.f.; Shipments 222,474,000 
b.f. 


Western Pine 


Production of Western Pine and 
Associated Woods by the 107 mills 
reporting to the Western Pine As- 
sociation for the week ending Oc- 
tober 16, totaled 77,364,000 feet. 
This compares to 78,829,000 feet 
for the same period a year ago. 
Shipments for the week ran to 
70,071,000 feet, 9.4% below produc- 
tion. For the same week a year 
ago shipments were 76,217,000 feet. 
Orders for the week were 67,045, 
000 feet, as compared to 73,488,000 
feet a year ago. Unfilled orders at 
the week’s end totaled 196,351,000 
feet. 


Southern Pine 








Shipments of Southern Pine by 


the 126 mills reporting to they 
Southern Pine Association for the) 
week ending October 11, totaled) 


18,110,000 feet, 2.32% below pro} 


duction. Orders for the week ralyy 
to 16,499,000 feet, 19.23% below} 
the three year average. Unfilled 
orders totaled 52,832,000 feet) 
2.96% less than the previous week) 
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HAWKINS Prefabricated 


ADJUSTABLE RAILINGS 
fit'ANY Tread and Rise 








recone} BNL 


digg i | SORE 


— 





Fill railing rr dene STOCK 


INCREASES YOUR PROFITS and 
j SAVES CUSTOMERS 
up to 200% 


No expensive drawings, no de- 
lay. Simply combine the 
proper amounts of level and 
bevel rail with posts and orna- 
ments from information on 
customer's rough sketch. 
















USE INDOORS 
OR OUTSIDE 


GUARANTEED TO FIT 
ANY NORMAL PORCH 
OR STEP ARRANGE- 
MENT 


Low cost and quick 
service will bring you 
volume sales with good 
profit margin. 





ADJUSTABLE 
WINDOW GUARDS 


Fit any window, installed or 
removed in a jiffy with spe- | 
cial key. Sell over-the-counter 7 
for customer installation. $e 








Wrife for details and folders. 


HAWKINS IRON CO., INC. 


Birmingham 4, Ala. 


317 North 4th St. 
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HIDALIFT 


the completely 
modern | 
SASH BALANCE 


New construction really sells faster when you add Hida- 
lift’s exclusive ‘sell’ features to your buildings. And no 
wonder! 100% concealed — it boasts positive lifting power 
provided by the highest quality coil spring. Smooth-as-silk 
in operation, the new, improved Hidalift is designed for 
easy, fast installation. Truly the most modern sash balance 
ever made .. . acclaimed by builders, contractors and 
homeowners — everywhere! 


TWO TYPES OF ATTACHING BRACKET 
Tension is applied DURING installa- 
tion by winding hinged bracket arm 
(on “'L’ type); AFTER installation by 
turning tensioning screw on both 
“L” and “Cup” types. 





Quality Products 
For Over A Century 





Fe ee ee an ee ae ee re ae Cena ee ree 








HIDALIFT DIVISION 

THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 
Gentlemen: 

Send complete literature and prices on Hidalift. 

Please check 0) Dealer 0) Builder 

Name 

Address 

City Zone State 
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Lumber Prices at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 

BEE caviicecsenss 155.00 150.00 105.00 
Flat Grain Flooring 

reer ere. 130.00 125.00 93.00 

De ccgusseeeuven 155.00 150.00 105.00 
Drop Siding 

1x6 (Pat. #106).150.00 145.00 110.00 

1x6 (Pat. #116).155.00 145.00 105.00 
Ceiling 

a eo 125.00 123.00 80.00 

| err 115-125 120.00 80.00 
Boards and Shiplap and 2” (Green) 

1x6 1x8 1x10) «61x12 

Mie DB ccvene 67.00 70.00 68.00 75.00 

mee SD ccwaen 62.00 61.00 60.00 68.00 

ee ee 52.00 55.00 52.00 60.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 78.00 78.00 79.00 78.00 78.00 
2x 6 76.00 76.00 76.00 79.00 77.00 
2x S 74.00 74.00 74.00 76.00 76.00 
2x10 76.00 77.00 76.00 76.00 76.00 
2x12 76.00 74.00 74.00 76.00 76.00 
No. 2 Dimension 
2x 4 68.00 68.00 71.00 70.00 70.00 
2x 6 69.00 66.00 70.00 68.00 72.00 
2x 8 69.00 69.00 69.00 69.00 68.00 
2x10 69.00 69.00 69.00 69.00 69.00 
2x12 69.00 69.00 69.00 69.00 69.00 
No. 3 Dimension R/L Only 
BE Oe Ree e Se hee et Hee bee ee reeade 51.00 
2x 6 Pe ee eee Pe ee ee ee 48.00 
i ae ree eer earners ore 45.00 
0 EN eee eee 40.00 
MEET. ol aialh qigiaainasn aide aern ata aie Snare 38.00 


(Add 10-15 dollars for dry lumber.) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 13.50 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.00 
Perfections 
No. 1 18” 5/2%, 10.50-10.75 
No. 2 18” 5/2% 5.00- 5.50 
No. 3 bi. as 5/244 4.25 
xXxxX*xx 
No. 1 i¢’ 5/2 9.00 
No. 2 5/2 5.00- 5.50 
No. 3 16” 5/2 4.25 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 


Clear “a omy 
Sm4 tmeGh ...es 80.00 75.00 50.00 
%x5 inch ...... 85.00 80.00 60.00 
SEE6 NER «2.60 105.00 100.00 85.00 
S628 §MCR «2.0 135.00 130.00 90.00 
Clear Bungalow Siding, % Inch 
fs errr 170.00 165.00 125.00 
SO TUG ¢cevsave 190.00 185.00 145.00 
ae OO xekaee ee 195.00 190.00 150.00 
Finish B and Btr, S82 or 4S, 
6’ to 16’ or Rough 
Se: cee vesueonseedennecaane 240.00 
DY daceh:favese tu aicas: hah ata s aia ae Gece ae ae 240.00 
EID. cidbieta atin wanes wemae amma we wee 250.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr. Cc D 
ae pebtneeteteun sy 00 100.00 90.00 
i) sation ae wma 120.00 115.00 95.00 
EE on mouldings 620’ -20’ odd 
lengths. 
Series 8, 


000 
Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 
per cent. 


Clear Lattice, 5-16”, 6-16’ 

100 Lin. Ft. 
DE She kKceeeceenteereeveoownwen 1.50 
SUE. 600e bus ewtwev es wis eeneeewes 1.76 


WESTERN PINES 


Ponderosa Pine 


wes ~ ied 
Selects 
2 or 48 4/4 RW 6/4 Ww 8/4R 
C&Btr RL ...250.00 255.00 265. 00 
Shop, 828 No. 1 No. 2 
rere rr 135.00 110.00 
Dre. ear deeaimale eicunacace meen 135.00 110.00 
Commons, S82 or 4S 
2&Btr No. 3 0.4 
-o -. See 118.00 78.00 64.00 
Bete TM vecenes 118.00 78.00 64.00 


Idaho White Pine 
Selects S82 or 48 


1x4 1x6 1x8 1x10 
eee. RL 270.00 271.00 271.00 278.00 








‘onde 239.00 239.00 239.00 250. c 
Commons, S82 or 48 No. 1 No. 2 No. 
 * eee 157.50 146.00 11800 
BREE -cceweeuswes 188.00 151.00 118.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW “we pod “ Bg A 
B&Btr. RL ..270.00 
ia 265.00 a78, 00 380. 00 
it. Se 235.00 245.00 245.00 
Shop, S82 No. 1 No. 2 No. 3 
| errr 157.00 125.00 85.00 
WG eavacuvecee 157.00 125.00 85.00 
OAK FLOORING 
Clear Pln #4x2% #4x1% %x2 %x1% 
White ..180.00 155.00 177.00 162.00 
Red ....185.00 160.00 177.00 162.00 
Sel. Plain 
White ..160.00 135.00 167.00 152.00 
Red ....168.00 140.00 167.00 152.00 
#1 Com. 
Pin White 
& Red ..145.00 115.00 125.00 115.00 
#2 Com. 
Pin = 
& Red 80.00 55.00 82.00 77.00 
#1 Com. 
& Btr 
Shorts, 
14%” ...100.00 75.00 97. 00 97.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc D 
TG .ckcevncees --175.00 165.00 145.00 
Flat Grain Flooring 
BE +stseeeuseos 160.00 150.00 110.00 
De: Aeneas tcumens 190.00 180.00 140.00 
Drop Siding 
1x6 (Pat. #106).170.00 160.00 130.00 
1x6 (Pat. #116)'170.00 160.00 130.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 -110.00 115.00 125.00 150.00 
No. 2 ... 85.00 $7.00 87.00 90.00 
No. 3 ...70.00 75.00 75.00 80.00 
No, 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 


87.00 87.00 
2x 8 90.00 90.00 A 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 


No, 2 Dimension 


2x 4 84.00 85.00 87.00 97.00 97.00 

2x 6 80.00 81.00 82.00 91.00 93.00 

2x 8 80.00 81.00 82.00 91.00 93.00 

2x10 84.00 85.00 85.00 91.00 93.00 

2x12 84.00 85.00 85.00 91.00 93.00 
No. 3 Dimension R/L Only 

ax 4 CLOG secs ae ‘ 

2x 6 60.00 ; 

2x 8 59.00 

2x10 59.00 .... pain ere 

2x12 69.00. .... wee verde 


REDWOOD 


Bevel Siding 





%x 4 V.G. Clear All Heart....... 90.00 
14x 6 V.G. Clear All Heart....... 117.00 
%x 8 V.G. Clear All Heart......- 138.00 
5ax 6 V.G. Clear all eae 117.00 
54x 8 V.G. Clear All Heart....... 144.00 
54x10 V.G. Clear All Heart....... 153.00 
4X V.G. Clear £21 Heart......0. 154.00 
a= $ V.G. Clear All Heart... 184.00 
%x10 V.G. Clear All Heart....... 207.00 
3x12 V.G. Clear All Heart....... 211.00 

Note: A grade V.G. Redwood Siding 
approx. $4.00 less for % and % in 
above sizes. $5.00 less for % inch in 
above sizes. 

Anzac Siding 

ixi@ V.G. Clear All Heart........ 226.00 
1x12 V.G. Clear All Heart........ 241.00 

Note: Deduct $8.00 for A Grade. 

Finish 
= 6 ABBtr. BIGING.....scsccsces 120.00 
Tee S Meeeee. Bes ccc ccccencese 140.00 
Tee FS BGs. BH. cscccvaccsevs 165.00 
ee A err re 155.00 
oS 2 ee eer 165.00 
EE MEG oo 66 eiceeiwencelnncas 195.00 
peu eee 200.00 
oe 205.00 
4x IES Ras oo bis sad olerae ewatera 165.00 
TEN GEES ho. os cinisc es secl oneness 180.00 
WESTERN HEMLOCK 
Vertical Grain Flooring 
B&Btr. c D 

URE cccccscccscckeeee 214000 166.00 
Flat Grain Flooring 

EEG ccccvcecsceckanee 37648 93.00 

BED véevecnsceus 155.00 150.00 100.00 
Drop Siding 

1x6 (Pat. #106).145.00 135.00 105.00 

1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 

er 105.00 100.00 70.00 

SEE setecueee “110-120 105-115 90.00 
Boards and Shiplap and 

2” (Dry) 

1x6 1x8 1x10 1x12 

No. 1... 80.00 82.00 82.00 82.00 

No. 2 ... 77.00 77.00 77.00 77.00 

No. 3 ... 64.00 66.00 66.00 66.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
77.00 77.00 le 
77.00 77.00 77.00 82. 
79.00 79.00 
2x10 77.00 79.00 77.00 
2x12 77.00 77.00 

No. 2 Dimension 
76.00 76.00 78.00 

75.00 76.00 7 
73.00 73.00 72.00 
72.00 73.00 
70.00 70.00 


2x 4 
2x 6 
2x 8 


2 





ENGELMANN SPRUCE 


Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x12 
No. 2&Btr...105.00 105.00 114.00 120.00 
No. 3&Btr... 75.00 80.00 84.00 85.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 78.50 78.50 78.50 85.50 85.50 
2x 6 76.00 76.00 76.00 80.00 80.00 
2x 8 76.00 76.00 76.00 80.00 80.00 
2x10 76.00 76.00 76.00 83.00 83.00 
2x12 79.00 79.00 79.00 83.00 83.00 
No. 2 Dimension 
2x 4 73.00 73.00 73.00 73.00 73.00 
2x 6 73.00 73.00 73.00 73.00 73.00 
2x 8 73.00 73.00 73.00 73.00 73.00 
2x10 73.00 73.00 73.00 73.00 73.00 
2x12 73.00 73.00 73.00 73.00 73.00 
(Boards graded No. 1, 2, t flat 


x» 2 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 


November 3, 1952, AMERICAN LUMBERMAN © 





oO SEN 








SA ML ory 


abhi 2 in kt 





Bun 





0 


)0 
0 


00 
00 


7.00 
7.00 
3.00 
3.00 
».00 


0.00 
5.00 
1.00 
3.00 
3.00 








RRNA RTEG Ik PRS ani 1 NRL 


ow-ell-dor 


‘ey! 


HOW-ELL-DOR Sectional Upsweep 


Garage Doors are distributed 
exclusively through dealers, and are 
available in 38 stock sizes for 
residential, commercial and service 
station installation. Custom-built 
doors of unusual design or size 

are a specialty. 


Styled, constructed and priced 

to SELL, the HOW-ELL-DOR offers 

vast opportunities in today’s expanding 
garage market. As an added feature, 
HOW-ELL-DOR hardware is now avail- 
able to meet 914”, 7”, 6” and 3” low 
headroom requirements. 


The ' "Picture 


New sturdy 
design; two 

. nd sec 
high with “"? nails = 


panels wide, 


png Sy Was 13%” thick. 
Write for 
FREE 
Catalogs 








quality door 1 five sections 


tion open for 
Seer 


Many ; 
o 1 , 
e “a Bh, Issn ° 
Wippeg 5% 
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What's Cooking in the Kitchen? 


WE HARDBOARD TWINS STIR THINGS UP 


Tell your customers to turn us loose in a kitchen ... that’s 
the recipe for good jobs. 

We make doors, back cabinets, partition drawers, fill in 
corners and serve in dozens of helpful ways that any good 
builder knows and understands. 

STAN is the Weldwood® Standard Hardboard twin... and 
TEMP, the Weldwood Tempered Hardboard member of the 
team, treated with oil and plastic so it’s permanently weather- 
resistant. 

Both Weldwood Hardboards can be cut, sawed, drilled, 
bored, planed or worked by any standard or ordinary hand 
tool. Both, being lighter than average in color, can be painted, 
even with pastel pigments. Both serve builders in any room 
in the house. Order today from your Weldwood supplier. 


WELDWOOD' Hardboard 


Manufactured by Abitibi Power and Paper Company 
Distributed Exclusively By 


UNITED STATES PLYWOOD CORPORATION 
World’s Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 

Branches in Principal Cities * Distributing Units in Chief Trading Areas 
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To meet all your requirements: both 
Standard and Tempered Grades of 
Weldwood Hardboard come in three 
popular thicknesses: 1/8”, 3/16” 
ard 1/4”.In sizes: 4’x6’, 4’x8’,4’x10’, 
4’x12’ and 4’x16’. Panels up to 4’x12’ 
are wrapped six to a package. Weld- 
wood Tempered Tile Board is avail- 
able only in 1/8” thickness and sizes 
4’x4’, 4’x8’, 4’x12’. 

Call your Weldwood salesman for 
Weldwood Hardboard or Tile Board 
today. 






















MERCHANDISING CLINIC 


Great Forces Are at Work 


Six important factors are aiding 
and abetting the “Do-It-Yourself” 
movement concerning which this mag- 
azine had much to say in a previous 
issue: (a) high cost of having things 
done, (b) ready-to-use materials, (c) 
power equipment, (d) more leisure 
time, (e) shortage of workmen at any 
price, (f) inconvenience of having 
outsiders around. Any two or three 
of these factors are sufficient in them- 
selves to start new trends. The 
combination of the six adds up to a 
highly-profitable merchandising op- 
portunity for lumber dealers. 


. . - Prospects are most easily 
located with “bait” that inter- 
ests them rather than the 
dealer. 


Better Workmanship 
at No Cost! 


We have a friend who has nearly 
$4,000 invested in “do-it-yourself” 
power equipment in a workshop base- 
ment that is the talk of the commun- 
ity. A handyman by nature, he is now 
able to indulge in the luxury of buy- 
ing anything of this kind that strikes 
his fancy. So eager is he to put his 
equipment to good use, that he often 
does work free of charge for his neigh- 
bors if given a chance . . good 
workmanship, too. 


. .. The scene shifts rapidly as 
inventive minds turn attention 
to today’s construction needs. 


Big Savings on Small Jobs 


Since property owners work fewer 
and fewer hours at their regular jobs, 
it is only natural that they should try 
and find things to do around the house 
that will keep them busy or save 
them money, or both. This is espe- 
cially true when homeowners can save 
as much as they do by doing the work 
themselves. It mounts up fast. 


... First step is making such 
work easy to do with power 
equipment and ready-to-use ma- 
terials. 


Tools Are Available 


Recently we were confronted with 
a wet splotch on the wall in the base- 
ment. Two or three weeks went by 
before we finally realized the leak 
needed immediate attention. A search 
in the Sunday classified brought a re- 
_pairman who shortly brought the in- 
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formation that the defect could be 
remedied for $20. The next day he 
dropped by, borrowed the neighbor’s 
ladder, caulked the top of a defective 
window, tossed the used tube into the 
alley. Later we saw the same thing 
in our neighborhood hardware store 
for something less than $2.00 for 
the gun and enough caulking com- 
pound to do the job. We had no 
complaint. The work had been done 
according to agreement. It did the 
job. But it proved that a lot of 
money can be saved if you had the 
know-how that enables you to do the 
work yourself. 


. . - Then there is the fun of 
doing it to be considered. 


It's Easier to Please Yourself 


Usually, property owners like their 
own work better than when it is 
done by someone else. They may not 
be regarded as experts, but there 
are a lot of workmen who are far 
from being entitled to such a classi- 
fication. Once upon a time it was 
necessary to serve a long period as an 
apprentice, but this is no longer true 
in many kinds of work. Fortunately, 
materials are easier to use. 


. .. The need for do-it-yourself 
materials means that more and 
more of them will become avail- 
able. 


Too Much Emphasis? 


The answer to this question will 
be found in many areas on Saturday 
forenoons when property owners flock 
to the lumber yards in search of 
materials to keep them busy over 
the weekend. “Shoulder trade” al- 
ways was important. Today it’s 
known by a different name, but it’s 
more profitable than ever since auto- 
mobiles make it possible to increase 
the size of the purchases and ex- 
pand the size of the trade area. 
These two factors should not be over- 
looked in any merchandising pro- 
gram. That is why it is not possible 
to over-emphasize the rapidly in- 
creasing importance of the “do-it- 
yourself” trend. 


. . . Six factors in search of a 
market call for careful atten- 
tion. 


The Big Merchandising Six 


Consider the potency of the six 
factors named in the first paragraph, 
(a) relief from high labor cost (few 
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can afford what it costs to remodel o? 
repair), (b) having work done by 
machinery in a factory instead of by 
hand on the job, (c) power equip- 
ment (speed plus accuracy for ama- 
teurs), (d) shorter work-week (some- 
thing to do in otherwise idle hours), 
(e) shortage of workmen (try and 
get help when you need it!), (f) in- 
convenience of having outsiders 
around (the household routine goes 
on as usual when you do the work 
yourself). Combine these appealing 
factors into a merchandising package 
and you really have something! 


. . . “Do-it-yourself” should be 
built up to the maximum when 
business is good. 


Ideal Buffer 


We now hear many references con- 
cerning the days to come when busi- 
ness will not be as good as it has 
been during the many years of un- 
precedented prosperity. The slight- 
est evidence of falling off in demand 
causes great apprehension—so much 
so that this fear may feed on fear 
—and create a bad situation. The ideal 
buffer against any sort of a falling 
off in business is to teach property 
owners how to use economical, ready- 
to-use materials to do their own 
maintenance work. That is when “do- 
it-yourself” will have even greater 
appeal than at present. 


. . « The wise merchant builds 
for the future. 


Get Ready for 
What Comes Next 


Fear raised havoc with profit show- 
ings in 52. Many dealers were pes- 
simistic at the beginning of the year. 
Business became highly competitive. 
Price-cutting was all too common... 
and needless in a majority of cases. 
Profits went down the drain. 


. . . The need is for courage, 
information, and good sales- 
manship. 


The Proper Size Up 


Markets exist as long as there is 
property to be maintained. Today’s 
job for lumber dealers is to accele- 
rate the “do-it-yourself” trend m 
every possible way—not only to swell 
current volume, and profits, but to 
build a buffer that will come in handy 
in the future . . . regardless of wheth- 
er business is good or bad. 
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Something¢“to sell 
every day in the year— 


PHENIX All-Season 
~ Building < 
Products. << 


You'll find a positive selling edge 
in everything that Phenix makes — 
special exclusive features in con- 
struction or operation that register 
with your market, both contractors 
and home owners. When this brand 
of quality appeal is reinforced by 
price appeal — and Phenix has it — 
you’ve got a business-building com- 
bination that spells out PROFIT for 
you. Write for full information. 


PHENIX +#0- Season 
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4 Combination Doors 
“<a Sell Phenix and you sell the only 
t fully guaranteed combination door 
d ( RI FFIN on the market. Exclusive Wedge- I 
. Yen lock construction makes it possible ——C.< 
ch — GO to guarantee this door against break- @ There are 
ar age, provides you with a potent mer- pe ——e 

| c ’ ombina- 
al | chandising package at a popular tion Door 
ng price. Cash in on this sales oppor- mg 9 — 
ty § on tunity, as thousands already have. choose. 
ly- For more than 50 years Griffin 


io hinges have been known for their LE _?P HENIX sll - Season 
- ——} Overhead-type 


YY. Garage Doors 


$ 
= 


me Phenix makes two over- 

; 4 | . head-type garage doors— 

| i j ' | a good one-piece door for 
2 '. the budget market, a bet- 
hb] + ter sectional door for 
i li) » those who have more to 
; |. spend. Both doors are 
i ; - — ome | . power-packed with selling 
i Griffin. 9 eee i | features, both carry a 
Ow- fi 5 i P | _? price tag that will make 
pes- 4 


£ i DOOR NEEDS THREE! # (a * you a big competitive fac- 
ear. 
tive. ae vaneeece enema 


“| -(RIFFIN- 


— -  @ This is the Phenix No. 700 Wedgelock door— 
. anufacturing Company 


less than 4 inches of headroom required,and no 
premium in price. : . i 
amp A Be 
ERIE +» PENNSYLVANIA 
THE B. S. ALDER COMPANY 


PHENIX +40- Season 
Combination Window 

45 Warren Street 

New York 7, N.Y. 

NSON & SONS E. H. FARRAR 


Here’s the hardest-hitting combina- 
HARVEY D. RUSH & SONS WALTER S. JOH 
917 St. Charles Avenue 6637 Golf Drive 





fine materials and workman- 





ship. Griffin hinges are 


part of a wide variety of light 


¥ 


builder’s hardware... | —— 


quality produced by i no 




























bedrock price, quality construction, 
easy operation — all of the conven- 
ience features important to home own- 
ers. This time-tested, one-piece wood- 
en unit that fits into a permanent 














tion window on the market. It offers 
4638 Nichols Parkway 





Kansas City, Missouri 


Atlanta, Georgia 


Dallas 5, Texas 











































: wood frame complements the finest 
re 18 WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS . : 
day's 1639 W. Fargo Avenue 2611 Garrison Blvd. 1355 Market Street homes, yet it costs no more to install 
1 . Chicago 26, Illinois Baltimore 16, Maryland San Francisco 3, Calif. than ordinary screen and storm sash. 
ecele GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS No wonder it is making sales for deal- 
d in 17134-6 Wyoming Avenue 1620 Garfield Street 4524East 60th Street ers from coast to coast. 
«well 4 Detroit 21, Michigan Denver 6, Colorado Seattle, Washington 
+ to 4 > AUSTIN & EDDY INC. W. C. MEIBAUM & CO. L. G. FULLER, J3. H 
u ;. > 115 Broad Street 6954 Oleatha Avenue 644 Wellington Road = JPHENT. 
handy _ FB Boston, Massachusetts St. Louis 9, Missouri Jackson 6, Mississippi_== 
3 Ss, ee 
eee 
; ————=—=>=E>=>=_»_==__=™=__=_—==|_|_»@@@[E—=_—Ean]ES==~ Washington Rd. 
AN & BuitpiInc Propucrs MERCHANDISER 
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STANLEY 
ROLLER CATCH 





Your customers will 
immediately spot the 
convenience of 
this Stanley No. 
23 Roller Catch 
(for house doors 
that don’t require 
locks). It auto- 
matically holds doors 

securely closed . . . eliminates rattl- 
ing ... operates quietly and 
smoothly with a push-pull action. 
Easy to install, too, just drill a 7” 
hole 23/4” deep in door. Comes com- 
plete with screws — one dozen ina 
box. Be sure to have this fast- 
moving item in stock. . displayed 
prominently for best results. We’ll 
be pleased to send you a Roller 
Catch Counter Display if requested 
on business letterhead. The Stanley 
Works, New Britain, Connecticut. 


REMEMBER . . . THREE HINGES TO A DOOR 


STANLEY 


Reg. U. S. Pat. Off. 


MARDWARE + TOOLS + ELECTRIC TOOLS 
STEEL STRAPPING ° STEEL 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—It’s not exactly a gold mine 
of an idea, but what’s one way to 
dispose of odds and ends (warped 
moldings, etc.) ? 


2—By all that’s “holey” you 
should profit two ways from what 
new panelling material, according 
to one advertiser? 


3—When a customer walks into 
a store is “What do you want?” 
the right question for the salesman 
to ask? 


4—What’s unique in plan about 
the Small Homes Council’s newest 
demonstration house? 


5—New dealerships are being of- 
fered by what Florida jalousie 
manufacturer? 


6—How do you pick up an oil 
drum lying on the ground with a 
fork lift? 


7—Like the advertiser’s two-toed 
sloth, you too should do what to 
find real value? 


8—To build a new paint business, 
according to one manufacturer, you 
should stock what product? 


9—According to one hardware 
advertiser, the nail to use with wall- 
boards is what? 


10—The latest and most sensa- 
tional wood window development to 
come along in years, according to 
its manufacturer, is what? 


(Answers on Page 136) 








ACE 


Hundreds of dealers coast to coast 
find the beauty, warmth and cheer of 
a READYBUILT Fireplace on display 
wins customers—and results in quick, 
sure sales! Large variety of attractive 
models in brick, stone and wood 
available—to suit any individual taste 
or any style home—for use with gas 
or electricity! Furnished complete, 
ready to be installed. Shipped any- 
where. Write for catalog and dealer's 
propositions. 


The Readybuilt Products Co. 


1709-23 McHenry St. Baltimore-23, Md. 


READYBUILT FIREP! 


(Reg. U. S. Pat. Off.) 














DO YOU HAVE 
A REDWOOD 
ACCOUNT? 


HOBBS WALL, Redwood Lumber 
Distributors for the past 86 years 
are inviting inquiries from whole- 
sale lumber distributors and com- 
mission men who also have built 
their business on years of honest 
dependable service. 


HOBBS WALL 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 


405 Montgomery Street, 
San Francisco 4 GArfield 1-7752 





—_ 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


Southern Screws is an excellent cat- 
alog covering a complete line of wood 
screws in steel, brass and _ silicon 
bronze, Slotted and Phillips heads, in 
a wide range of sizes. Made from 
special formula high-grade wire, these 
screws are produced to close toler- 
ances, minutely tested, gauged and 
inspected at each operation. For copy 
write Southern Screw Company, Dept. 
AL, P. O. Box 68, Statesville, N. C. 


A new “do-it-yourself” Garage Door 
Installation Instruction Spread-Out 
Sheet has just been released by How- 
ell Manufacturing Company, makers 
of How-ell-dor sectional Upsweep resi- 
dential and commercial garage doors. 
Instructions refer specifically to the 
installation of sectional type doors 
with low-headroom equipment. Each 
phase of the installation—from meas- 
uring the door and opening to the 
final paint job—is simply described in 
a series of 12 steps, all illustrated by 
on-the-spot photographs. For copy 
write Howell Manufacturing Com- 
pany, Dept. AL, Cottman St. & Has- 
brook Ave., Philadelphia 11, Pa. 


Pienite Decorative Plastic Lami- 
nates for Furniture, Work Surfaces, 
Paneling, is the title of an attractive 
folder showing Pionite patterns in 
actual color. These decorative plastic 
laminates come in a wide variety of 
wood grains, pearl, linen, frost, two 
tones, multicolors, and other striking 
patterns including custom designs. 
Write Pioneer Plastics Corporation, 
Dept. AL, Salem, Mass. 


Acusti-Luminus Ceilings, a descrip- 
tive folder of this ceiling material, 
also shows numerous installations, in 
addition to specifications and installa- 
tion instructions. Acusti- Luminus 
Ceilings are said to offer glareless, 
shadowless, even light coupled with 
efficient acoustical treatment. For 
copy of folder write Luminous Ceil- 
ings Ine., Dept. AL., 2500 W. North 
Ave., Chicago 47, Ill. 


New designs and data covering the 
company’s line of. gas heaters, has 
been prepared by Reznor in a com- 
plete revision of literature. Head- 
ing the list is a 20-page general cata- 
log, No. GN-52, in which the Reznor 
line is classified into the four types 
of heaters which it manufactures. 
This factual general catalog gets into 
the “meat” of the subject with a 
minimum of selling copy. Other 
literature supplements the catalog 
with the sales story. Write Reznor 
Manufacturing Company, Dept. AL, 
Mercer, Pa. 


An Architects’ Guide for specifying 
resilient tile flooring is offered by 
Kentile, Inc., in a 4-page folder. This 
publication covers all uses for which 
each type of resilient tile is recom- 
mended and for which it is not rec- 
ommended. Specific information is 
Siven for Kentile asphalt tile, Kent- 
cork cork tile, KenRubber rubber tile 
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and Special Greaseproof Kentile. The 
guide covers right and wrong uses of 
Kentile products in kitchen, bathroom, 
bedroom, nursery, living-room, foyer 
and basement room. It indicates rec- 
ommended and not recommended use 
of resilient tile in such commercial in- 
stallations as office working areas, 
private offices, hospital wards and cor- 
ridors, schools and public buildings, 
libraries, stores, restaurants and fac- 
tories. Write Kentile Inc., Dept. AL, 
58 Second Ave., Brooklyn, N. Y. 


Methods of adding advertising im- 
pact through effective check design 
are outlined in a brochure prepared 
by the Todd Company. The brochure, 
“Change payments into profits with 
check beauty,” incorporates actual 
samples of outstanding checks in the 
building supply field. Because each 
brochure contains actual check sam- 
ples, it will be made available only 
to company executives who write on 
their letterhead for “Check Beauty 
Folder,” Todd Company, Dept. AL, 
P. O. Box 910, Rochester 3, N. Y. 


Dodge Vinyl-Cork Floor Tile is 
covered in a completely revised cata- 
log. The catalog describes in detail 
the features of the tile and shows in 
a color chart the 16 patterns in which 
the tile is made. In addition, a com- 
parison table gives the results of 
numerous tests made by an_inde- 
pendent testing laboratory. Design 
data, installation specifications and 
directions for the care and mainte- 
nance of Dodge Tile, are included. For 
copy write Dodge Cork Company, Inc., 
Dept. AL, Lancaster, Pa. 


Revised-enlarged King Cotton Cat- 
alog—Now 16 pages packed with 
information on the King Cotton Line, 
are completely illustrated to show 
how King Cotton’s integrated pack- 
ing program gives the dealer a line 
that holds together. Each item is 
packaged for shelf and counter-dis- 
play merchandising. For copy write 
John H. Graham & Co. Inc., Dept. AL, 
105 Duane St., New York 8, N. Y. 


! 


Coronet Plastic Wall Tile is gayly 
illustrated in a new four-page bro- 
chure. Full color illustrations show an 
actual installation by a housewife and 
a completed bathroom installation. 
The colors available and the many 
advantages of Coronet are all fully 
described. For copy write Hachmeis- 
alumni Dept. AL-2, Pittsburgh 30, 

* 


Why Creosote protects wood today 
every bit as well as 50 years ago, is 
the title of a booklet now available 
to dealers. The chemical analysis of 
creosote is fully explained, as well ‘as 
the life expectancy of wood treated 
with this preserving agent. For copy 
write Koppers Company, Inc., Tar 
— Division AL, Pittsburgh 19, 

a. 
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to weather-strip! . 
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Why & How to Weather-Strip 


The importance of good weather 
stripping, different types of weath- 
er stripping, how to weather- 
strip with Inner-Seal, and Handy- 
man tips, are fully discussed in a 
Bridgeport Fabrics’ pocket - size 
folder. The manufacturer of Inner- 
Seal points out that the secret of 
effectiveness lies in its patented 
construction. A high-tensile spring 
wire skeleton is encased in live 
sponge rubber which has a coat of 
tough neoprene. “Grease, water, ice, 
sub-zero winter, sizzling summer, 
can’t hurt Inner-Seal.” Cutaway 
above shows construction. For copy 
of descriptive folder write Bridge- 
port Fabrics, Inc., Dept. AL, 





Bridgeport 1, Conn. 





Simpson Insulating Roof Slab 


A roof construction described as 
revolutionary, has been originated 
and developed by Simpson Logging 
Company. The product, which has 
been tested for 36 months on more 
than 2,000 homes, is Simpson In- 
sulated Roof Slab. It is composed 
of multiple layers of one-half inch 
insulating building board laminated 


‘to form a water-resistant, light- 


weight material. The new roof slab 
is a three-in-one product, said to 
provide a durable stout roof deck, 
an interior ceiling finish when ap- 
plied over exposed beams, and insu- 
lation in summer and winter. Paul 
D. Close, Simpson’s nationally 
known insulation authority, devel- 
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oped this new roof slab. Shipments 
are now being made from the Simp- 
son plant at Shelton, Wash., to be 
used on more than 3,000 homes 
under construction. The new mate- 
rial is also being installed on new 
schools and commercial buildings; 
the manufacturer has made it avail- 
able with the exposed surface per- 
forated to provide an efficient sound 
absorption. The new roof slab as 
at present developed is recom- 
mended for use only in areas with 
moderate winter temperatures, 
namely where the average January 
temperature is above 45° F. Write 
Simpson Logging Company, Dept. 
AL, Stuart Building, Seattle, Wash. 





K-D Steel Garage Door 


“Knocked-down for ease of han- 
dling—packaged for easier mer- 
chandising—and direct to dealer 
sales for more economical dis- 
tribution”. Those are the manu- 
facturer’s claims for the new K-D 
top quality galvannealed steel ga- 
rage door shown above. The door 










will HIKE 
YOUR 






HOLLYWOOD 
LOUVRE WINDOWS 


mane 


New! Hollywood Louvre Windows 
can hike your profits fast! They’re 
new, and they have built-in 
superiorities that will be immedi- 
ately evident to your customers. 


% Install with screwdriver, ver- 
tically or horizontally. 


% Maximum opening 4 inches, 
yet view is unobstructed. 


%* Moisture tight, and locks open 
or closed in any position. 


% Both surfaces washable from 
inside of room. 







357 N. La Brea Ave., 
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HOLLYWOOD LOUVRE WINDOWS, Inc. 
Los Angeles 36, Calif. 


from inside 





Modern lines add 
beauty to any home 


P Angle deflects rain; 
> permits ventilation 
~ 


one section open, 


~¥ 
4 Double controls; 
. 
q other closed 





ing plan. 


T ourwooe LOUVRE WINDOWS, Ane. - 
* 957 N. La Brea Ave., Los Angeles 36 


Tell me about your working model eplay 
rp oa 


NAME. 








Wash both surfaces 





MAIL TODAY. Get the facts about 
our exclusive, proven merchandis- 





STREET. 
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Mi and exclusive seer, 
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is assembled into a one-piece unit. 
The new K-D garage door is the 
track type which recedes fully into 
the garage. Normal assembly time 
is one hour and 30 minutes. Nor- 
mal installation time one hour and 
45 minutes. Other features of the 
K-D garage door are: sturdy 
chrome-plated lock handle, attrac- 
tive horizontal lines, latches on 
both sides. Write K-D Garage 
Door Sales, Dept. AL, 19830 Fitz- 
patrick, Detroit 28, Mich. 





New Ames Door Saddle Display 


This new, colorful action display 
demonstrates the operation of Ames 
weatherstrip door saddle. It is 
available free of charge to dealers 
of Ames Metal Moulding Co., Inc. 
The unit is mounted on an attrac- 
tive wood block—painted red—and 
shows actual operation as well as 
use of these weatherstrip door sad- 
dles. Ames aluminum saddles are 
made with top-quality sponge rub- 
ber for permanent seal. They are 
unit packed in ready-to-use kits for 
easy selling. Each kit includes the 
saddle, screws for fastening saddle, 
weatherstrip hook and screw-nails 
for fastening hook. Available in 
standard saddle lengths: 2 ft. 7 in., 
2 ft. 9 in., 3 ft. 1 in., 6 ft., 12 ft, 
and 16 ft. According to the com- 
pany’s report, this manufacturer 
makes the most completely weather 
and dust-proof door saddle obtain- 
able. Write Ames Metal Moulding 
Co., Inc., Dept. AL, 225-9 East 
144th St., New York 51, N. Y. 





Oley Builders’ Hardware 


Oley Products, Inc., Oley, Pa. | 


introduces its line of builders’ hard- 
ware in a unique “family” of pack- 


ages, said to represent an industry | 
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another 
Better Building Product 


e 


ALUMINUM COMPANY 
OF amenica 


ALCLAD ALUMINUM 


atc tr. 


From Alcoa...First in Aluminum 
-.. came the discovery that 
made possible this better, non- 
staining, longer lasting screen- 
ing. Now it is in greater demand 
than ever, because homeowners 
have seen how it ends screen 


troubles. Order now from 
your jobber. 
@ 


“SEE IT NOW” with Edward R. Murrow 
—CBS-TV every Sunday... brings the 
world to your armchair. Consult your 
newspaper for local time and channel. 


827-L Gulf Building e 
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Made by these leading 


screen weavers 


American Wire Fabrics 
Corporation 

Chase Brass & Copper 
Company 

Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & Wire 
Company) 

Dixie Screen & Wire 
Products, Incorporated 
Hanover Wire Cloth Co. 
Heilig Bros. Co., Inc. 
The C. O. Jelliff Mfg. 
Corporation 

Keystone Wire Cloth Co. 
New York Wire Cloth 
Company \ 
Pacific Wire Products 
Company, Inc. 
Pennwoven, Inc. 

Spargo Wire Company, 
Incorporated 

Standard Wire Cloth & 
Screen Company 
Reynolds Wire Company 
Wickwire Brothers, Inc. 


ALUMINUM COMPANY OF AMERICA 
Pittsburgh 19, Pa. 





Larger Sales! 


WATERLOX 
PRODUCTS 


Greater Profits! 














WATERLOX 
TRANSPARENT 


A tung oil product which seals out moisture 
while producing a natural Finish on all woods 
which is as beautiful as it is durable! 











WATERLOX 
SATIN FINISH 


A natural wood Finish with a wax-like luster, 
and satiny appearance. Its tung oil base adds 
toughness and ability to seal out moisture. 











WATERLOX 


Cement Floor Stain 





Water Repellent 

















WATERLOX 


DIVISION OF 


The Empire Varnish Co. 


2636 E. 76th St. Cleveland. 4, Ohio 
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first in box shapes, internal pack- 
aging, and multi-color designing. 
Long established in private label 
manufacturing in this field, Oley 
has launched its own brand na- 
tionally with a distinctive design 
in three colors that will be carried 
through on all items regardless of 
price. The new packages are 
planned to greatly increase impulse 
sales in the consumer field, and to 
assist the trade in keeping stock 
cleaner, fresher and more easily 
identifiable. Write Oley Products, 
Inc., Dept. AL, 199 Wahl Ave., 
Inwood, L. I., N. Y. 








Tempered Board Float 


A cement finisher’s float perfect- 
ed to do a better job than the usual 
handmade, wooden float and to last 


much longer is called a Tempered 
Board Float. The tool is made of 
Masonite concrete form Presdwood, 
to which is securely fastened a 
wooden handle. Users during a 
year’s testing report it outlasts 
many wooden floats. It comes ready 
for use, no preliminary roughening 
of the working surface being re- 
quired, as the screen surface of the 
Presdwood comes in contact with 
the wet concrete. Write Harris, 
Inc., Dept AL, 200 E. Long St., 
Columbus 15, Ohio. 


“Lazy Susan" Bearing 


A new bearing, for use wher- 
ever a revolving ‘surface is re- 
quired such as a “lazy Susan,” can 
be used for revolving top trays, 
corner cupboards, TV turn-tables, 
revolving stool seats, toys, boat 
seats, etc. Seventy heat-treated 
ball bearings are evenly distrib- 
uted in the race and have unlimit- 
ed load-carrying capacity. The 
stamped and interlocked sections 
keep bearings permanently locked 
in the race. A 5/16-inch spacing 
separates top and bottom sections. 
Offset bolts and screws eliminate 
surface friction. Unit is only %- 
inch in thickness. For copy of 
specification sheet write Triangle 
Mfg. Company, Dept. AL, 388 Di- 
vision St., Oshkosh, Wis. 











New Paint Can Attachment 


Pormix paint-can attachment pre- 
vents paint from spilling over when 
pouring or mixing. The Pormix 
plastic can-enlarger is attached by 
pressing firmly into gallon can, 
making a tight seal. Made of heavy 
plastic, it is tapered at the bottom 
to fit snugly. Keeps the sealing 
groove free from paint when stir- 
ring, mixing, pouring or painting. 
And a paint-free sealing groove 
keeps paint fresh. Pormix is ideal 
for filling roller pans, fountain roll- 
ers and spray guns. Pigments, 
thinners can be added without spill- 
ing over. For descriptive folder 
write Pormix Corporation, Dept. 
AL, Glenville, Conn. 
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Wel-Bilt Stair- 
ways come as- 
sembled. They 


White Pine — 


from Selected Mills! fn a 


OREN GTO NN REPAIR 


LUMBER CO. 


American Bank Bldg., Portland 5. Oregon ml | 


Phone AT 7245...Teletype PD 131 
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are easy to in- 


showroom! 


i SAVES SPACE 












\\ EG 


stall at little expense 
—are easy to operate. 
Set up a Wel-Bilt dis- 
play today in your 


IDEAL FOR 
SMALL HOMES 


ADDS 
ROOM 

AT SMALL 
COST 


FOLD-A-WAY 
STAIRWAY 





Every home is a sales pros- 
pect for Wel-Bilt Stairways! 
They enable waste attic 
W space to be easily converted 


. SY into an extra bedroom, 
ss 
.\ 


playroom or useful 


~~ storage space. 
They’‘re strong, econom- 
ical and designed to 
\ give maximum service 
) 


and safety. Plus peak 
\ profits for you! 
\ 








q SOLD BY LEADING DISTRIBUTORS FROM COAST TO COAST 
MANUFACTURED BY 


THE WEL-BILT PRODUCTS COMPANY 
P.O. BOX NO. 95 — se 





MEMPHIS, TENNESSEE 
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DO IT THE EASY WAY!! 
Ylet- Cre 






Steel Bridging 


GIVES FAST CONSTRUCTION 
QUICK SALES 


No measuring, sawing or fitting 
with Met-Cro! Your builders save 
hours of time and labor—and this 
steel bridging does a superior job. 


YOU will like labor-saving Met- 
Cro, for once tried, it is fast be- 
coming the ONLY bridging many 
builders will use. They simply 
open Met-Cro like a 
scissor, then quickly 
nail it into place. Only 
5 fast steps from carton 
to finished application! 





Do it the easy way— 
for your builders and 
your sales. Inquire to- 
day about Met-Cro, the 


Sizes... 


on 
Approx. 50 Ibs. per box of 100 
LIST PRICE $16.00 per 100, F.0O.B. 
Factory 


most efficient bridging 
ever designed! 


— Pat. No. 2,455,904 





Met-Cro Specialties Company, Inc. 


56 Boerum Street — Brooklya 6, N. Y. 























Now — in one unit — the Protecto Combination 
offers the advantages of an ideal sash balance 
and weatherstrip assembly. Sturdy streamlined 
construction of aluminum. All materials and con- 
struction are superior quality. 


PROTECTO WEATHERSTRIP CAN BE USED 
SEPARATELY WITH OTHER BALANCES 


Write today for Catalog and Samples 


PROTE. 





WHEN YOU 
RECOMMEND 


PROTECTO 


Combination 


SASH BALANCE & 
WEATHERSTRIP 
The modern sash _ bal- 


ance. Low in cost — 
Easy to install. 





WEATHERSTRIP 


WEL Vea alla [cir ete) 


4500 South Western Ave. 
od alley \clo Ma: mmm Gal. folk 
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Whether interior or 
exterior, for homes, 
offices, buildings or 
apartments — SHORE- 
LINE Flush Doors give 
the performance that 
only high quality can 
produce! 


Of all-wood, 7-ply con- 
struction, SHORE- 
LINE’S beautiful 
Birch faces are rein- 
forced by a strong core 
of wood rails and 


stiles. Built-in air vents and passages permit 
free circulation, and the entire unit is bonded 
with water-resistant glue. Two lock blocks give 


8-way hanging .. 


. and only the finest work- 


manship and materials are used throughout! 
When you tell your customers that SHORE- 
LINE high quality is theirs at a cost that is 
amazingly low — watch your sales mount! 
And, of course, along with fast sales those extra 


profits for you! 


DISTRIBUTORS—It costs 
you nothing to investigate 
the profitable Shoreline 
Flush Door line. Don’t de- 
lay — write now for com- 
plete information! 


RET AILERS—Ask us for 
the name and address of 
your nearest distributor. 


Leland 2 


FLUSH- 
WwOoOopnD 


DOOR 


Suttons Bay, Michigan . 
Phone 71 . 

















Ezy-Fix Tool Handles 


The new Fleischmann Ezy-Fix 
Tool Handle provides a combina- 
tion of technical improvements 
and clever self-service merchan- 
dising for the dealer. Ezy-Fix han- 
dles are made with a universal eye 
that fits practically any tool head. 
In addition, the eye is slotted so 
that driving in the wedges is easy 
resulting in a re-handling equal to 
a factory-new job. Attached firmly 
to each Ezy-Fix handle is a re- 
handling packet containing the 
necessary wedges and simple in- 
structions. The self-service angle 
is further helped by an attractive 
counter-display box encouraging 
the customer to simply select a 
handle, pay for it and conclude a 
rapid sale. Write Fleischmann 
Handle Company, Dept. AL, Tower 
Bldg., Baltimore 2, Md. (The com- 
pany’s main plant is in Bedford, 
Va.) 





Bilco Door Operator 

Shown above is the new “Feather 
Action” door operator recently in- 
troduced by The Bilco Company, 
manufacturers of Bilco Celladoors. 
Sold in sets as an optional acces- 
sory, the devices can be quickly and 
easily attached by anyone who de- 
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Sires finger-tip operation of his 
Bilco Door. According to the manu- 
facturer, the new development is 
in line with its continuing program 
of product improvement and to keep 
pace with the trend toward “push 
button” living. It is a feature 
which should appeal to a large per- 
centage of the millions of people 
who now have, or will have, Bilco 
doors on their homes. Write The 
Bilco Company, Dept. AL, 189 Hal- 
lock Ave., New Haven, Conn. 











Room Air Conditioners 


Carrier’s 1953 Room Air Condi- 
tioners for home or office fit at- 
tractively into any room. The new 
models can go easily into a regular 
casement or cellar wimdow, or be 
installed through a wall, placed in 
a transom or installed in any one 
of a dozen ways. The new units 
cool twice, dehumidify twice, and 
filter twice, and are the quietest 
available today. The air condi- 
tioner’s “color blend” front grille 
is a neutral tone which picks up 
neighboring colors and thus fits 
into any decor. Eight models are 
included in Carrier’s new line of 
room units. Write Carrier Corpo- 
ration, Dept. AL, Syracuse, N. Y. 


Agraseal Promotional Material 


New point-of-sale displays, new 
folders and new color cards have 
been released to help step-up sales 
of Tamms Agraseal. The printing 
is colorfully done to tell the one 
coat, water-repellent brush coat 
story quickly and forcefully. ... 
“Here is an exterior or interior 
coating for cinder blocks, concrete 
or aggregate surfaces that will not 





only beautify masonry surfaces, 
but save days on every job.” Color 
cards faithfully picture the selec- 
tion of seven attractive shades and 
white. The folder demonstrates 
Agraseal’s exclusive features and 
illustrates many of its applica- 
tions. For free samples and copy 
of folder write Tamms Industries, 
Inc., Dept. AL, 228 N. La Salle 
St., Chicago 1, IIl. 











New Bilt-Well Kitchen Table 


This newly designed Bilt-Well 
Fold-A-Way Table will go into 


production early in 1953. The table 
is shown here in both open and 
closed positions. When not in use, 
it is entirely out of the way. Write 
Carr, Adams & Collier Company, 
Dept. AL, Dubuque, Iowa. 
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Seventeen Tool Favorites 


With tools to please the pocket: 7 
book and the fancy of every Christ 7 
mas shopper, Millers Falls Company 7 
announces a 1952 Christmas selec | 
tion that includes 17 of the com 7 
pany’s most popular hand and po!) 
table electric tools. Each tool has) 
been specially chosen for its appeal | 
as a gift and is packed in a Christ) 
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>. that paints with colored light | 





TO VOLUME 











it's PRICED 
for 
VOLUME! 

















® Specially Treated Stain. Ex- 
clusive Interlock & Ventilat- 
ing Features. 








@5 Quarter Frame. Exclusive 
Territories Available. Price 
List & Sample on Request. 


@ PAPOOSE — the most 
economical Redwood 
Combination. 


RESOLITE offers endless possibilities to architec-. 
tural treatment —— interior or exterior — from the 
simple decorative or: utility partition to portico 
covering and colorful building facing. Light panels, 
bar facings, screens, shower and toilet stalls, corri- 
dor partitions all are better when made of Reso- 
lite because Resolite is shatterproof, easy to keep 
clean and never needs refinishing. : : j 





REDWOOD COMBINATION 
STORM WINDOWS 
WRITE ,e PHONE OR WIRE FOR FURTHER INFORMATION 





oer ; é gee 





@ Cover and screen -—~ 
for home patio 








MANUFACTURING CO PANY 
8205 Lyndon, Detroit 21, Mich. 


HURTSBORG 
































Vell MANUFACTURERS Six beautiful standard colors — with others avail-. 
into ° able — and-a wide variety of form pattems and 
able Short Leaf Pine surface finishes, make Resolite easily adapted to 
and AND . any architectural or decorative motif in home, 
use, office or shop. Resolite is unequaled for skylight- 
rite Hardwood Lumber ing because it materially reduces heat rays with 
any little loss in light value. It diffuses light in all direc- 
ai GING Boards Our Specially tions avoiding the harsh contsast of sunshafts. 
PARTICULAR ' ~ 











ATTENTION WE MAKE POPLAR BEVEL SIDING 
10 AND RESAW PINE AND HARDWOOD 
PHONE 148 “ices rs | 
elved partition |, | 
HURTSBORO, ALABAMA > for home or shop 
\ ait f 
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Resolite. is made of stable polyester resins, rein- 
forced with Fiberglas mat. It is unaffected by 
‘weather extremes of heat, cold, moisture. It can | 
_ be worked with ordinary tools and skill. 


ycket- iam Manufacturers of 
nrist HIGH GRADE END MATCHED 


»vaat | | OAK FLOORING 


Jee: 
sele in 25/32in. 1/2in. 








Write tor free literature, with complete information ue - RESOUITE. 











i 
com: | 
d por Moulding Pine Finish @ We are in a weed ~ >» al 
5 ae Flooring and Air Dried Yellow Pine 
a ; \ ' in the Same Car RESO LITE Corporation 
Shr ~jst- Plant at HURTSBOR. ALABAMA es te 4) ZELIENOPLE, PA, 
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mas box. A four-color Poinsettia 
design with matching gift label is 
used, printed on a white back- 
ground for the larger tools, and on 
gleaming gold foil for the smaller 
tools. Items include a Carving Tool 
Set containing 6 razor-keen chisels 
and gouges, a “Nest of Saws,” 
Screw Driver Set of four screw 
drivers in the most useful sizes 
and with unbreakable, ruby red 
“Tenite” handles, a Buffing and 
Sanding Attachment kit, an auto- 
matic drill, hand drill, swivel bench 
vise, hack saw frame, etc. Prices 
range all the way from stocking- 
gift levels to high-priced gifts for 
the craftsman. Write Millers Falls 
Company, Dept. AL, Greenfield, 
Mass. 





Jalousie Windows, Doors 


Pro-Tect-U glass louvre Jalousie 
windows with aluminum frames 
have proved to be ideal for the con- 
struction or replacement of obso- 
lete windows in homes, porches, 
breezeways, schools, and commer- 
cial buildings. In addition to offer- 
ing picture-window beauty, these 
windows provide controlled ventila- 
tion, even when raining. The rust- 
less aluminum frame requires no 
painting, and open or closed it can- 
not be entered—vanes lock in any 
position. Inside aluminum screens 
have extruded aluminum frames 
and are interchangeable with alu- 
minum frame storm sash. Pro- 
Tect-U Jalousie windows are said 








Be a mill purchaser! Make up 


to 


“I /0 
each 
sale! 


UNITED Garage 


MORE PROFIT with 


Door 





With the UNITED Plan you get the highest quality 
garage doors available—at bed-rock, direct-from-factory 


prices! 


No middleman, no extra handling. And each 


UNITED door is guaranteed in writing for complete 
satisfaction—they’re made of finest select kiln-dried Western Fir. 


z . 
Aiso you order only what you need. Order wood sections complete 
with hardware—order wood sections only—order hardware only. For 


full profitable details, inquire today! 


9 Sales-Tested Styles. 
Top: 4 Panel Door 
Right: 6 Panel Door 


Our sincere thanks to the many deolers whose 
orders and reorders have made the outstanding 
success of the new UNITED Plan possible. 


United PRODUCTS COMPANY 


900 N. 43rd St. 


Overhead Door Division 


Milwaukee 8, Wis. 
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to be the only windows with equally 
distributed closing force through- 
out the entire height of the unit, 
and with weatherproof vane ends 
by the use of interlocking metal 
parts. The windows are suitable 
for any climate. Pro-Tect-U Jal- 
ousie Doors provide both vision and 
ventilation — screen is replaceable 
with storm sash, making the Pro- 
Tect-U Jalousie Door three doors 
in one (regular, screen and storm 
door). Write Pro-Tect-U Jalousie 
Corporation, Dept. AL-11l, 4525 
Ponce De Leon Blvd., Coral Gables, 
Fla. 





Bruce Laminated Oak Blocks 


Shown above is a Bruce Block 
Floor of Laminated Oak. Owners 
of homes with concrete subfloors 
can now have attractive hardwood 
floors. Blocks are installed over con- 
crete slab in an adhesive (Ever- 
bond Mastic). Interlocking tongues 
and grooves make it easy to fit 
blocks into floor pattern and keep 
in alignment. Mastic grooves in 
back of each block insure proper 
bonding. No membrane-waterproof- 
ing is required except in cases 
where hydrostatic pressure may 
exist. No expansion spaces needed. 
This new block is sanded, finished 
and waxed at the factory. Of one 
grade only, all faces are practically 
clear. Blocks are packed in cartons 
for protection. Write E. L. Bruce 
Co., Dept. AL, Memphis 1, Tenn. 


Waterproof Sandpaper 


Tufbak Speed-wet Durite Paper 
is a new waterproof sandpaper for 
the automotive, hardware, floor an 
paint trades. Highlighting the fea- 
tures of Tufbak are freeness of cut 
and ability to maintain the initial 
sharp “bit” necessary in wet sand- 
ing primer coats and fillers on both 
woods and metals. An entirely new, 
extremely tough backing permits 
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1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 «+ Teletype SF 531 










PET puts power tools 
within easy reach of all! 


ET 


POWER TOOLS 





TURNOVER 
built the PET business 
let PET turnover build yours! 


® Portable Electric Drills 
® Electric Drill Kits @ Portable Polishers & 
® Portable Electric Saws Sanders 

e Fractional H.P. Motors 


e Portable Paint Sprayers 


Call your jobber or write: 


PORTABLE ELECTRIC TOOLS, Inc. 


320 West 83rd St., Dept. AL-112, Chicago 20, Ill. 


In Canada: Portable Electric Tools, Ltd., Toronto, Ontario 





a 
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Why it's good 
business to deal 
with ug — 


From top to bottom — throughout the TW&J 
organization — our people live by our 
policy of over 40 years standing — prompt, 
courteous, efficient service. 

Ten large saw mills, augmented by an 
extensive wholesale distributing organization. 
You are assured a dependable supply of 
West Coast lumber and lumber products in 
a wide choice of sizes and grades. 


White Fir, Douglas Fir, Incense 
Cedar, Sugar Pine, Ponderosa Pine; 
also Pine doors, K.D. sash, Pine 

and Fir mouldings, Pine plywood. 


P.O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-8361 «+ Teletype SK 2 










keep your EYE 
on: clean, 


Liby-lo-ienille 


profitable 






Write for a copy of: 


Merchandising Plan 
for selling Wolmanized 
Pressure-Treated 
Lumber. It's = 
a profit- 
builder. 


CRS 


American Lumber , 
& Treating Co. 
1671 McCormick Bidg., Chicago 4, Ill. 


Branch Offices in Boston, New York, 

Baltimore, Jacksonville, Fla., Little Rock, 

Ark., Los Angeles, San Francisco and 
Portland, Ore. 


*Wolmanized is a registered trademark 
of American Lumber & Treating Co. 
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maximum flexibility. Its increased 
body strength resists creasing, 
cracking and curling. This combi- 
nation of toughness and flexibility 
increases durability, mileage, 
“hand”, and resistance to skidding 
and peeling of grit. These advan- 
tages are obtained whether the 
sheet is soaked in the usual liquids 
for a few minutes or for hours. 
Write Behr-Manning Corporation, 
Dept. AL, Division of Norton Com- 
pany, Troy, N. Y. 








Black Panther Merchandisers 


Black Panther Tool Company is 
offering four new counter display 
merchandisers. No. 500, shown 
above, is for the dealer “who wants 
the best.” This_ blond - finished 


wood case with glass top, has 
storage space for complete stock. 
It measures 25” x 25”—6” deep 
at front, 18” in rear. Tools listed 
for stock include glass cutters, 
wood scrapers, triangle scrapers, 
ogee scrapers, combination scraper 
sets, linoleum knives, all kinds of 
putty knives, sanding blocks, paint- 
er hooks, razor blade scrapers, 
glazier points, many types of wall 
scrapers, and wedge cards. The 
No. 250 Wire Rack Merchandiser 
(not illustrated) contains tools 
which are proved popular sellers, 
packed in a usable, space-saving 
display planned to protect tools 
from unnecessary exposure to rust 
and handling. This rack holds 139 
(unit sale) products. Two display 
boards are also available, showing 
a sample of Black Panther Tools. 
For literature write Black Panther 
Tool Company, Dept. AL, 4051 
So. Iowa St., Milwaukee, Wis. 


Giant-Size Tile 


Cermak Tile Company, Inc., an- 
nounces the addition of a third 
field tile to its present two-style 
line of plastic wall tile. Known as 
Carra-Plas, this is a giant-size tile. 
Carra-Plas is 8%” square with 
four times the surface area of the 
present Budget Bevel or Cleveland 





Bevel Edge tile. It is approximate- 
ly one-third thicker than Cleveland 
Bevel Edge, Cermak’s premium 
regular-size tile. Made by the man- 
ufacturer’s patented “Undergate” 
process of injection molding, this 
new giant-size tile is said to be 
stronger than any other on the 
market. Entirely opaque, the tile 
is available in 10 plain pastel col- 
ors. Giant size Carra-Plas was de- 
signed for use on large ceiling 
areas and to create the feeling of 
spaciousness in small rooms. The 
manufacturer strongly recom- 
mends it for commercial and in- 
stitutional installations. For sam- 
ples write Cermak Tile Company, 
Inc., Dept. AL, 4901 Brookpark Rd., 
Cleveland 29, Ohio. 








SAVE TIME—MONEY—MANPOWER 


Investigate THE HA 
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STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 


Principal Cities 





This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins.; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL-112. 





DIBELT 


~ 









your copy nowl 





RAVITY & POWER 
CONVEYORS 
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MONEY 
MAKER! 


New Catalog! 


Illustrates and describes 


«4 
+ 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


- The ORIGINAL disappearing 
stairway — made for over 4 
years, 

. A real stairway—not a ladder. 

. Seven well-engineered models 

—for every need. 

. Safety-designed in every de- 

tail for your protection. 

. Suitable for the finest homes— 
old and new. 

. Operates from above and be- 
low. 

. Full width treads—SAFE for 
everyone. 

. ALL steps are of equal height. 

. Treads and stringers are made 
of Sitka Spruce. 

. Full door width provides am- 
ple access for large objects. 
it. Full length SAFE hand rail. 
12. Accurate architectural design 
assures easy and SA 
ascending and descending. 

» 13. All metal parts are made of 

strong, SAFE pressed steel. 

14. Repairs always available 0 

quick notice for all models— 


om No YF & WN 


no ‘‘orphans.’’ 


complete line of seven Bess- 15. Doors made of White Pine and Fir in two 
ler Disappearing Stairway panel type; flush doors in hardwood only. 
Models to meet all your 16. Tailor-made for all heights—no short or long 
needs. This new catalog stops. y I 
should be in your files for 17. Hundreds of thousands In constant dally 
ready reference — write for 18. IMMEDIATE DELAVERY! 


(9. Meets all building @®des. 


The Bessler Disappearing Stairway Co. 
1900 East Market $t., Akron 5, Ohio 
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If you’re going to vacation in the South, stop in and 
visit our plant at Harriman, Tennessee. It’s conveni- 
ently located at the junction of U. S. Highways 27 


and 70 on the main route to Florida and other points 
south. 


We welcome the opportunity to become personally 
acquainted with you... and will be happy to show 
both old and new friends Wells’ extensive facilities, 
and the methods of operation and manufacture that 
have made Wells Flooring “The Floor Layer’s 
Choice.” 


We believe you will find a tour through our plant an 
interesting sidelight to your vacation. Coming or 
going, drop in on us; you’re assured a friendly re- 
ception. 


J. W. WELLS LUMBER COMPANY 


Sales Office and Plant 


OAR Horrimae, Tenn. 
Loong 


Montgomery, Ala. 


Sales Office ey 




















GREENLEE CHISELS 














Now Plastic Seale 


Munemanceanmnenemene (Se NII 
eee - aad 


g WY 
yyy 


++. protects your stock, 
brings full value to the user 


Yes, that fine finish on GREENLEE Chisels 
has constant protection... because 
GREENLEE Chisels are Plastic-Sealed 
with a heavy protective coating over 
the entire blade. That means they are 
Shielded from shipping and han- 
dling damage, seashore and other 
humid conditions... keeps your 

chisel inventory in perfect shape at 

all times... gives your customers 
fine tools in the finest of condition! 


KK 
GREENLEE 





FREE HAND TOOL QUICK REFERENCE FILE 
Write. today .. . get complete information on the GREEN- 
EE line of chisels, bits, spiral screw drivers and other 


high quality tools. Greenlee Tool Co., 2271 Twelfth St., 
ockford, Illinois. 
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Wisconsin Knight: 
Flush Doors 


Here is a flush door with every feature distributors, re- 
tailers, builders and homeowners prefer. When you con- 
sider that Wisconsin Knights are always very competitive 
in price, you'll realize why dealers everywhere are con- 
vinced they are the greatest profit opportunity in the door 
market today! : 


Now in our new, modern plant, we can offer 


quicker shipment. Get the full story now 
« «= SOGGFe 


ww 


GRID CORE, ALL WOOD 
BIRCH, GUM, LAUAN FACES 


INTERIOR & EXTERIOR 
HOLLOW, HALF & FULL SOLID 


GUARANTEED IN WRITING 


Distributors: We can supply a few more 
outlets. Contact us immediately! 


Retailers: For name of nearest distributor, 
write us! 


Phone Detroit: TEXAS 4-8008 


Wisconsin Poor Company 


Sales Div.: 








10101 Lyndon Ave., 


DETROIT 21, MICHIGAN 
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NAMES IN THE NEWS 


The Saw that Named a Company 








Bolton Sullivan, 
president of Skil 
Corporation, Chi- 


cago, compares i s3 . 
t h e company’s i 
first saw model, = a 


produced in 1924, 
with the varied 
line produced by 
the company to- 
day. The company 
changed its name 
from Skilsaw, 
Inc., to Skil Cor- 
poration, effective 
October 1, because 
the product line 
so far exceeded 
what the old 
name suggested, 
Mr. Sullivan ex- 
plained. The com- 
pany manufac- 


AEST REM 


- ‘ : il aeaieeetiomnieniticeeeiiiaibiaed 
OVER 150 DIFFERENT MODELS... ZC ..ATOOL TO FILL EVERY NEED 


‘ ete ibe: 
OS Bes HIN 





PORTADLE 






tures not only saws but many other types of portable power tools including 
drills, sanders, grinders, drivers and polishers. 





Frost Lumber Takes Over 
Frost Hardwood Floors 


Frost Lumber Industries, Division 
of Olin Industries, Inc., announced 
that it has completed taking over all 
capital stock of Frost Hardwood 
Floors. 

Effective immediately, hardwood 
flooring sales will be conducted by 
the Frost sales organization for yel- 
low pine, hardwood and treated mate- 
rials. R. L. Shelton, who has handled 
sales for Frost Hardwood Floors in 
the past, will continue in charge, with 
the title of Manager, Hardwood Floor- 
ing Sales, serving under John L. 
Avery, general sales manager. 

Other personnel in the sales depart- 
ment of Frost Hardwood Floors have 
been taken over by the general sales 
office, including Al Richardson who 
has served as Mr. Shelton’s assistant, 
as well as Miss Norma Harris, stenog- 
rapher and clerk. 

Management of the flooring plant 
continues as heretofore under Jack 
Fowler who has occupied that position 
for many years. 


Kentile Opens New Plant 
at South Plainfield, N. J. 


On October 15, Kentile, Inc., fur- 
ther expanded its facilities by open- 
ing the most modern plant in the 
industry, in South Plainfield, N. J., 
according to Joseph L. Kolcyski, vice 
president in charge of manufacture. 

The new $2,000,000 plant which 
occupies 47 acres of farm and wood- 
land, will be used for the manufac- 
ture of resilient tile and as a ware- 
house. It will also include a control 
and research laboratory, general of- 
fices, personnel department, general 
manager’s office and first aid room. 

The laboratory which is the nerve 
center of all plant operations, is 
located in the exact center of the 
structure and equipped with the most 
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modern facilities for testing products 
during the manufacturing process. 


The plant has been under construc- 
tion for a year. It occupies a 100,000- 
square-foot plot and stands 500 feet 
back on Kentile Road. 

With plants and warehouses in 
Brooklyn, N. Y., and Chicago, IIl., the 
new South Plainfield, N. J., plant 
marks the third production unit set 
up to meet the demand for Kentile 
products, which include Kentile as- 
phalt tile, KenRubber tile, Kencork 
tile and such sundries as adhesives, 
waxes and cleaners. 


Barton's Two Anniversaries 

Barton Lumber Company, Jones- 
boro, Ark., celebrated its 67th anni- 
versary on September 20. At the 
same time the company observed the 
50th anniversary of the association 
of President E. C. Barton with the 
Barton Lumber Company. The follow- 
ing day Mr. Barton observed his 70th 
birthday. Jim Shannon, manager of 
the firm, invited the public to attend 
open house. The Barton Lumber Co. 
was founded in 1885 by the late P.C. 
Barton, father of E. C. Barton, who 
has been president since 1928. 


Johns-Manville Acquires 
Fort Worth Plant 


Johns-Manville has acquired an as- 
phalt roofing products plant at Fort 
Worth, Tex., it was announced by 
Harold R. Berlin, vice-president of 
the corporation and general manager 
of the Building Products Division. 

This property, formerly owned by 
the American Asphalt Roof Corpora- 
tion, will begin operating immediately 
as ; Johns-Manville plant, Mr. Berlin 
said. 

The Fort Worth plant is the com- 
pany’s first manufacturing operation 
in Texas and was acquired by Johns- 
Manville to better serve the com- 
pany’s building materials customers 
in the rapidly growing Southwest, 
Rocky Mountain and Mississippi Val- 
ley areas. It will produce Johns-Man- 
ville asphalt shingles and asphalt- 
roll roofing products of the same high 
standard as those manufactured at 
other J-M locations in the United 
States and Canada. 

“J-M asbestos roofing and siding 
shingles and allied roofing products 
manufactured at the company’s Mar- 
rero, La., plant will also be ware- 
housed at the Fort Worth plant for 
distribution in the Southwest,” Mr. 
Berlin said. 








Formal opening of the new ware- 
house and general office of Reserve 
Supply Cooperative Corporation of 
Chicago took place October 7, 8 and 
9. Invitations were extended to all 
retail lumber yards in the greater 
Chicagoland area. The new building 
is located at 3700 Mannheim Road, 
Franklin Park, IIl. 

Manufacturers’ exhibits of new 
products and warehouse facilities were 
open each day. 

Reserve Supply Corporation is 
owned and operated by 150 independ- 
ent retail lumber yards in Greater 
Chicagoland and acts as a supply 


Reserve Supply Corporation's New Building 





in this 


source for all retail yards 
mid-western section. ; 

The organization was founded in 
1939 by a small group of independent 
yards headed by the late Charles 
Jacob of The Bader Lumber Company, 
Chicago. Edwin L. Burt, former OPA 
head in the Chicago region is general 
manager. 

Officers are: Ray W. Jacob, presl- 
dent; Hammerschmidt, vice- 
president; R. H. Adams, Jr., secretary; 
J. J. Chalmers, treasurer. Directors: 
A. A. Siegal, J. H. McIntyre, Sangs- 
ton Hettler, J. W. Embree, I. Call- 
ner. 
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HILL-BEHAN 


SALE 
M14 8M acct WHOL 
he Te aay MILL sHIPMENTS 


CHICAGO 30, ILL. ST. LOUIS 14, MO. 


: ea ae WiSTERN & SOUTHERN LUMBER 
AND ALLIED PRODUCTS 


TOOT 


VNU ATA Ob CO OF 


Distributing Yards in | 
Chicago and St: Louis >. 
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Tete tek High Altitude, Soft Textured Growth 

s- NV Modern Moore Design Dry Kilns 

r Manufacturer and Distributor 
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re PAUL BUNYAN LUMBER CO. 
od —— SUSANVILLE CALIFORNIA 
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For Better Value, Feature 
GABRIEL 
BASEMENT WINDOWS 





*Registered Trade-mark 


























this | oF! Nationally advertised 
1d in . pystPRo natn Sees nl The quality and convenience of Gabriel Basement 
Cont fo cloth for every exterior use : , . : 
~ i ooF! —is distributed through Windows, their easy operation, their top and bottom 
pany, i x sTAINPR hardware, woodwork and opening features and exclusive side-arm locking detail 
= 4 ! building supply wholesalers. assure satisfied customers and greater profits for you. 
: | puRABLE: Order now! Write for FREE Available in 2-light sash of modular dimension. 
presi- sample and information. 
Beawe National Sales Representatives: HARRIS, Inc. 
etors! LUMITE DIVISION 200 E. Long St., Columbus 15, Ohio 
an CHICOPEE MILLS INC. GARRIEL STEEL COMPANY 
47 WORTH STREET, NEW YORK 13, N. Y. 12°02 Shorewood, -Detes? (2: Mich 
an & § Buitpinc Propucts MERCHANDISER 129 

















DeWalt "Power Shop" 


DeWalt Inc., 
subsidiary of 
American Ma- 
chine and Found- 
dry Co., Lancas- 
ter, Pa., recently 
displayed its 
models at the Na- 
tional Hardware 
Show in New 
York’s Grand Cen- 
tral Palace. 

The DeWalt— 
AMF exhibit fea- 
tured the attrac- 
tive DeWalt “Sell- 
ing Station,” in 
which were 
housed three De- 
Walt Model MB’s. 
These are the % 
HP. DeWalt ma- 
chines equipped 
with 9-inch saw 
blades and cap- 
able of cutting material up to 2%” 
in thickness. One of the MB’s was 
set up with the DeWalt lathe attach- 
ment in operating position; another 


at National Hardware Show 














had the jig-saw attachment installed; 
the third was equipped with the stand- 
ard saw blade for normal wood cut- 
ting operations. 





Weyerhaeuser Establishes 
Memorial Fund 


Weyerhaeuser Timber Foundation, 
Tacoma, Wash., has established a 
$100,000 memorial fund at Yale 
University, honoring the late pioneer 


forester Charles S. Chapman, it was 
announced. 


J. P. Weyerhaeuser, Jr., chairman 
of the foundation board of trustees, 
reported that the gift is one of the 
first made for the Yale forestry 
school’s current drive to raise a 
























Your requirements for 

block and strip hardwood * 
flooring (Northern i ¥e 
Maple, Oak and we tr) 
Birch) can be met 
most satisfactorily from 
our well-balanced inventory. 


Ask about the new 
Y-B Mixed Hardwood 
“Economy Blox” 

most distinctive, 
attractive and economical 
hardwood block flooring 
you have ever seen! 


“Economy Blox” are made up from 
carefully selected mixed hardwoods 
. northern maple, birch and oak 
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... in all grades. 
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$5,000,000 endowment fund. He said: 

“The Charles S. Chapman Memorial 
Fund will be used for the advance- 
ment of industrial forestry through 
fellowship grants, research, and such 
other educational activities that may 
be designated by the dean of the 
school of forestry.” 

Mr. Chapman, who died in 1940, 
had been chief forester of Weyer- 
haeuser Timber Company for 16 
years. A pioneer in private forestry, 
he was graduated from Yale in 1902 
- a member of its first forestry 
class. 
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"Practical" Ceiling 


This practical ceiling, according to | 
Malarkey Plywoods, was designed to 
add flexibility that plaster does not 
possess. It is an entirely fir plywood 
ceiling. Plywood was cut in 24-inch 
squares and fastened to ceiling joists. 
Ceiling went up quickly and was fin- 
ished with stipple, applied with 
sponge, in surprisingly short time. 
Builder decided plywood would elim- 
inate cracking and other trouble en- 
countered with plaster, particularly C 





in areas subject to earthquakes. 
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Clarke Service Trucks ° 
These three service trucks are part 
of a fleet traveling the country for | 
the Clarke Sanding Machine Co. | : 
Muskegon, Mich., to service floor | ye 
sanding and maintenance equipment F “ 
in dealer rental service. More that | ee 
15,000 dealers are visited by these d 
service experts who also carry serv- Bu 


ice equipmet and complete stocks of 
repair parts. The entire cost of the 
service program is assumed by the} 
company. “This program, without 

cost to the dealer, insures that rental | 
customers receive equipment in per: ‘ 
fect working order,” according t? 
Ernest Cooper, president of the com fi | 
pany. 
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COUNTERBALANCED 


°e lower cost 
a 
* installed faster 


Inexpensive windows 
make an excellent sell- 
ing point when they’re 
hung with Pullman Sash 
Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
homes, schools, hospitals 
—all kinds of commercial 
and industrial buildings. 
/, The Pullman method per- 
SSSA mits quick installation (10 
‘N to 15 minutes per window), 
Y TYPICAL uniform mortise size— 
‘ FALSE HEADER wide scope in window de- 
SY UV] 


° for better styling 



































sign, maximum light area. 
LAYOUT Write today for full specs: 
Pullman Manufacturing 
Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 





LIFETIME GUARANTEE- 


Pullman Sash Balances are guaranteed against 
imperfect workmanship or materials for the life of - 
the building in which they're installed, 


UD LLIWICN Si Balancer 








34 ( CRaareya TUBE 


that YOU Can Sell for Only 79% 










Every six 
| tubes are 
, packed in 
attractive 
counter dis- 
play carton. 


TRY THIS 
BIG PROFIT MAKER 


KWIK-SEAL — the satin- 
white bath tub and tile 
sealer everybody likes. A 
patching compound of many 
home and commercial uses. 


aA 


Better quality. Lower price. 
counter item that sells on sightl 
If your jobber can't 


supply you, write us. 


ARMSTRONG’S GLAZING COMPOUNDS 
ARMSTRONG’S CAULKING COMPOUNDS 


— 


m ARMSTRONG 
COMPANY \ 


DETROIT 17 CHICAGO 9 DALLAS 1 | 
RICHMOND, CAL. CHARLOTTE, N.C, 














Est. “im | 
HIGHEST QUALITY 











QUALITY 


PLANING 
PRICED FOR 
ROCK-BOTTOM 
INVESTMENT! 


This is the lowest-cost planer which 
in every sense may be termed a thor- 
oughly practical production machine. With 
© capacity of 24” x8”, there is no other screw bed 
Planer which begins to compete with it for either quantity or 
quality of work, convenience of operation, easy maintenance 
and sustained accuracy. It has double-hoist screw bed 
adjustment; sectional feed roll; sectional chipbreaker; 4 driven 
rolls; built-in knife jointer and grinder; feeds of 33 or 44 FPM 
or variable feed from 22 to 66 FPM; and many other 
desirable big planer features. For complete details write for 
Bulletin No. 60. 


WORKS PLANER SPECIALISTS SINCE 1862 
Os 
we 238: EIGHTH ST. HOLLAND, MICH. 


One of a complete line of single 
and double surface cabinet plan- 
ers. Consult us on any planing 
problem. 
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HERE'S VALVE 


That Will 
Bring You Sales 


The Lauetle 
Bathroom Lavatory 


' Here is the answer to fast, profit- 
pened ob oXe Mico d(-t- Man O0l-¥ Ko 014-28(-Mte} oe (ole 
maker, a combination lavatory and 
storage cabinet for the bathroom. 
Modern beauty, convenient storage 
and low cost make it ideal for both 

new and replacement installations. 

Acid resistant ‘Lifetime’ porcelain 

basin” . white baked -enamel 

pressed steel cabinet. 


aD Ho ablor-1 mob elo Mob uotb eth olos Mb oleltbto(-ToR 


pe 
Pressed Steel Sinks 


Precision manufactured .. 
piece construction 
coated, acid resistant f{ 
enamel finish... that’s 1 
Porcelain sinks are bec 
more popular ev 1¢ 
able in a size « 

every need 

















WRN 
<A RRR AANs) 





~_ 
~ 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


160 Clay Street 
Brooklyn 22, N. Y. 
Established 1850 
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RUBBER 


_SPUCIAL MAILS RIVETS SCREWS, 
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~~ contains 
REAL RUBBER 


Vv Ready to use. Waterproof 


Vv Cannot warp ——— 
= Rb 
ag Ok 


or injure tile. 


Vv Fast tack, 
slow setting. 


. Covers 
¥ Tight, perma- 150 Square Feet 
nent bond. Per Gallon 


Available in 
QUARTS, GALLONS, 
5 GALLONS _ 
ORDER FROM 
YOUR _, RUBBER Tig 
WHOLESALER! CEM ENT 













or direct 
Generous Sample 
on Request. 
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CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 





Feather-Lite of Pennsylvania 


Feather-Lite of 
Pennsylvania’s 
new home 
located at 2021 
N. 68rd St., Phil- 
adelphia 31, Pa. 


othe FEATHER <1) 77 dE 
COMBINATION ALUMINUM ano REDWOOO 
GOORSs 


PENNSYLVANIA | 


SiSTRIBL TORS OF i 





The window dis- 
play is one that 
most dealers will 
readily recognize 
as the display 
seen at recent 
shows. 

Harry Miller is 
manager of the 
operation which 
is proving an ef- 
ficient and money 
saving conven- 
ience. The entire : 
line of Feather- 





Lite Products are sold, distributed and serviced from this new home for all 


dealers in the area. 





AND WINDOWS 


$9 SN ROSSER SS ROORE SOLIS SORES BN SHERI 
























EMPTY TRAILER is easily spotted 
prior to leading operations. 


THE YARDLIFT 60, a_ 6,000-lb.ca- 
pacity pneumatic tired Clark fork-lift 
truck, engaging trailer pin by means 
of special towing attachment device. 


New Semi-Trailer Towing 
Attachment 


Tractors are not always immediate- 
ly available when needed to spot semi- 
trailers at a loading dock, and costly 
delays often result. To remedy this 
situation, a new attachment for fork- 
lift trucks has recently been developed 
by the Industrial Truck Division of 
Clark Equipment Company. 

This simple device is designed to 
slip over the forks of the lift truck, 
where it is securely fastened by a 
chain. A cross member, having a 
3-inch hole in the center, serves as 
the engaging plate. It is designed for 
use on _ 6,000-to-10,000-Ilb.-capacity 
fork-lift trucks and makes it a com- 
paratively simple matter to move and 
position empty semi-trailers at truck 
terminal facilities or wherever spot- 
ting is required. 

In operation, the fork truck driver 
merely drives up to the end of the 
trailer until the engaging plate is di- 


rectly under the pin. As the fork 
and its attachment lift, the plate en- 
gages the pin and the trailer is lifted. 
It may be pushed or pulled to its 
desired location. 


Ipik Features Complete 
Line of Solid Core Flush Doors 


Ipik Plywood Company has _ been 
manufacturing solid core flush for 15 
years. Louis Pick, president of the 
company. considers it fortunate that 
for 13 of these 15 years 80% of the 
Ipik production has been installed in 
architectural products. “We cut our 
eye teeth on the most exacting of all 
customers—the architects,” said Mr. 
Pick. “We were forced to put all tech- 
nieal skill into designing and manv- 
facturing a flawless solid core door.” Ff 

Ipik now features a complete line of f 
hardwood solid core flush doors, manu- f 
factured to architectural svecifications fF 
as well as warehouse stock sizes. Ivik | 
doors are available to both lumber f— 
dealers and millwork dealers through Ff) 
wholesale jobbers exclusively. | 











W. A. Cullen Retires | 


William A. Cullen, president of the 
Carr-Cullen Co., Minneapolis, Minn. 
will retire from active management 
of the company on October 20. He 
has chosen this date, his 50th wed- 
ding anniversary, as the time tof 
retire. i 

Lumber dealers in the Northwest, 
many of whom know W. A. Cullen af 
“Bill.” will recall the active rolef 
which he has taken in behalf of thei! F 


he “oh 
association. He was also very active > 
H 
& 





Breervirasowt 

















in the Wholesale Woodwork Jobbers >> 
and the National Door Manufac-f 
turers Association in the past. e 

W. A. Cullen began his woodwork: 
ing career as a young man of 2F7 
with the Carr, Ryder & Adams (Co. 
Dubuque, Iowa, known todav as thef 
Carr, Adams & Collier Company. 
From office work he advanced to lead- 
ing salesman in various territories 

Late in 1909, while the Carr, Ryde! 
& Adams Co. was considering tht 
possibility of opening additional job- J 
bing plants. Mr. Cullen learned 4 . 
the proposed sale of the City Sash é 
Door Co. of Minneapolis, and a prom! 
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| CARPENTER SQUARES BeyETraEry Ty: 
AMERICA’S FIRST FOR THE FARMER 
with FOR THE HOUSEHOLDER 


TROWELS 
FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


FOR EVERY USE ‘Quality with Economy” 


NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A. 





all 





D. M. McCunrock Lumper Co. 















wey Cheah Olsen 
rx O-GLASS. 
STORM WINDOW 


A Top Quality PACKAGED KIT Consisting of - 


@ 6 ft. x 3 ft. Roll of 
- Jt FLEX-O-GLASS 


Fs 


A 
1, \|_@ 18 Lin. ft. Wood Molding. 


@ Package of Nails | (about 35) 


Ne hs 


Guaraniecd fer 2 Years 
Retails at 


For extra sales, keep these 
kits beside your Display Dis- 
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fork Terminal Sales Building, “SR aeeey pevcer where Now, Gonsins . z 
en- a -— ex- ass is sold by the yar 
fted. PORTLAND 5, OREGON / Ad mats, streamers, posters, ; 
» its — ee etc., available on request. 
Telephone: Atwater 9355 ee : ‘ 
Can be re-used Self-Dispensing 
7 Year after Year Display 
Douglas Fir e Red Cedar REGULAR a Fae packed - . sturdy 
oors Sitka Spruce & Hemlock Lumber DEALER DISCOUNT cee ter Gn teas 
been Shingles : . 7 
or 15 | Carried by Leading Jobbers Everywhere 
that Exclusive Mill Agents WARP BROS., 1100 N. Cicero Ave. CHICAGO, ILL. 
f A Manufacturers of Top Quality Window Materials 
e 
t our 
of all MODEL FT. 
1 Mr. AUTOMATIC 
tech- TANNEWITZ GAUGE 
nanu x 
Joor.” for Swing Saws 
ine of A 
mant- re eo ce wre coos 
— 
Tvik : 
subi 30 Doys Free Tric/ 
rough ORDER NOW O8 SIND FOR 
CmcutarR 
resilient floor tile | , 
TANNEWITZ WORKS na — Tools of quality for 
will TM. 4 Coecmoats } | quality workmanship. 
Min = — H . Each J.M.J. cutter is ex- 
ement MODEL PT-91 | pertly and exactingly. 
0. He A odesi 
an esigned for the types 
me tof of tile designated. 
thwest, x 
ee | BLADE RESHARPEN- 
e 
¢ the fll ING SERVICE 
active Fy ne Flooring for Unit Packaged Floor- nr i til 
Jobbers fy} over 40 Years ing, if desired uts plastic wall tile 
anufac fy DEALER RENTAL 
‘awork- [i TO FILL YOUR EVERY NEED! PROGRAM 
of MODEL MPT. AVAILABLE 
ms Co., a 
as the I in . I. ° : 
man Oldest MFMA Member or trade Thaly Write for bulletin F-100 and 
to leat WY aewe f 3rd. 
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2m AN OMBuitpInG. Propucts MERCHANDISER 


Prompt, courteous service. Consult us today! 








COMPANY 








Menominee, Michigan 











I) nearest distributor TODAY.. 


J.M.J. INDUSTRIES § 


cutsand § Incorporated 
bevels metal wall tile mt iy iM. 
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investigation led to the purchase of 
the company. The fast transaction 
was as rapidly confirmed at Dubuque 
and a few days later, on January 20, 
1910, the Carr-Collier Co., was incor- 


porated. In 1917, the name was 
changed to Carr-Cullen Co. The com- 
pany is still operating on its orig- 
inal site, only many times extended 
in size. 

While 'W. A. Cullen will continue 
as chairman of the board of directors, 
he has turned over full management 
of the company to his two sons. Wil- 
liam W. Cullen, the older son, be- 
comes president and general manager; 
and James S. Cullen, the younger 
son, becomes secretary-treasurer and 
asst. manager of the Carr-Cullen 
Company, upon their father’s retire- 
ment. 


General Bronze 
Corporation, Gar- 
den City, N. Y., 
has announced 
the appointment 
of T. C. (Dick) 
Carter as_ vice- 
president in 
charge of sales 
for its Alwintite 


Division, accord- . 

ing to Aaron S. T. C. Carter 
Saphier, presi- 

dent. Mr. Carter, a former senior 


executive with Barrington Associates, 
was previously vice-president and 
general manager of the building prod- 
ucts division of Great Lakes Carbon 
Corporation and vice-president and 
director of sales for Eagle-Picher 


Company, Cincinnati. Mr. Carter will 
supervise and direct sales and pro- 
motion for the firm’s line of Alwin- 
tite residential aluminum windows 
storm 


and Alwintite combination 
windows and doors. 


Election of R. 
D. Syer as presi- 
dent of Allied 
Building Credits, 
Inc., nation-wide 
credit finance or- 
ganization with 
headquarters in 
Los Angeles, was 


announced by Sam 4 

Husbands, chair- ‘ 

man of the board. R. D. Syer 
Mr. Syer was 


executive vice-president of the com- 
pany and succeeds R. A. Peterson, 
who was recently elected a vice-presi- 
dent of Transamerica Corporation. 
Mr. Syer started his career with 
the National City Bank of New York 
in 1931. Two years later he joined the 
Bank of America in Los Angeles as 
a member of the credit staff, advanc- 
ing to the position of vice-president 
in charge of equipment financing. In 
1942, he was called to Washington to 
assume the position of financial ad- 
visor to the Director of Tools Division 
of the War Production Board. Later 
he was assigned to the Office of the 
Chief of Ordnance, where he served 
until 1945 at which time he was made 
director of the Rubber Machinery and 
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Equipment Division of the War Pro- 
duction Board. He served in that ca- 
pacity until the end of the war. 

Upon his return to the west coast, 
Mr. Syer purchased an interest in an 
industrial supply business in Los 
Angeles and in 1948 joined ABC in 
an executive capacity as assistant to 
the president. Two years ago he was 
elected executive vice-president. 

Allied Building Credits, Inc., spe- 
cializes in time sales merchandising 
and offers a complete program of in- 
stallment financing for the building 
material and light construction in- 
dustry. The company operates nation- 
ally through 35 offices located in vari- 
ous parts of the country. 


United States 
Plywood Corpora- 
tion announced 
the election of 
Raymond P. Ful- 
wiler as president 
of its subsidiary, 
Algoma (Wis.) 
Plywood and 
Veneer Company. 

Algoma Ply- 
wood and Veneer 
Company is the 
“world’s largest plywood mill devoted 
solely to the production of cabinet- 
grade hardwood plywood and plywood 
specialties.” This year the company 
celebrated its 60th anriiversary. 

Mr. Fulwiler succeeds the 
Charles G. Yerkes. 

Mr. Fulwiler joined Algoma Ply- 
wood in 1926 as an assistant in the 
production department. By 1937, he 
was appointed superintendent in 
charge of production, personnel, 
equipment and buildings. 

He was elected vice-president in 
1944 and at the same time was ap- 
pointed factory manager. Mr. Ful- 
wiler held these posts until his elec- 
tion as president. 





R. P. Fulwiler 


late 


Jack Jorgensen Ill Wins | 
Golf Tournament 


The Lumbermen’s Golf Association 
of Memphis held its 34th annual golf 
tournament October 7 at the Chicka- 
saw Country Club. 

Jack Jorgenson III of Jorgenson- 
Bennett Mfg. Co. was crowned the 
new champion with the low score of 
76. Eugene Pidgeon of Pidgeon- 
Thomas Iron Works, the defending 
champion, was second with a 79. 

The day was climaxed with a ban- 
quet, after which the winner’s cup 
and prizes were awarded. 

The election of new officers is as 
follows: Joe D. Conners, E. L. Bruce 
Co., President; O. D. Bratton, Bratton 
Veneer and Lumber Company, Vice- 
President; Paul J. Miller, Memphis 
Lumbermen Co., Sec.-Treas. The 
Board of Governors includes W. A. 
Seagle of North West Door and Ply- 
wood Sales, Inc., retiring president; 
Luther Kerr, of Thompson-Kerr, Inc.; 
Charlie Talley of Talley Brothers; 
J. H. Griffith, Jr., of J. H. Griffith 
Lumber Company; Joe Buehl of F. T. 
Dooley Lumber Company; and Eugene 
Pidgeon of Pidgeon-Thomas Iron 
Works. 


Feather-Lite's Address 


Feather-Lite Manufacturing Com- 
pany recently moved its offices to the 
company’s new temporary location at 
13330 W. MeNichols Road, Detroit 35, 
Mich. New offices are being built. 


Brooklyn-Queens 
Salesmen Entertain 


The Brooklyn-Queens Salesmen’s 
Association held its first annual din- 
ner-dance October 10 at Paprin’s in 
Woodside, N. Y. This was the first 
affair that the new organization has 
conducted. There were close to 150 in 
attendance including 25 retail lumber 
dealers and their wives. 

The affair will be repeated next 
year and the association is already 
negotiating for larger quarters. 


COMPANIES ANNOUNCE 


The Building Materials Division of 
The Flintkote Company announces 
the recent appointment of B. A. 
Tompkins, Jr., as assistant manager 
of the Flintkote Central Sales Dis- 
trict. A graduate of Yale University, 
Mr. Tompkins served in the U. S. 
Naval Intelligence during World War 
II with the rank of Lt. Commander. 
After leaving the navy, he was ap- 
pointed as a special eastern sales 
representative for Flintkote’s Indus- 
trial Asphalt Division. Later, he be- 
came a sales representative for the 
Building Materials Division in a mid- 
western sales territory. Mr. Tomp- 
kins will make his headquarters in 
Flintkote’s Detroit, Mich., office. 


William J. Ziegenhein, vice-presi- 
dent in charge of sales for the Russell 
and Erwin Division of the American 
Hardware Corp., New Britain, Conn., 
has announced the appointment of 
L. Robert Holmstrom to represent 
Russwin in Indiana, Illinois exclusive 
of Chicago and part of Missouri. Mr. 
Holmstrom, a veteran of world was II, 
has been a member of the Russwin 
contract sales department in New 
Britain and has spent several months 
with the Russwin New York City 
sales staff. 


Phil Palmer was appointed staf 
photographer-writer in the promotion 
department of the California Red- 
wood Association, according to Sher- 
man A. Bishop, executive vice-pres!- 
dent and general manager of the as 
sociation. A graduate of Michigat 
State, Mr. Palmer also studied at the 
Nicholas Haze School of Photography 
in New York and the Art Center 
School in Los Angeles. As a freelance 
photographer and writer, he has had 
many stories published in national 


magazines in addition to his regular f 


work with advertising and public re- 
lations organizations and a national 


press association. Prior to joining the f 


California Redwood Association, he 
specialized in doing picture storie 
on California architecture, fashions 
and industry. 


Northwest Door & Plywood Sales 
Inc., Tacoma, announees the appoint 
ment of M. S. Munson as assistall 
general manager. Northwest Dod 


& Plywood Sales, Inc., is the market § 


ing organization for Northwest Doo 
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BLACK @ DIAMOND 


WHOLESALE 
CALIFORNIA LUMBER 


Exclusive Sales Agents for 


SOPER-WHEELER CO. SAWMILL 
(A WPA MILL) 


P. O. Box 2667 
Sacramento 











11/16 No. 2 & 
Btr. Resawn Pine 
Panel Clear Red- 
wood Rough Now 


on hand hand 


White and Douglas 
Fir Clear Factory 
Lumber Now on 














TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 





An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 

















MIXED CARS 
A SPECIALTY. 

















































- ‘ 7 \___ Specialists in Oak Floor. ~ 
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= ers of all fumber items. -— 
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THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


On ee 


Rainelle, W. Va. 
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McCloud Lumber Co. 
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Quality 


WESTERN 
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Company—Tacoma, Wash., Paragon 
Plywood Corporation—Crescent City, 
Calif., and Brookings Plywood Cor- 
poration—Brooking, Ore. Mr. Munson 
is widely known in the trade, having 
since 1937 held various positions with 
the Harbor Plywood Corporation. He 
was manager of this company’s south- 
ern California business until Septem- 
ber 1. 


The Dealers Service & Supply Com- 
pany, 8440 St. Charles Road, St. Louis, 
Mo., has been named a new Alsynite 
distributor for the St. Louis area, it 
was announced by the Alsynite Com- 
pany of America. Alsynite, a translu- 
cent plastic sheeting used in a wide 
variety of structural and decorative 
applications, is a modern building 
material now available in flat panels. 


OBITUARIES 


ROBERT J. CHALMERS, secretary 
and vice-president of the Pennsylvania 
Lumbermens Mutual Insurance Com- 
pany of Philadelphia, died September 
26. 


FRANK J. WARD, 78, died October 
13, following a six-months’ illness. Mr. 
Ward has been associated with the 
Eclipse Lumber Company since its 
inception in Minneapolis in 1904. He 
went to Clinton in 1910 when the 
company’s general offices were estab- 
lished there. He served in many exec- 
utive capacities including general 
manager, secretary, vice-president and 
president. At the time of his death, 
he was chairman of the board of 
directors. 


WILLIAM D. BAKER, 77, president 
of the Battle Creek (Mich.) Lumber 
Co. for 45 years, and officer of a num- 
ber of other local firms, died Sep- 
tember 29, while having dinner with 
his family. The Baker family has been 
in the lumber business for four gen- 
erations. Mr. Baker’s grandfather 
built a lumber mill at Port Sheldon 
and later his son, Dirk Baker, had a 
sawmill at Grand Haven, where Wil- 
liam B. Baker was employed after his 
graduation from high school in Grand 
Haven and business college in Grand 
Rapids. When Dirk Baker’s mill] burned 
down, William Baker went to Mus- 
kegon, in 1900, and became sales man- 
ager for the Mann-Watson Lumber 
Co., a position he held for eight years. 
In 1907 he purchased the Battle Creek 
and Kalamazoo yards from the com- 
pany and went into the lumber busi- 
ness for himself. He went to Battle 
Creek in 1908 from Muskegon after 
buying the Battle Creek and Kala- 
mazoo Lumber Companies in 1907. 
At the time of his death Mr. Baker 
was president of the Battle Creek 
Lumber Co. and the Baker Wholesale 
Co. on South McCamly, of the Kala- 
mazoo Lumber Co., the Merchant 
Lumber & Supply Co. of Battle Creek 
and the Bellevue Lumber & Coal Co. 


W. M. (Marcy) MASON of Jackson- 
ville, Fla., died September 9. Mr. 
Mason served as president of the 
Florida Lumber & Millwork Associa- 
tion, Inc., during the term 1939-40. 
He was also chairman of the associa- 
tion’s legislative Committee for sev- 
eral years. 
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ACCIDENT CAUSES CLASSIFIED 


(continued from page 50) 


—By jointer, 1% 

—At transmission point, 1% 

—At other points of operation, 

4% 
All Other Accidents, 4% 

Some of the worst accidents in 
retail lumber yards result from 
falls, the safety study showed. One 
employe who fell from the back 
of a truck to a cement ramp was 
fatally injured. Another man who 
fell nine feet from a roof, was al- 
most totally disabled. Another 
worker, who climbed to the top of 
a 10-foot pile of lumber to check 
a lot number, slipped, fell to the 
cement floor and was killed. 


THESE SHORT CUTS SLICE 
CONSTRUCTION COSTS 


(continued from page 84) 


reason; they make no attempt to 
cover joints. 
Application 

One of the first requirements 
for trouble-free dry-wall results is 
the use of good framing lumber. 
Studding should be as dry and 
straight as possible, for warped 
green studs cause panels to pull 
away and break carefully taped- 
and-cemented joints. 

Cutting of sheet materials is 
wasteful and time-consuming; 
therefore every effort should be 
made to avoid it. Use designs that 
are meant for dry wall construc- 
tion. 

Where 4 x 8-foot sheets are 
specified, there is no reason to use 
16-inch stud spacing—unless codes 
absolutely require it. 

Where gypsum board is used, it 
is best to use special nails recom- 
mended by the board manufacturer, 
as well as special tools for apply- 
ing joint cement, dimpling of nails, 
and grade of sandpaper for smooth- 
ing. 


Spray primer 


Just as soon as the finish coat 
of plaster (or tape-cemented joints 
in dry wall) is dry, the painter 
can move in. 

He saves time at this point by 
using a spray gun to apply a 
primer coat of paint. For finish 
work the spray gun is not always 
helpful, but for prime coats, yes. 

All ceiling and wall surfaces can 
be primed before the installation 
of any trim, flooring, electrical or 
plumbing fixtures. By using a neu- 
tral color, the painter will have 
an easily covered base for whatever 
final color is specified. 
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When primed with a spray gun, 
surfaces can be made to last for 
at least two years—or until such 
time as the occupant is ready to 
select a final color. 


WHOLESALE DISTRIBUTORS PLAN 
NATION-WIDE MEMBERSHIP DRIVE 


(continued from page 102) 


credit control better. He should 
remember that regardless of pre- 
dictions there is still a big demand 
for housing, especially in the $12,- 
000-$14,000 market — and neces- 
sarily an equal demand for build- 
ing materials. 

Other officers and directors 
elected were: vice president, Hal 
Dooley, Dooley Distributing Co., 
Saginaw, Mich. Directors for a 
one-year term: John P. Ashton and 
Harold W. Sparks; Spenser N. 
Havlick, Wisconsin Wholesalers, 
Inc., Green Bay, Wis. (re-elected) ; 
W. T. Loefelmacher, Rockford 
(Ill.) Wholesale Building Material 
Co. (re-elected) ; E. E. Hively, Na- 
tional Supply Co., Springfield, Ill. 

To serve a two-year term: Hal 
Dooley; Art Lundgren, Lundgren 
Dealers Supply, Tacoma, Wash. 
(re-elected) ; C. D. Williamson, F. 
I. Products, St. Paul; L. P. Klug, 
Reserve Lumber Co., Cleveland; 
Roger Laird, Allied Service Co. 
Philadelphia. 

To serve a three-year term; W. 
N. Fry, Fischer Lime & Cement 
Co., Memphis; R. R. Maylone, Salt- 
point Supply Corp., Syracuse; W. 
L. Shea, Building Material Whole- 
salers, Jackson, Mich., and Charles 


—" Bass & Co., Hopkinsville, 
y. 














































Answers to What's Your 
Answer? 


1—Dump them all in a bin or shed as 
specials for the handyman. See 
Pointers, p. 70. 

2—Peg-Board. Butler Mfg. Co., Ine, 
Bellwood, Ill. See ad p. 66. 

3—No, he should ask, “What are you 
building?”. See p. 64. 

4—It puts the laundry in the bath 
room. See p. 96. 

5—Pro-Tect-U Jalousie Corp., Cord 
Gables, Fla. See ad p. 29. 

6—Make your approach so that fork 
is at an angle. See p. 61. 

7—Look under things. In this case 
look under red cedar shingles 
find spaced sheathing. See ad P 
53. 

8—Chi-Namel. Chi-Namel Paint and 
Varnish Co., Minneapolis, Min 
See ad p. 28. 

9—A spiral threaded nail. See ad of 
John Hassall Inc., p. 132. 

10—Flexivent. It’s the Andersen Cor 
poration’s all-purpose basemett 
window. See six-page ad begil™ 
ning p. 35. 


